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Good Shoes Are Not Luxuries at Any Price 


taxable at a price in excess of $10 is a misappli- 

cation of the laws of economy. The incon- 
sistency of the luxury tax calls for a speedy repeal if 
for no other reason than if the leather market and the 
wage scale continued to increase, there will be no 
shoes of any utility under the $10 price. 

We will find that shoes at this price are absolutely 
essential to modern life and economy. Therefore, the 
tax termed “‘luxury”’ is of itself outlawed in principal 
if not in practice and we look for an early session of 
Congress to remove it, for as a revenue producing 
feature its burdensome details will prove greater 
than the net sums derived therefrom. 

We have lost all patience with the bureaucratic 
methods of Washington, and the very experience that 
we had in the opening days of April in getting a de- 
cision from the Internal Revenue Collector on the 
status of buckles was repeated a few days prior to the 
opening of Tax Day, May 1. You will remember the 
“Recorder” was first to point out to the trade and the 
collector the necessity for a decision on the buckle tax 
under the term “jewelry.’’ His belated decision came 
several days after the tax was operative. 

Now, it wasn’t until April 29 that the official method 
of collection of taxes applying to many articles was 
given out. The majority of merchants selling shoes 
and hosiery will not learn until they read this issue of 
the “Recorder” of the government’s method of col- 
lecting the tax from the public at the time of thé sale 


} LASSIFICATION of footwear as luxury and 


to be later transmitted by the merchant to the Bureau. 


of Internal Revenue. 
There is one thing the merchant must estab- 


lish as a practice in the collection of the tax and 
that is that on the sales slip the price of the 
shoes must be placed and then another entry 
made, based on 10 per cent of the price in excess 
of $10. The sum of the two makes up the cost 
to the consumer. 

This is the only official way. Don’t try to hide the 
10 per cent in the selling price, for that method won’t 
go. Post the page in this week’s issue in some con- 
spicuous place in the store office so that you will have 
available correct information on the tax—its method 
of collection and its method of payment. 

Of luxury taxes much can be said. There are strong 
pointers that can be made the basis of information to 
the public over the fitting stool. There is bound to be 
comment on the part of the public on the term, 
“luxury.” It is fair to expect such comments. It 
rests with you as to the answer. As a factor in bring- 
ing about some degree of contentment on the part of 
the public, these higher prices can be explained as 
follows: 

Buying the best shoe that can be afforded-and then 
taking care of it after it is bought gives the greatest 
measure of satisfaction to the public providing, how- 
ever, that the service in fitting has been in keeping 
with the price. No article of wearing apparel reveals 
its cheapness with the readiness of footwear—and no 
article of wearing apparel is more slandered without 
the modifying explanation, ‘“Well, what could you 
expect at the price?” 

The necessities of life are narrow and limited. We 
must have them if only to be permitted to ask for 
“more!”’ Sandals and a toga might answer for neces- 
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sities in human raiment, so why not let Washington 
term all else “‘luxuries.”” What is fashion but a luxury 

a very essential addition to life. — 

The thing to do is not to tax luxuries but to spread 
their enjoyment so that all may gain the satisfactions 
resulting therefrom. There is a measure of content- 
ment that comes from a real pair of shoes, properly 
fitted, that cannot be rivalled in any article of wearing 
apparel for the elements of comfort and satisfaction 
continue long after the price is forgotten. There is a 
democratizing influence in American footwear and 
apparel that is refreshing to any observer of the sort of 
social unrest seething abroad. In no industry has the 
real motto of America been so well exemplified that 
“no task should be done by human hands which a 
machine could do as well, or better.””. What an amaz- 
ing economic transformation was wrought when 
American inventive skill found ways of performing 
mechanical operations building a shoe part by part 
in 137 and more processes from the flat materials to 
the finished article. What a factor in enlarging human 
contentment was thus accomplished in 50 years over 
the manual and crude labors of shoe making in all the 
centuries before. What a saving in the public’s 
money—for the shoe today whatever its price is tre- 
mendously more economical in price and service over 
the shoe assembled by hand than in days of old. The 
industrial marvels of other industries might be as 
great but in comparison to the service rendered by 
any article of apparel modern machine-made footwear 
stands out as the greatest achievement. 

We are prone to forget all this in the cry ‘““Why are 
shoes so high?” but the fact remains that shoes are 
not high in comparison with general price increases in 
all commodities. <A liberal education might well be 
extended to your customers in the telling that leather 
and meats come from the same source, the food ani- 
mals. Leather prices and meat prices in a general 
way go up together within approximate limits. The 
animal is not killed for its hide alone and just now the 
demand is more for the hide than the meat, with a 
world-wide shortage of leather footwear. The great 
rise in meat prices has been reflected in leather prices 
the past few years. Inasmuch as leather forms about 
two-thirds of the cost of making a shoe, an increase 


in prices of shoes was absolutely inevitable. No shoe 
manufacturer, still less merchant of shoes to the pub- 
lic, could resist the powerful upward tendency. Now 
on leather itself there is no uniformity of quality and 
it pays the public to buy shoes in which good leather is 
used—they are really the cheapest shoes in the long 
run. Such is the line of reasoning that should be 
transmitted to the public. : 

We have found that of late merchants and their 
salespeople are groping for facts such as these men- 
tioned to answer in brief and with conviction an in- 
quisitive public. The sooner the real facts are told 
over the fitting stool the better for the contentment 
of public and of store. It is obvious that shoes sold 
by reputable stores are offered to the public at the 
lowest safe price, for the intensity of shoe store com- 
petition makes the level of prices fair to the entire 
public. 





American Industry and Foreign Trade 


Interlinked 


T was expected that the annual convention of the 
National Foreign Trade Council, held in Chicago 
last week, would be a large one, but even those who 
were optimistic in arranging for it hardly figured on 
there being nearly 3,000 men in attendance. This 
proved to be the case. The large number attending 
was a real barometer of the thought of American 
business at this time. Old idéas concerning American 
foreign trade conditions as they prevailed before the 
war no longer applied. An entirely new set of condi- 
tions, mostly in our favor, presents itself to the Amer- 
ican manufacturer and producer, who perhaps now 
for the first time are considering foreign trade. 
Americans are good sportsmen; the British are 
good sportsmen, and the coming contest between the 
two great nations for the trade premiership of the 
world will be one of friendly rivalry all around, but it 
will be a real, and perhaps a ruthless, contest for all 
that. The United States will have other strong com- 
petitors, free from the burdens of actual war, equally 
determined to regain their former positions in the 
world’s markets. 
The main consideration of anyone considering for- 
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eign trade naturally is the question of ships. This 
subject was covered very thoroughly in the discussions 
at the convention. Secrets of America’s “Four 
Billion Dollar Fiasco” in ship building during the war 
was ripped off in sensational instances of shipyard 
operations put under the spotlight. ‘“‘How the cost 
plus” system added untold millions to the expense of 
building ships, with wages soaring until mechanics 
drew $175 a week. How slackers from military serv- 
ice rushed to the shipyards for cover and quit after 
the armistice. These and other curious details of the 
great war industry were related to the delegates. A 
statement was made that experienced ship builders 
predicted business ruin for the industry unless a new 
policy was adopted by Congress. Not only is the lack 
of bottoms holding back progress in the development 
of foreign trade for our American industries, but also 
the rates that have been decided upon. 

There has been much talk for many years about an 
American merchant marine, but there has been little 
actual progress, little fruitful action. The upbuilding 
of the American merchant marine, if the ships can be 
operated profitably in competition to those flying 
other flags, will be of tremendous importance in 
giving the United States a permanent hold on the 
trade advantage gained during the war. America’s 
future prosperity depends very largely on ships. It 
is the greatest insurance against depression that we 
could possibly have. We must have ships built at 
reasonable cost and maintained at reasonable expense, 
so that the rates charged will not make the cost of 
American products delivered overseas far above the 
cost of our competitors for this trade. 

The convention of the National Foreign Trade 
Council was really a conference of American business 
men to discuss the methods and action necessary to 
create an insurance for future prosperity. Foreign 
trade demands long time credits. A statement has 
been made that France will not allow any gold to go 
out of the country and, therefore, demands that all 
goods purchased from outside of her borders shall be 
paid for by notes maturing in three months, with the 
privilege of renewal four or five times thereafter. 
South American countries are in the habit, and de- 
mand long time credits. These have run, in some 
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instances, over a period of twelve months. Other 
countries are willing to give this extended credit. The 
immense wealth of the United States enables it to 
finance a greater volume of foreign trade than any 
other country in these long time credits. Naturally 
to what extent such credits are desirable is debatable, 
but our position as a creditor nation will not prevent 
American industries from taking a large amount of 
foreign securities in payment for merchandise and 
this is the only way, at present, to even up our tremen- 
dous excess of exports over imports which for the 
current fiscal. year will amount to $3,000,000,000 
as compared with an annual balance of less than $600,- 
000,000 in the years immediately preceeding the war. 

But in order to take advantage of this opportunity 
offered American industries, there must be a far bet- 
ter organization of American producers. They must 
make a closer study of conditions in foreign countries 
than they have been in the habit of doing in the past. 
There must be a simplification of business methods. 
Those desiring to enter foreign markets must truth- 
fully know the needs of those markets, habits, prej- 
udices, preferences of the people and supply the 
goods that will meet these requirements, not endeav- 
oring to sell what they want to manufacture rather 
than have the people buy what they want to use. 
Production in America has been enormously stimu- 
lated by the war. Industry has been organized more 
efficiently than ever before. The increase in interest 
in foreign trade is, without question, due to the realiz- 
ation that the domestic market is not big enough to 
absorb our output. Beyond doubt, the world needs 
all that America can produce. Rehabilitation of 
devastated and disorganized Europe; the feeding of 
its millions can well absorb our surplus. This pre- 
paredness for foreign trade is really one of the biggest 
problems of our reconstruction period. We must 
have our toes on the line, ready to jump and not 
giving a handicap to any other nation. England has 
already taken radical steps to get this foreign trade. 
She has formed a federation of British industries, 
representing 16,000 manufacturers and $25,000,000,000 
capital and by July expects to have an ‘“am- 
bassador”’ of its own in every important trade center 
on the globe. ’ 
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PROPOSALS RECEIVED BY RUBBER AND LEATHER 
BRANCH OFFICE 


For 25,000 Pairs of Russet Army Shoes 


Washington, D. C., May 1—The following proposals 
were today received by the Rubber and Leather Branch 
Office, Director of Purchase and Storage, for the supplying 
of 25,000 pairs of russet army shoes: Brown Shoe Co., St. 
Louis, Mo., $4.9914 per pair; R. H. Long Co., Framingham, 
Mass., $5.25; Joseph M. Herman & Co., Millis, Mass., 
$5.35; Thompson-Smith Shoe Company, St. Paul, 
Minn., $5.40; Hamilton-Brown Shoe Company, St. 
Louis, $5.5485; Ek. T. Wright & Co., Inc., Rockland, 
Mass., $6.49; B. A. Corbin & Son Co., Webster, Mass., 
$5.69; Bradley & Metcalf Co., Milwaukee, Wis., $5.50; 
Rindge, Kalmbach, Logie Co., Grand Rapids, Mich., 
$5.92. Bradley & Metcalf Co., Milwaukee, bid on 6,000 
pairs only, and Rindge, Kalmbach, Logie Co. on 5,000 
pairs. 
Brown Shoe Co. Awarded the Contract 

Washington, May 1—The Brown Shoe Co., St. Louis, 
has been awarded contract for the supply of 25,000 pairs 
of russet shoes under opening held earlier today. 


THE F. G. COLLINS SHOE CO. OPENS NEW STORE 
Today at New Haven, Conn.—Later at Hartford 


The F. G. Collins Shoe Company is opening a store at 759 
Chapel Street, New Haven, Conn., today, Saturday, 
May 3. E. Glassman will be resident manager. Mr. Glass- 
man was in the service as a store keeper in the United States 
Navy for the past two years. He retired from service two 
weeks ago. 

This same firm will also open a store in Hartford, Conn., 
within a month at the corner of Main and Pratt Streets. This 
store will be under the management of W. A. Brown, who for 
the past twenty-five years has been with the Besse System 
Store in Hartford. No definite time has been set for the open- 
ing of the Hartford store, although lease of property has been 
This is the old firm of F. & G. —Flantzman & Gold- 


signed. 
smith. 


ATTENDANCE OF 15,000 
Count at Door Shows Public’s Interest 


Worcester, Mass., April 23—At the monthly meeting of 
the Worcester Shoe Retailers’ Association reports of the shoe 
style show committee showed that the exhibits and attendance 
at the show were three times the number expected. Five 
thousand people visited the show during the afternoon and 
about 10,000 during the evening. 

The results of the show were felt last week by the shoe mer- 


chants, who did a greater Easter business than any other 


previous year. 


The association is of the opinion that next year’s shoe style 
show should be run for two days, judging by the results of the 
recent show. Hundred of people were turned away in the 
evening as the hall was taxed beyond its capacity. 

Plans for a Summer outing of the Worcester shoe dealers 
and their employes were discussed at the meeting. It was 
decided to invite the families and friends of the dealers and 
their employes, and thus make it a big event. The selection 
of a place for the outing and the date will be decided upon at 
the next meeting on May 8th. 


HENRY B. ENDICOTT SUBSCRIBES $2,000,000 
To the Victory Liberty Loan 


Forty-five years ago, Henry B. Endicott was selling milk 
from his farm in Dedham. He is now the head of the largest 
shoe manufacturing plant in the world and last week sub- 
scribed $2,000,000 to the Victory Liberty Loan. 

The financial world is well aware of the story of the colossal 
growth of the Endicott-Johnson Corporation from a cash 


What Were Your Sales? 


Is 100 Pairs a Good Book for Easter 
Saturday ? 


To the cetail shoe store salesman: 


F 





S. Mayer, manager of the London Shoe Shop 
at 276 West 125th Street, New York City, writes 
to the ‘‘Recorder”’ that on the Saturday before 
Easter, his assistant, John Dunker, fitted and 
sold over 100 pairs of high-grade shoes. Is this 
a record in fitting and selling for Easter, 1919? 








x 





capital of $2,800. Mr. Endicott who has been the ‘“‘guardian 
angel’ of many a labor difficulty is a firm believer in liberality 
with his employes and has recently inaugurated a system of a 
50-50 split of the profits over and above 7 per cent to be paid 
on preferred stock and 10 per cent to set apart as interest on 
the common stock. 


News of the Week 


The May meeting of the Rhode Island Shoe Retailers’ 
Association will be held at the Walk-Over Store, Providence, 
on May 6. George L. Peters of the Peters Manufacturing 
Company will speak on the product of the Peters Manufac- 
turing Company’s plant and the war activities of the Reign- 


skin factory. 
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How the Luxury Tax Is to Be Collected 


And Payment Made to the Bureau of Internal Revenue— 
Tax Operative from May 1, 1919 


Washington, April 29——The Commissioner of Internal Revenue made today the following statement 
in the nature of a tentative ruling with reference to the collection of the Luxury Tax under Section 904 
of the Revenue Act of 1918: 

The printed regulations relating thereto will be issued within the next ten days. 

Section 904 of the Revenue Act of 1918 imposes a tax upon certain articles sold at retail in excess 
of a specified price. The tax is to be paid by the consumer to the vendor and cannot be absorbed 
by the vendor in the sale of the article. This tax has been referred to as the “Luxury Tax.” It is 
effective on May 1, 1919, and the rate of tax is 10 per cent of the amount paid in excess of the price 


specifically mentioned in the Act when such article is sold by the vendor. 


How Returns are Rendered 

Merchants will be required to render returns covering the tax collected during a given month and 
although their records shall be kept in such manner as to indicate the tax received on each sale, the form 
of monthly return required of them shall show simply the aggregate amount of tax collected under each 
subdivision of the section of the law, that i is, the total amount of tax collected on sales of men’s, and 
boys’ hats, under one head, and women’s and misses’ hats, bonnets, hoods, etc., under another 
head, and so on, following the classification by subdivision of the section. This monthly return must 
be sworn to by the vendor and filed by him with the collector for the district in which the vendor has 
his principal place of business The return must be filed on or before the last day of the month following 
the one in which the sales were made. In other words, the return covering sales made in May must be 
filed with the Collector and the taxes paid on or before the last day of June. 


Tax on Actual Sales Price 
The tax under this section is measured by the price for which the article is sold. It is on the actual 
sales price and not on the list price, where that differs from the sale price.. The tax cannot be included 


in the price but must be billed as a separate item. 

If articles are purchased which are subject to tax and are subsequently returned to the vendor 
the sale being rescinded, no tax is payable. If the tax has been paid it should be refunded to the pur- 
chaser and the vendor may take credit therefor against the tax in the subsequent monthly return. Ifa 
taxable article is sold by the vendor and later exchanged for another article at a higher price the purchaser 
paying the difference, the purchaser must pay the tax on the second sale and the vendor shall give credit 
or refund to the purchaser of the tax paid on each of the taxable articles returned and take a credit therefor 


and include it in his subsequent monthly return. 
The tax attaches when the article is sold, that is to say, when the title to it passes from the vendor 


to the purchaser. 
Ordinary repairs or alterations are not taxable. The unit of measurement in determining the 


price for the purpose of the tax on carpets and rugs is the square yard. All lineal yardage therefore must 
be converted into square measure, and fringe will not be considered in computing the yardage. 


Accurate Record of Sales and Taxes 
The method of keeping accounts by merchants shall disclose the total number and amount of sales 
of each of the taxable articles, including any credits or refunds, and the books of every person liable to 


tax shall be open at all times for the inspection of examining revenue officers. 
In computing the tax a fractional part of a cent shall be disregarded unless it amounts to one-half 


of a cent or more, in which case it shall be increased to a full cent. 


Application of Tax to Shoe Store Articles of Sale 
Section 904 (a) Provides ‘‘That or: and after May 1, 1919, there shall be levied, assessed, collected, and 
paid a tax equivalent to 10 per centum or so much of the amount paid for any of the following articles as is in 
excess of the price hereinafter specified as to each such article, when such article is sold by or for a dealer or 


his estate on or after such date - for consumption or use— 
* * * * * * * * * 


( 1h) Men’ $, women’s, misses’, and sa baots, shoes, pumps, and slippers not including shoes or 
appliances made to order for any person having a crippled or ‘deformed foot or ankle, on the amount in excess 


of $10 per pair. 
* * ok ok * * oe * * * * * * * * *- 


(16) Men’s and boys’ silk stockings or hose, on the amount in excess of $1 per pair; 
(17) Women’s and misses’ silk stockings or hose, on the amount in excess of $2 per pair. 
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Shoe and Leather Association was held at the rooms 
of the association, April 23. 

President Harry I. Thayer gave the directors a_ brief 
outline of his recent visit to Europe as a member of the “Boot 
and Shoe Recorder” trade delegation, emphasizing the de- 
sirability of our New England trades extending hospitality 
to members of the shoe and leather organizations in England 
and France who had entertained the “‘Recorder’’ party when- 
ever they shall visit this part of the United States. 

Mr. Thayer had previously made an extended report of 
his observations and experiences at a complimentary luncheon 
of the Boston Shoe Trades’ Club, April 9, 1919. 

Edwin P. Holmes, who also was a member of the delega- 
tion, spoke in warm praise of the fine manner in which Mr. 
Thayer had represented the allied New England industries 
as a member of the party, particularly in his public addresses 
in various cities visited by the delegates. 


A MEETING of the directors of the New England 


Indorsement of Export Trade Work 


On motion of Mr. Louis Ziegel, the following vote was 
unanimously adopted by the directors, motion being put 
by the secretary: ~ 

**That the hearty thanks of the directors of the 

New England Shoe and Leather Association be, 

and they hereby are, extended to the President 

of the Association, Mr. Harry I. Thayer, for the 

felicitous manner in which he represented our 

New England trades during his recent visit to 

Europe with the ‘“*Boot and Shoe Recorder” 

trade delegation as the official representative 

of our association; and also for his personal 
sacrifices in undertaking the trip.”’ 

The following concerns were admitted to membership in 
the association: The Tanners’ Products Company, Boston 
office, 10 High Street, and The Allied Manufacturers’ Export 
Corporation, exporters, 60 South Street, Boston. 

A resolution expressing the regret of the directors at the 
passing of Moses N. Arnold, a distinguished leader of the New 
England shoe trade, as prepared by Charles H. Jones acting 
as a special committee, was adopted. 

It was voted to authorize the President to appoint com- 
mittees to prepare suitable memorials on the death of Mr. 
Eldon B. Keith, of the Geo. E. Keith Company, Brockton; 
Mr. Charles S. Grover, of J. J. Grover’s Sons Company, 
Lynn; Mr. J. Q. A. Whittemore of Whittemore Bros. Corpor- 
ation, Cambridge; and Mr. John F. Tobin, general president 
of the Boot and Shoe Workers’ Union. It was announced 
by the secretary that the president of the association had ap- 
pointed a special committee to represent the organization 
at the funeral of Mr. Tobin, April 17. 


Committees Appointed for 1919 


President Thayer announced the appointment of the as- 
sociation’s regular and special committees to serve during 
1919. The appointments are as follows: 

Executive—Frank R. Briggs, chairman; Arthur W. Well- 
ington, Edwin P. Holmes, and the president and secretary, 


ex officio. 
Legislation and Tariff—George M. Peabody, chairman; 
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Cecil Q. Adams, Frank R. Briggs, Henry B. Dillenback, J. 
Franklin McElwain. 

Foreign Trade—C. Chester Eaton, chairman; Paul Jones, 
Lucius J. Barnet, H. Fred Lesh, Lloyd Thayer. 

Transportation—W. Thatcher Hollis, chairman; Charles C. 
Hoyt, Irving C. Webster, John E. Driscoll, C. B. Baldwin. 

Membership—Chas. H. Cross, chairman; Louis Ziegel, J. 
H. W. Whitcomb, Arthur W. Wellington, Chas. A. Bliss. 

Industrial Education—Arthur C. Heald, chairman; John 
A. Gardner, Wm. E. Eaton, Chas. M. Lawrence, Fred F. 
Field, Jr. 

Domestic Trade—Edwin P. Holmes, chairman; Arthur W. 
Wellington, Frank D. Young, Howard M. Dyer, Jas. H. W. 
Whitcomb. 

Patents—Chas. H. Cross, chairman; George W. Brown, 
Francis A. Shea, S. Walter Straw. 

Debts and Debtors—Fred F. Field, Jr., chairman; Thomas 
F. Dolan, Péter W. Hutchison. 

Industrial Service—Louis A. Coolidge, chairman; A. E. 
Little, Herbert F. French, H. E. Guptill, Louis P. P. Osborne. 

Publicity—A. P. Thompson. chairman; W. G. Dennison, 
Arthur D. Anderson, Frederic F. Cutler. 

Insurance—Lucius J. Barnet, chairman; H. E. Guptill, 
Louis P. P. Osborne, Irving C. Webster, James Robertson. 

Special Committee on Hide and Skin Trade—Edward H. 
Bill, chairman; Major F. H. Briggs, Owen C. Howe, Irving 
C. Webster, Maxwell J. Lowry. 

Special Committee on Tanning Materials, Dyestuffs and 
Chemicals—Willis R. Fisher, chairman; F. W. Marden, 
James Morrison, William Armstrong, Frank A. Cutting. 

Special Committee on American Merchant Marine—A. E. 
Little, chairman; ‘Harry I. Thayer, Walter T. Creese, Ernest 
G. Howes, Richard H. Long. 

Special Committee on War Reconstruction—President 
Harry I. Thayer, chairman; Henry B. Endicott, Frank R. 
Briggs, H. Fred Lesh, Albert M. Creighton, Edwin P. Holmes, 
A. P. Thompson, Thos. F. Anderson. a 


From Bolshevism to Convention 1920 


The secretary reported on a number of questions at present 
being acted on or under consideration by the association, 
including the following: the menace of Bolshevism in the 
industrial centers of New England; the soldiers’ and sailors’ 
employment situation; the Fifth Victory Liberty Loan cam- 
paign of the association’s special committee; the recent grad- 
uation of the shoe and leather class of the Boston Continua- 
tion School; the annual convention of the National Shoe 
Retailers’ Association to be held in Boston in January, 1920; 
the Americanization campaign of the Boston Chamber of 
Commerce; and the Transportation Conference to be held 
under the auspices of the Massachusetts Chamber of Com- 
merce, May 8, 1919, in Boston. ; 

The secretary announced that several members of the 
association were to attend the important Export Trade 
Convention, held in Chicago under the auspices of the Na- 
tional Foreign Trade Council, Fred B. Rice, of Rice & Hutch- 
ins, Inc., one of the association’s vice-presidents, being its 
official representative there. 

It was decided to hold afmeeting*of the members of the 
association after the return of the delegates, to be addressed ° 
by Mr. Rice, and others, regarding the discussion and results 
of the convention. 
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By special invitation, Frank W. Whitcher, president of the 
Massachusetts Chamber of Commerce, gave the directors an 
interesting resume of his investigations of the Bolshevistic 
propaganda in this section of the country and of the action 
that has been taken in reference thereto by his organization. 

Mr. Whitcher said that the best way in which to 
overcome this menace, which has assumed serious 
proportions in some of ous communities, is through 
a vigorous campaign of education and Americaniza- 


tion. 





Boston Shoe Trade Club 


Tenders Reception to Lt. Col. Murphy 


The members of the Boston Shoe Trades’ Club tendered a 
complimentary reception and luncheon at the club head- 
quarters, 24 High Street, April 30, to Lieutenant-Colonel 
John D. Murphy, Chief of the Staff of the 26th Division, A. E. F. 

Colonel Murphy, who is the youngest officer of his rank in 
the American Expeditionary Forces, and a wearer of a Dis- 





_THE SHOE TRADE HONORS 


LT. COL. JOHN D. MURPHY 
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tinguished Service Cross, is also one of the youngest shoe 
manufacturing exe2utives, being the head of the J. D. Mur- 
phy Shoe Company, Natick, Mass. 

President Everit B. Terhune presided and in introducing 
Colonel Murphy said: 

“It is the unanimous opinion of all of Colonel Murphy’s 
associates in the great conflict that he was one of the bravest 
and best officers in the American Army and well deserves the 
Distinguished Service Cross which was awarded him for his 
valor. He is one of our Yankee soldiers who has unquali- 
fiedly ‘made good.’ 

“I know that I express the feeling of every member of our 
great New England shoe and leather industry when I say that 
we are very, very proud of this distinguished and valiant 
associate of ours and that our Club deems it a great privilege 
to be entertaining him today.” 

Colonel Murphy made a brief response to President Ter- 
hune’s tribute, being unable to make an extended address on 
account of suffering from a severe cold. 
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Lieutenant-Colonel Tandy Gives Facts About Armry 
Shoes 


Lieutenant-Colonel E. F. Tandy associated with. Colonel 
Murphy on the 26th Division Headquarters Staff was also 
introduced and gave an interesting address dealing with the 
subject of the Army shoe, so many thousands of pairs of which 
were produced by New England manufacturers. 

He gave some impressive statistics of the total quantity of 
“‘Pershing’’ and other Army shoes furnished to the American 
Expeditionary Forces, and stated that the new measuring 
device invented by Elmer J. Bliss, of the Regal Shoe Com- 
pany, Boston, had greatly minimized the former trouble of 
poor fitting of shoes for our soldiers. After the introduction 
of this device between 84 and 90 per cent of the fittings were 
satisfactory, as compared with a very small percentage of 
satisfactory fittings previously. 

In active service in France it was found that the soldiers 
required a long, well-fitting shoe. The “Pershing” shoe, with 
its heavy iron plates, was very serviceable, but stiff, and was 
not very well liked by the soldiers for this reason. The Ameri- 
can forces were obliged to use some shoes of English and 
French manufacture, but none of these were very satisfactory. 
In active warfare a heavy shoe is absolutely essential, a light 
shoe not being at all serviceable. °; ‘ 


Reclamation Service an Important Feature 


One of the most important departments of the Army was 
the Reclamation Service, which repaired about 6,000 pairs 
of shoes daily. 

At the close of the exercises Colonel Murphy shook hands 
with many of his friends in the trade who congratulated him 
on his splendid military record. He was graduated from 
Norwich University, Northfield, Vt., as an honor man in the 
class of 1915, and afterward went into active service on the 
Mexican Border. When Major-General Clarence R. Edwards 
recently visited Norwich University he stated in the course of 
an address that Lieutenant-Colonel Murphy, in his opinion, 
is one of the finest officers in the United States Army, as well 
as its youngest Lieutenant-Colonel. 





Bids Received Until May 26 for Foot- 
wear Needed by Uncle Sam’s 
Redskin Wards 


Washington, D. C.—The Commissioner of Indian Affairs, 
Cato Sells, is about to go into the market and purchase rubber 
and leather footwear for Uncle Sam’s redskin wards. He will 
accordingly receive proposals until May 26, for opening at. 
310 Elm Street, St. Louis, Mo. It is stated that there has- 
been “general complaint that shoes heretofore purchased” by 
the Interior Department, of which the Indian Bureau is a 
part, ‘“‘have not given even reasonable service in wet climates, 
and samples of shoes manufactured for use in such sections 
are particularly desired.” 

Blucher patterns ‘will be considered. All shoes to be me- 
dium round toe, and on. boys’ and men’s and misses’ and 
women’s shoes bids are requested on the Munson last type. 
All of the leather and canvas shoes are to have leather soles, 
although other bids based on the use of Neolin or similar 
composition soles are invited and will be considered. 





More Heel Lifts Needed 


Bids will be opened by leather-rubber branch, quartermaster 
department, on May 5 for 194,000 pairs of heel lifts under 
size 13 and 94,000 pairs same under size 15. 
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An April “F orum” on Trade 


The Spring Meeting of the National Boot and Shoe Manufacturers’ Association 
Is Made the Occasion for a National Consideration of 
Conditions, Supplies and Prices 


the healthy condition of every branch of the industry 
is best maintained by a continuance of present values— and it is 
economically certain that price ranges will not recede. 


The Keynote: 


Facts, figures and best opinions of shoe merchants, shoe wholesalers, 
leathermen and industrial leaders made a feature of this report. 


Shoe Manufacturers’ Association met at the Copley 

Plaza, Boston, Thursday, April 24, 1919. In opening 
the proceedings, President J. Franklin McElwain centered 
attention on the following: 

‘“‘We have gotten together at periodical times to discuss the 
general situation. We believe that we need wise judgment 
in order to steer our industry correctly at a time like this, 
and it is only by getting out of the brains of the men here 
the wisdom that they have in their minds, and combining it 
that we can get the best final judgment as to what to door 
what not to do. I believe that our forecast, our conclusions, 
during the past six months, have proven to be correct. 


"T's Executive Committee of the National Boot and 


‘‘We got together in November. We stated at that time 
that we believed that the underlying conditions justified a 
belief that the market would remain firm. There was a fear 
that the market would decline. Through the association 
that we had with the tanners, with the wholesalers and the 
retailers and through government statistics, we believed that 
we had sufficient information to make a very firm statement 
relative to conditions. I think we were correct. In Feb- 
ruary we discussed the same situation again, and we came to 
the same conclusion, which justified the conclusions we 
arrived at in November. We are now up to another period, 
a period following three to six months, and we are here to- 
day to discuss the pros and cons relative to the problems 
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which are going to confront us during that period, and I 
believe that we will all receive information and get inspira- 
tion that will be valuable to the members here and to the 
trade at large.” 


The first discussion was relative,to the raw stock con- 
dition, by O. G. Howe, of the Sands & Leckie Co., 
who has so ably in the past gave a resume of the raw stock 


condition. 


Survey of April Raw Stock Conditions in Comparison with 
Those of January 15 


O. G. HOWE, of Sands & Leckie Co., Boston 


“‘Since your meeting at New York in January, there has 
been an increase in the price of all kinds of hides and skins. 
The greatest advances have been in calf, kip, light hides and 
goatskins. Packer calf and Chicago City and New York 
City calf have advanced 40 to 55-56% and $3.60 to $5. In 
a few cases packers kip have sold at 44% advance and the 
best country kip at 40% advance. The best country ex- 
tremes have advanced about 35%. Light native cows have 
advanced about 30%. One sale of May take off is reported 
at 40% advance (22 to 3lc). Goatskins have increased 15- 
25% since January 15, and some of them had then already 
advanced 10 to 20%, so that since January Ist the advance 
on goatskins amounts to 20-45%. All the above kinds go 
into the best upper leather. Lower grades of hides and the 
heavier hides for upper leather, such as buffs, have only 
advanced about 15%. 

‘Hides for light sole leather such as packer branded cows 
have advanced about 30% but the heavier sole leather hides, 
such as native and branded steers, have only advanced 
about 15%. , 

A Decrease in Killing 


‘“‘The packer kill at the eleven principal points for the first 
three months of 1919 was only 5% less than the correspond- 
ing period of last year, but taking March alone, the decrease 
was 24% as against last year, and April will show a still 
greater decrease. 

Increase of Livestock 


“There is some comfort in the fact, however, that the 
number of cattle in this country at the beginning of this year 
is estimated as 1,036,000 greater than a year ago. The 
increase in hogs is estimated as 4,213,000, and in sheep as 
963,000. But stocks of both packer and country hides were 
probably never so closely cleared up as at present, and now 
that tanners cannot get sufficient supplies here, they are 
turning their attention to foreign markets and are buying 
China, India and South American hides. It is needless to 
say that. the tanners are paying practically the prices which 
are asked by these foreign countries, and these prices are 10 
to 25% over the government’s maximum prices which ex- 
pired January Ist. 

‘ “The imports for 1918 show decreases as against 1917 by 


40% on cattle hides 
74% on calfskins 
30% on goatskins 
38% on sheepskins 
78% on horse hides 


‘‘However, the first three months of 1919 show increases as 
against the similar period of 1918 by 
29% on cattle hides 
31% on calfskins 
44% on goatskins 
32% on sheepskins 
except on horse hides, which show a decline of 40%. 


Consuming Our Raw Stocks 

“These importations, however, have gone or are going 
immediately into consumption, and therefore, as yet, there 
are no surplus accumulations of raw stock. We are living 
from hand to mouth, as far as raw stocks are concerned. I 
am not speaking in regard to leather stocks as I am not at- 
tempting to cover the leather situation. 

“Two important things have occurred in foreign conditions 
which are well worthy of notice: first, India has permitted 
cow hides to be shipped here, and the first shipments are now 
on the way. A considerable number will arrive during the 
next three months. These hides cost high prices but they 
will help out the situation generally although they will not 
make much high grade leather. 

“Second, there has been a strike at the River Plate for the 
past three months which has held back practically all ship- 
ments from there. The strike has officially been declared 
over, but still it is difficult to get shipments. Tanners have 
made large purchases of frigorifico (B. A. packer) steers but 
have had to pay 5 to 10% over former maximum prices; and, 
on frigorifico cows, they have had to pay as high as 27% 
advance. Most of the frigorificos have now been purchased, 
and no doubt they will gradually come along. There are 
still a good many dry hides down there and some purchases 
have been made at 10 to 20% over former prices. 


The Surprises of Today 

“It is surprising that Canada does not clean up those dry 
hides as Canada is practically bare of dry hides and is in the 
privileged position of being free to export sole leather to 
England. It may be that the Canadians consider wet salts 
relatively cheaper than dry stock. However, the important 
fact to note in connection with the River Plate situation is 
that in spite of the long strike and the big accumulations of 
hides, prices did not decline but advanced, which not only 
showed the ability of the holders to finance themselves but, 
also, showed their faith in the market. 

“Offerings from China have become more plentiful but the 
prices are high. Some tanners have made purchases, as 
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there seemed to be nothing to gain by waiting any longer. 
Offerings from China, however, are still sub-normal in quan- 
tity, and therefore it would seem as if the Chinese still be- 
lieved in higher prices. 

Critical Calfskin Situation 

“The calfskin situation has been partially relieved by 
purchases of a limited quantity of skins from Holland, Den- 
mark, Norway and Sweden but the prices are high and the 
quantities not sufficient to be of relief to the leather market. 
A comparatively few low grade dry calf have filtered out of 
Russia, but the quantity was scarcely worth mentioning, and 
practically speaking, the prospects there are as unencourag- 
ing as they were three months ago. There is reported to be 
a lot of about 500,000 calfskins on the way from Russia, but 
nobody seems to know anything about them at all. France 
and England will not allow any calfskins to be exported. 
No hides can be exported from New Zealand except by the 
government, and a few shipments are still coming along which 
were sold last November. No new offerings are being made. 

‘Australia is offering practically nothing. Hide prices 
are very high there and the tanners will not permit anything 
to be exported except small quantities of the poorest grades. 

“Java is shipping some hides here but the quantities are 
not very large. We have an offer of 85 cents to-day for some 
light skins. We don’t know whether we will get them or not. 

“It remains to be seen what effect the declaration of peace 
will have on hides and leather. There are many well-to-do 
people in the Central empires and the Balkans, who are 
practically if not actually bare-footed. If those people can 
raise credits here, they are going to buy some hides and 
leather and shoes. I know of cases where people have written 
over to see if they could not be sent some shoes; they had 
plenty of money but they could not get any shoes. 

“If you feel that hide and leather prices are high, please 
remember that, except for perhaps calf and goatskins, prices 
on leather raw stock are relatively not as high as cotton or 
wool. Please also remember that the government held hides 
down during 1918 relatively far below any other basic mate- 
rials, and that this artificial condition could not continue, and 
that the law of supply and demand is now bound to take its 
course. 

How to Aid Price Situation 

“It is probably within your power to ease up the situation 
somewhat if you will stop demanding the top grades of 
leather and use the lower grades; but the tanners tell us that 
this does not suit your purpose. Therefore, it would seem 
that the present tension would continue until supplies of raw 
stock and ieather show a surplus. As far as raw stock is 
concerned, there is no surplus in sight as yet, though by the 
end of July the supplies in hand should considerably exceed 
present supplies. 

“Investigate whether comparatively less offerings mean 
more tanning in foreign countries. Japan, Mexico and 
Argentine are doing more tanning.” 


Even Higher Prices on Leather 
In the questionnaire that followed Mr. Howes touched upon 
a few topics of interest. 


MR. HOWES. Hides are. so much higher than leather 
to-day in our special line that there is only one way to look 
at it, and that is, that if hides continue to maintain on the 
present level or advance you must have very much higher 
prices for leather, as far as the heavy leather is concerned. 
An advance of five cents a pound in hides is an indication 
that there is a pretty strong indication of an advance, and 
that is what the packers have been able to do. 

MR. HAZZARD. What kind of hides, Mr. Howes? 

MR. HOWES. Light hides, branded cow hides. 

The PRESIDENT. There has been an advance of five 
cents a pound in approximately two or three days; is that 
correct, Mr. Howes? 

MR. HOWES. The branded cow hides sold at 204%, 20%, 
20 and 21. That was February and March. There were a 
few sold outside at 22, and some at 23. The next sale of 
branded cows was in April at 27 cents. They were sold 
yesterday, I think, or a few days ago, at 28. Now they are 
asking about 29, or 30, or 31. It shows that it does not make 
any difference what price they ask for them, they can sel) 
them. 

THE PRESIDENT. May I ask what the output of the 
sole leather tanner is as compared with normal times? 
(Pre-war?) 

MR. HOWES. I should think that it was very much 
larger. 

THE PRESIDENT. Is it as much as it was a year ago? 


Supply and Demand Again 

MR. HOWES. Yes. 

THE PRESIDENT. It seems to me that he throws back 
on us the question of determining what the demand is going 
to be. He states that the supply is approxiamtely the same 
as last year. He believes, and states, that raw stock has 
advanced from four to five cents a pound, and if the demand 
is going to be sufficient to take the supply, why, they are 
going to be able to get an advance in their sole leather com- 
mensurate with the advance in raw material. It would seem 
to me that that would be so. He does not attempt to pre- 
dict what the demand is, because he evidently thinks that 
we know more about that than he does. 


A Problem of Shipping Says Weil 

MR. WEIL. Mr. Chairman, isn’t the fundamental 
reason why prices are high for raw material and the raw 
material is scarce really due to the lack of shipping? As 
soon as the merchant marine that this country under the 
war condition put into construction but that has stopped 
since the armistice was signed gets under way again, and 
these ships are all launched and shipping gets plentiful to 
distant ports to bring in this supply that is lying abroad, in 
India, China, Africa, South America, etc., and that material 
comes in here, won’t the price begin to recede then? And 
isn’t that the real reason? We know that there is a new 
crop of skins every year, you cannot stop that, and there 
has not been the shipping and that Europe really controls 
the mercantile marine, we have none here in this country to 
speak of as yet,—but we will have in a short time. Isn’t 
that the real reason? 
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A Call for Information 
THE PRESIDENT. I think that is a very interesting 
statement. We want to put as many of the bear arguments 
into the situation as we can possibly think of, and then 
finally weigh the bull with the bear arguments and come to a 
conclusion. Mr. Weil evidently believes—or thinks—that 


there might be an excessive supply of raw material at the 
points of origin, in Africa, and South America, and China, 
and India. . Now, the question is, first, whether that is or is 
not a fact. I would like to have someone throw some light 
on that subject if he can. I don’t know who is best equipped 
among the tanners to answer that question. 
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Commodity Increases a World Influence 


MR. LOCKWOOD. I recently attended what we call an 
editorial conference of business papers in New York. We 
had some of the best authorities that the country could 
furnish, among them O. P. Austin, statistician of the National 
City Bank, New York, who I think really was the creator of 
the statistical department of the Bureau of Commerce. He 
called attention to the fact that raw materials have advanced 
all over the world, irrespective of shipping, because they are 
higher at the point of origin, and apparently irrespective of 
the war zone. Hides in Manila are certainly removed from 
the war zone. No shipping added, but as they stand there. 
Goat skins in China are removed from the war zone. And 
so you can go on all over the world, showing that raw ma- 
terials have advanced tremendously. Of course the shipping 
would still further complicate matters. If you attempted to 
ship them you would have more trouble because of shipping 
conditions, but irrespective of that they are higher at the 
point of origin. Now, he attributes that condition to the 
fact of the world inflation of currency. Where we formerly 
had fourteen billions of paper money in the leading nations 
sixty-four billions have been pyramided on top of that. 
Sixty-four billions of new paper money have been issued by 
fourteen or fifteen nations because of this war. Now, that is 
a terrific inflation. 


Inflation of Currency 


As we all know, on the quantitative theory of money, if 
you inflate your currency that is tantamount to an advance 
in prices, so that all prices are higher, irrespective of any- 
thing we can do or say. I think it is necessary to take that 
into consideration, because our materials are affected. Then 
we know that we have special and peculiar conditions in our 
industry, and we know that hides and skins were advancing 
prior to the war, the tendency was upward. But it is not 
sufficient to consider just our own problems. We have to 
consider them in relation to the larger problem of the tre- 
mendous inflation of values, which has caused materials to 
advance everywhere, in all corners of the world, those of 
them that ship across the Pacific ocean and have nothing 
whatever to do with the submarines or any of the difficulties 
that we had during the war. 


A High Plane of Value 
THE PRESIDENT. If we can get back to the supply 
at the point of origin? Mr. Howe, I wonder if you could 
give your opinion on that. I would like to add to Mr. 
Lockwood's statement that I believe that the thinkers of 
this country are coming by degrees to the conclusion that we 
are on a higher plane of values for a long period, due to the 
causes which we understand in our own industry, and due to 
inflation, and while inflation comes down, of which there is 
no immediate prospect in any precipitous way, our values 
will be on a higher plane for a long period, and I think that 
we among ourselves should give that some thought. If we 
wait and stall for values to come down we might be doing 
nothing but precipitate a panic that might bring them down, 
but logically, based on sound reasoning, they will not recede 
to a pre-war level. 








One Surplus Point in Argentine 


MR. HOWE. The only point in the world where there 
appeared to be an excess was the River Plate, and we thought 
on account of the strike there, the lack of shipping, that we 
would get lower prices. Instead of that, as soon as shipping 
opened up at all they advanced ten or thirty per cent. Now, 
China is sub-normal, I should say, and India is normal. 
India won’t ship anything except through the government. 
and they have not made a sale there since last November, 
Australia won’t ship anything. China won’t ship anything, 
—practically no hides at all. So that the cables which come 
in offering raw stock don’t indicate any excess in supply at all, 
except in the River Plate, and the shipping facilities which 
were provided did not result in lower prices. 

MR. WEIL. Can you tell me what brought about the 

sub-normal condition in these countries? 
_ MR. HOWE. I can tell you that in India, in the case of 
buffalo, they had great difficulty in getting the native to 
bring in the buffalo hides at all, and the supply is sub-normal. 
The price of things was so high that it has made the native 
get less for his raw stock than he got in 1914. And the same 
is true in China. So they would not even bring them in. 


The World Will Buy 

MR. HOWES. I think that should be carefully considered 
when you are analyzing the other situation. I think you 
asked the question what the future prices were going to be, 
and I made the statement that they would be based on future 
demand. I never saw a rising market yet in either shoes or 
leather, or hides, or what it was, that the demand was not 
greatly stimulated. And that is not looking to the future, 
from my viewpoint. Regarding your supply of hides, you 
have 25,000,000 people, we will say, in Europe, that have 
been loafing for four years. They have not been producing. 
Now they say if they can get credits, and you are willing to 
bank on their ability to work hard enough to pay, they will 
buy merchandise from us. The question is, what arrange- 
ment is going to be made by the United States and England 
and France to help out those countries, to finance them and 
take their notes for a period, so that they will be able to buy 
our supplies. You were speaking of wheat, of the inflated 
valuation, the inflated currency. The probabilities are you 
cannot put $3 wheat in pigs and cattle and horses without 
receiving for that high priced material that you put in there 
a proportionately high price for the finished product. 


How Tanners Anticipate 


In speaking of your hide supply in South America Mr. 
Howe said that the hides had not been shipped from South 
America which is quite true, but every tanner that buys 
hides figures on a certain supply. He will figure on three 
months, or four months, or five months, or two months. 
The hides in South America have been sold, but not shipped, 
so the tanner in figuring his supply would figure those hides 
that he had bought down ther in his three months supply. 
They are beginning to ship now. If he is still buying these 
hides here at the recent large advance, it would indicate that 
his three months of two months or four months supply of 
hides was not enough without going into the market in this 
country. 
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Every Calfskin—Four Customers 


MR. RANKIN. 1 can only confirm what Mr. Vogel said 
in his wire. Everybody who has a calf skin to sell—I mean 
a raw calf skin—will have about four customers for it. The 
tanner has been advancing his prices every few days, and 
we say to ourselves, “‘Nobody will ever pay these prices 
anywhere in the world.” Strange to say, they do. They 
force the tanners to go into the market. It seems like an 
endless performance. We are now selling leather at prices 
that we never heard of before, and if we continue doing it 
nothing that we can do will tend to carry on but to go on and 
pay the next advance, and so on. Ther is a demand for 
leather that cannot be supplied, particularly-in the higher 
grades. 

THE PRESIDENT. What has been the approximate 
advance in calf skins since last January, in your opinion,— 
finished calf skins? 

MR. RANKIN. The asking price has been about sixteen 
cents a foot advance. 


Cannot Hide Like Ostrich 


THE PRESIDENT. Would anybody like to ask Mr. 
Rankin any questions that will throw any light on the cow 
skin situation? Again it is a fact that we don’t like to hear, 
but if it is a fact we have got to recognize it. We cannot 
stick our heads in the sand and forget it. I wonder if Mr. 
Fisher would give us a survey of the side leather situation. 


The Side Leather Situation 


_MR. FISHER. I feel that the major consideration is the 
raw stock situation, and the feature that we must consider 
in that is the world demand for that raw stock. This country 
is competing with the other tanning countries of the world 
for raw stock, and it seems to us that that competition is the 
main factor in advancing those stocks. It was a woeful fact 
during the last few months of government control, the last 
few months of the war, that countries which were not cur- 
tailed by agreement, and those countries in such markets 
as they had no agreements for, were oubidding the prices 
fixed by the United States Government ‘as purchasing prices 
for our tanners. Now, that tendency has continued, and to 
obtain supplies for tanners of this country those bids must 
be met. 

I might say a word about side leathers. I think the situa- 
tion is the same, the tendency is the same, on side leathers 


as it has been stated to you it is on calfskins, in somewhat 
less degree. Whether as acute a situation will follow a little 
later on those it is impossible to say, but we are having to 
pay more for our raw stock and correspondingly we must 
ask more for our leather. If you pay those prices we must 
go on buying raw stock. ; 

THE PRESIDENT. Mr. Adams, I wonder if you would 
give us a little talk on the patent leather situation. 


A Talk on Patent Leather 

MR. ADAMS. There is not'much of anything, Mr. Chair- 
man, that can be said on the patent leather situation that 
won’t as well be covered by what Mr. Fisher said about side 
leather. Of course side leather is no different problem, as 
far as raw material is concerned, than patent leathers, and 
what Mr. Simons will say about that covers the patent 
leather situation. In my judgment the tanner is rather a 
slow thinker, as he ‘s inclined to work along precedents estab- 
lished back in the 1800’s on prices. We still are operating on 
these differentials of two or three cents a foot. I think that 
the tanners are getting a little wiser on that proposition, be- 
cause I understand that where differentials of two and three 
cents pertain the real difference in the cutting value is any- 
thing from five to seven or eight cents. My judgment is that 
unless the shoe manufacturers discontinue their abnormal 
demand for high grades, and refuse to cut the low grades, the 
tanner in the course of the next thousand years will get wise 
to the situation, and he will ask you a price for his No. 1 
grades that he ought to ask you, and if he ever does get awake 
to that situation you will have the price of your No. 1 and 
No. 2 leathers that you are trying to buy now advance much 
more than would be indicated by the increased price of the 
raw material. I think it behooves you to pay a little more 
attention to using some of the lower grades of leather, unless 
you want the high grades to bear the burden of that neglect 
of the low grades. 

As far as the patent leather situation itself is concerned, 
and the demand, I hear that patent leathers are quite strong 
sellers—strong Winter shoes—and that it is anticipated that 
the call next season will be even greater. I have had several 
letters from shoe salesmen on the road, and that is the con- 
sensus of opinion. They tell me also that, whereas men’s 
shoes in patents have been neglected, the retailers are very 
bare of those kinds of shoes and they are beginning to buy 
them again. 

THE PRESIDENT. The next subject is goatskins. Mr. 
Simons. 


Supplies of Goatskins and Demand for Kid 


By LAIRD H. SIMONS, Wm. Amer. Co., Philadelphia, Secretary Morocco Manufacturers’ Association 


The program calls for the changes since January 15, to 
date, and I am scheduled to speak on goatskins. I take it 
that it is goat skins and goat skin leather. 

There are some points that are very similar today to 
January 15; there are some points that are very dissimilar. 
January 15 we tanners were all nervous about operating on 
the market that we were compelled to operate on. We felt 


that it was very dangerous. If that was true January 15 it 
is a little more true today, with some exceptions. Now, then, 
there are some things that are radically different today than 
they were January. 15. But another point first: where things 
are similar. At that period everything in sight for delivery 
was sold. That is true again today. 

Now, then, the dissimilarity. In December we had the 
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smallest importation of goatskins on record, about between 
300,000 and 400,000 skins. In March we had one of the 
largest importations on record, 7,000,000 goatskins. That is 
radically different. 

“In January we had the question in mind: ‘Will the 
American public pay more for shoes when they are antici- 
pating that everything is going to recede in price with the 
closing of the war)’ Well, we don’t think that today. They 
have not only paid as much, they have paid more, and they have 
not only bought as much, they have bought more, if I am to 
judge by the orders as they have been increased, at higher prices 
than my friends told me that they could possibly think of 
paying back in January. 


4 World Call for Good Leathers 


In January we were questioning what the export situation 
was going to be. You will recall that the side leather man, 
the calfskin man and the goatskin man said, ““High grades 
are in keen demand. Why don’t you use more of the lower 
grades)” indicating that there were low grades to be sold. 
Now, we kid men were wondering, “Will poverty stricken 
Europe be able to pay our prices for glazed kid?” When we 
get a normal supply of goat skins coming in normally the 
United States uses about fifty per cent of the world’s or 
America’s tonnage of goat skins—-when we get our normal 
production, and if the United States was only using its normal 
quota, could poverty striken Europe absorb goat skins at the 
high price that our American customers could, or would they 
turn to this accumulation of low grade calf and side leather? 
Well, there has been no indication yet that poverty striken 
Europe will not pay as much as America for glazed kid, and 
we are shipping to it. I shipped last week to Bulgaria and 
Servia, and this week I am shipping to Constantinople, some 
parts that are just about supposed to be as low down finan- 
cially as any part of the world. I have also shipped to 
Belgium. I had a cable yesterday saying that the Holland 
Government had at last decided that glazed kid was to be 
admitted, and that we could expect a Holland demand. 
There is no question about Norway and Denmark and Sweden 
absorbing the stock. A long cablegram came from Italy this 
week, asking for prices, and what deliveries could be made, 
on almost my entire line, eliminating one or two of the 
bottom grades and the two top grades. 

In January we had practically only England buying freely, 
and then by the British commissioner. Today we have 
practically the world, with the exception of Germany proper 
and Austria, and I have already had a request for prices and 
deliveries from occupied Germany, through the courtesy of 
the French soldiers that were occupying Germany. So the 
demand is there, and the demand is coming. 


More Kid Leather Soon 


On the other hand, goat skins are coming. During the 
past six months we have had in approximately 17,000,000 
goat skins. The normal for those same six months is about 
20,000,000. But of that 17,000,000 7,000,000 came in in 
March. That ought to be in leather the early part of May 
so that your supplies of leather, finished goat skins, ought to 
be greater in May than they have been. But I have made 
careful inquiry among my tanner friends, and most of them 











tell me that they are booked for their complete deliveries until 
September. Some say October, some say the end of August. 
Apparently this flood of goat skins is coming along. 


A Little More Each Sale 


I questioned in January whether we would possibly go up 
to the high price list of 1916-17, which was approximately 80 
cents. Today I don’t question anything about it. It is past. 
And I would not want to put a limit today on what we may 
be compelled to ask if the buying of the past two to three 
weeks continues and the disregard for the price that is asked 
by you shoe men continues, for the holders of raw material 
are rapacious enough to ask a little more each time a sale is 
made. : 
On accumulation of skins throughout the world it is true 
that we have been shut out of the Argentine for nearly three 
months. Those skins are moving in, and they are moving in 
in good big quantity. They are not here yet, but they will 
probably be here in May and follow along. But there are 
very few, if any, skins there unsold. I have a large quantity 
of Argentine skins moving in. They are all sold, booked up. 
There are large quantities of skins moving in from India. 
They are booked. I sat with a large tanner of India skins 
yesterday, and he told me how many hundreds of thousands 
of skins he had coming, and then told me how many he had 
oversold beyond what he owned of those skins. I think that 
condition follows through with most of the men. 


Russia Still an Enigma 


The only section that is absolutely uncertain, that I know 
of, is the Russian section on goatskins. As far as I know, 
only 500,000 goatskins have arrived in this country from 
Russia since 1914. Now, are they there in vast quantity? 
We don’t know. The best informed opinion that I have been 
able to gather from says No, and I have one little indication 
of that. I am interested in some goatskins in Vladivostock, 
which I expect to sail from there within the next few weeks. 
They were bought in 1915. I am also interested in a quantity 
lying near the Ural Mountains in Siberia. They have been 
lying there since 1915. Gentlemen, I am offered materially 
more money for those skins than was paid for them in 1915, 
plus all expenses on those skins for storage and insurance and 
naphthalening, for use of Russian tanners there. If we can 
arrange any way for settlement we are going to accept it, 
because there is no way of moving goatskins today from the 
Ural Mountains out to Vladivostock, and I would rather have 
the profit on them there than the additional profit that 
would come in bringing them in here, for they would be worth 
materially more here, in America, than in Russia. 


Style Factor and Skin Selection 


MR. BINGHAM. I have information that had we been 
allowed to buy in India or in Java while the embargo was on, 
at the same time that France was buying there, although I 
thought it was distinctly understood that she was not to buy 
while we were not buying, prices were ridiculously low—I 
mean in Java. Natives held skins at rumored prices as low 
as twenty or twenty-five cents apiece. They were willing to 
sell at almost any price in order to get rid of their product. 
As far as recent sales in this country are concerned, my men 
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in Europe tell me now that deliveries being made are to Eng- 
land every day in the week at prices in excess of ninety cents 
a foot for top grades, that they evidently have some under- 
standing with England that we have not got in regard to 
being allowed to ship finished leather into that country. The 
only thought that comes into my mind is that no one here 
seems to be willing to realize that possibly the entire shoe and 
leather industry has undergone a change from the old pre-war 
basis that does not depend upon war time or after war time 
conditions at all. 


Low Values in Comparison 


I don’t think there is a shoe manufacturer here who will not 
admit that shoes were sold at ridiculously low values in com- 
parison to all other necessities of life, and particularly to 
wearing apparel, before the war, and I think a good deal of 
consideration ought to be given to the question: had the style 
element been injected into the shoe and leather business with- 
out any war at all, what percentage of the advances in prices, 
what percentage of the so-called exaggerated conditions that 
exist in the shoe and leather business today would have existed 


at any rate? 


Extra Cost for Style 

If a shoe manufacturer is making an article which is very 
difficult to make, which he knows the retail customer, the 
woman who is buying the shoe, the ultimate consumer, has 
suddenly taken a fancy to, he asks a great deal more money, 
irrespective of the original cost of making that shoe, for that 
shoe, than he would have asked before the war. If the kid 
tanner is called upon to make varying shades of colors, which 
are good only while the whim of the buying public holds for 


that particular color, it is an impossibility to conceive of 
grinding that material out the way we ground out glazed kid 
before the war. My personal opinion is that the shoe and 
leather business is on an entirely different basis than it was 
before the war. It much more closely resembles, I think, the 
basis that other women’s wearing apparel articles were on 
before the war. I don’t think that prices such as are ruling 
now can last forever, unless you shoe manufacturers confine 
us to a smaller range of grades all the time; but I don’t think 
that, irrespective of war, or inflation, or economic conditions, 
the shoe business and leather business will ever get back to 
exactly the same stagnant, staple condition that it was in 
before the war. 


Encouragement for a Cheaper Leather 


MR. WELLINGTON. Mr. President, just one point that 
I want to touch on, that has not been referred to in the sole 
leather situation, and it comes to me after hearing the remarks 
of Mr. Adams and Mr. Simons in urging and reiterating the 
same point they brought up at the January meeting, urging 
the use of the cheaper stock of upper leather. I am glad to 
say that that situation has shown a great deal of improve- 
ment in the sole leather situation, particularly since the first 
of March. We note in our sales a growing demand for the 
cheaper lines of leather, and our sales have been characterized 
by a much broader demand, from the very cheapest grades 
up to the fine cow clear back. In line with that we note with 
satisfaction, too, a growing demand for leather grained inner 
soles and the leather counter as against substitutes. We are 
glad to see this, and are doing all we can, with the strong ~ 
situation in raw material, to hold the prices of offal down as 
much as possible, to encourage that feature. 


Survey of Wholesaling Conditions 


By BYRON S. WATSON, of Green-Anthony Co., Providence, and President Nationa! Shoe Wholesalers’ Assn. 


From the tabulated reports on confidential questionnaire 
sent to wholesalers it is apparent that the business experi- 
enced during the first quarter of 1919 has been on the whole 
satisfactory. 

Leather shoe business for delivery during the Fall of 1919 
taken as a whole would appear to be unsatisfactory. The ma- 
jority of the reports show a distinct decrease in volume com- 
pared with sales for delivery during Fall of 1918. This 
difference, of course, can largely be accounted for by the 
fact that many orders were taken in March, April and May, 
1918, for delivery during the Fall months of the same year. 
During the next three months of this year the selling for Fall 
delivery should increase and satisfactory volume be ob- 
tained. Last Spring we were buying on a rising market, as 
we are today, but there was no intimation of a cessation of 
the world war and retailers bought heavily in anticipation of 
advance in prices. 


Buying Only Needed Shoes 


Today the conservative and intelligent retailer is buying 
Only'‘the volume of goods that he thinks he can use and is not 


attempting to beat the market. It will be noted that some 
of our wholesalers have not as yet started out this season tq 
sell for Fall delivery. Others have started out but have 
withdrawn their samples, as the retailers were not ready to 
buy, and the wholesalers have turned their attention to 
selling goods for immediate delivery, thereby reducing their 
merchandise stocks. 

Some of our wholesalers have already obtained particu- 
larly satisfactory results in selling beaver or felt goods for 
Fall delivery. One reason for this is that at the time samples 
were shown to the.retail trade it was understood that the 
supply of felt to be used in shoes would be very limited indeed 
during the Fall of 1919. Since the armistice was signed, 
however, this situation has changed, but the larger and more 
prominent manufacturers of felt or beaver shoes are entirely 
sold up for the Fall of 1919. It would therefore appear that 
the wholesalers who are covered for this branch of merchan- 
dise should experience satisfactory business. Advanced 
orders for Fall may not be written up early, in volume, to 
compare with 1918, but if the wholesaler has the courage to 
place in his warehouse and on his shelves a sufficient quantity 
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of Fall merchandise, thereby being in a position to make 
immediate delivery during the Fall, on at once business, a 
very satisfactory volume should result. 


Rubber Sales Unsatisfactory 


Rubber sales for future delivery have been on the whole 
particularly unsatisfactory, and this statement applies to all 
sections of the country. Wholesalers handling rubber foot- 
wear in many instances sold their entire allocation for this 
merchandise for 1918 during the first thirty days of that 
year. Heavy goods, such as boots and lumbermen’s, during 
the early months of 1918 were practically out of the civilian 
market; the government taking a very large proportion of the 
output of our factories. 

The rapidity with which the rubber factories returned to 
civilian business after the armistice was signed is remarkable, 
and great credit is due to the organizations in this industry. 

Aided by the unusually open and mild Winter the rubber 
footwear factories succeeded in supplying to a considerable 
degree the demand for boots and lumbermen’s which occurred 
during the late months of 1918 and the early months of 1919. 


Merchants Well Stocked in Rubbers 


As forecasted in my previous report, made in New York in 
January of this year, light rubbers have been obtainable in 
satisfactory volume. There has been and is no shortage in 
the market on these styles. Late storms in New England, 
the Lake regions, and in the Northwest have assisted re- 
tailers to dispose of their rubber stocks, but referring particu- 
larly to local conditions, meaning “Massachusetts, Rhode 
Island, Connecticut and New York State, retailers have to- 
day a much larger supply of rubbers than they would like to 
have. These, of course, they will be obliged to carry over 
until next Fall. 

With the general uncertainty as to prices which has 
existed since January Ist and the condition of retailers’ 
stocks as they are believed to be, it is not strange that the 





Survey of Conditions at Retail 


retailers have hesitated about placing rubber orders for 
delivery next Fall. 

From the reports on the questionnaire it would appear 
that merchandise in the hands of the wholesalers is larger today 
than a year ago. The figures quoted are on the basis of dol- 
lars and cents, which would account for a considerable part 
of. the increased amount. Wholesalers’ stocks today reflect 
the unusual conditions of the Fall of 1918. During the late 
Summer and early Fall of last year we sold for Spring, 1919, 
delivery an unprecedented volume of goods. In many in- 
stances to cover our orders we were obliged to buy and accept 
delivery prior to January Ist on Spring merchandise. The 
volume of cancellations on these orders that wholesalers 
have received has materially increased our merchandise 
stocks. Recent advances in prices, however, and géneral 
improvement in conditions have brought relief, so that this 
tendency is no longer a large factor in our business today. 

One of our wholesalers reports a 20% increase in mer- 
chandise on hand, which is practically all rubbers. Other 
wholesalers point out that during April, May and June their 
merchandise stocks should run down, owing to the delivery 
on their part of Spring and Summer merchandise and the 
fact that their buying for Fall has not been heavy and goods 
for the Fall run are not expected from the manufacturers 


prior to July. 
Plenty of Money on Hand 


Collections are satisfactory, better perhaps than usual and 
much better than could be expected when the handicap of the 
lack of seasonable weather for rubber business is considered. 
Many of the unavoidable and complex problems of re-adjust- 
ment and re-organization in our industry following war 
conditions are being rapidly and satisfactorily solved. Re- 
tailers generally understand that there can be no immediate 
lowering of prices in leather footwear. In fact, there is a 
distinct abatement in the demand for lower prices. Better 
grades of merchandise have the call for Fall. 





By A. H. GEUTING, President National Shoe Retailers’ Association, Philadelphia 


As far as the general raw material conditions are con- 
cerned, the retailer of course knows very little about them 
and he is accepting your statements. After hearing them 
all I don’t see that he has got anything to do but pay the 
price, and the only thing we ¢an do is to give you the public’s 
attitude toward these prices, because they are the people 
that have finally to pay the bill. 

There is nothing particular to add to a report on the retail 
stock conditions in this country from my previous report to 
you gentlemen in January. I think at that time I reported 
that stocks were a little bit heavier than before, and that 
there would be very little buying for Spring excepting for 
style goods or seasonable goods that might arise in the 


season. 
A Shortage on Top Grade Shoes 


We all know that Brooklyn has not shipped any shoes for a 
couple of months and may not be able to ship any more 





shoes this season. This has produced a shortage at least in 
high grade shoes. On top of this, it is hard to find a retailer 
who is not speaking enthusiastically of the retail business 
conditions. The demand is strong for good shoes—prices 
that retailers felt timid about a year ago are selling freely to- 
day. The experience of most retailers seems to be that where 
they went the limit on price of shoes they are cleaned up, and 
where they tried to save and economize and produce'shoes to 
meet what they believed to be the demand for more moderate 


priced shoes, they have failed. 


Price Standards Are Changing 


In good stores cheap shoes are not moving as well. All of 
this experience teaches us that the price standards in the 
shoe business have undergone an entire change, and the 
popular $3 and $5 shoes of some years ago are today being 
supplanted by the $9 and $12 shoes, and the $12 shoes are 


moving freely. What the American public seem to 
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want most is Service more than Price. Therefore, it 
would seem that our entire effort should be bent 
toward keeping up the highest standard of American 
shoemaking, covering good fitting, good style shoes, 
and have our minds more concentrated upon prompt 
deliveries, scientific service, and reliable service upon 
which the dealer and consumer may absolutely depend, 
rather than on price. 

I do not mean by this that we should ignore altogether the 
economy side of manufacturing, but that we should not 
allow our judgment to be warped about conditions that are 
not of our making and which are not confined to our line 
alone. All lines of merchandise are elevated to higher 
standards of price and from present indications will remain 
there for some time to come. It is a period of inflation. 


Labor Must be Content 


I would therefore warn against a quarrel with labor which 
ties up service, for in dealing with them the purchasing 
power of the dollar must be considered rather than the 
amount of money paid as compared with times past. The 
only quarrel that is justified is such a quarrel as the Brooklyn 
manufacturers are having today with the foreign element, 
who do not seem to recognize the reasonableness of the 
American business man, and the ideals of America to live 
and let live. With such we cannot compromise and it must 
be fought out to a finish. They have no faith in anything 
but force and when they gain the day they have no moral 
sense of justice. From what I understand, any concession 
that is made to this class of people is taken by them as an 
indication of weakness and is promptly followed up by a 


General Situation on 
By W. W. WILLSON, Chairman 


I wish to call your attention to a few thoughts from the 
meeting, April 9, in New York, of the Retailers’ Style Com- 
mittee: 

“The committee reviewed the general situation as to shoe 
styles and drafted the following recommendations: 

‘“* ‘Inasmuch as the date is early, we recommend that the 
styles of shoes for Spring, 1920, follow along conservative 
lines as have been laid down for Fall, 1919.’ ”’ 

That: does not mean that necessarily the same colors will 
prevail, that will be determined by conditions later on, but 
it does mean not to go into these canary colors and all the 
different colors of the rainbow, but keep business along ina 
sane and sensible and practical way for conserving, and at 
the same time doing the maximum amount of business at a 
profit. 

Better Workmanship and Fitting 

‘* “We direct special attention to the poor workmanship and 
fitting qualities of shoes of even the best grades, which in our 
judgment is bad advertising for the retail shoe business, in 


greater demand.’ Such labor conditions cannot be tolerated 
in our country. 


A Teaching of Americanism 

Americanlabor, such as has been born, educated or reared 
in this country, well know the principles of American busi- 
ness, and with them there should be no quarrels, for I be- 
lieve an honorable deal with them is possible. With these 
there is at least the hope of being reasonable, sane, sensible 
business men, who can reason with them as business men of 
our country. They are at times contaminated by a leader- 
ship that borders on the type of labor conditions above re- 
ferred to, and with this we must have some patience, but I 
believe that the labor problem as far as it concerns the out 
and out American citizen is a problem that can and will be 
handled and will be properly settled. 


Work for Style Committee 
Inasmuch as there is a real scarcity of raw material, 
which cannot be denied and of which we have ample evidence, 
it would seem that our greatest hope and constructive work 
lies with our style committees. I am deeply interested in 
this part of the program, and will do my utmost to co- 
operate with the manufacturers along lines of greatest con- 
servation of material to keep the prices of shoes at least from 
going higher and to be assured of enough material to take 
care of us until normal conditions are restored. I know 
of nothing that may come before us that is as important as 
this, and I am satisfied that the retailers can handle that 
proposition to the satisfaction of the public as well as to the 
manufacturer, and that they will be limited only to the extent 

that united co-operation among all is lacking. 


Styles and Orders 


of Boston 1920 Convention 


that the public is bound to be discouraged in buying style 
shoes at present high prices. Therefore, we particularly 
recommend to manufacturers that in creating new lasts and 
patterns more attention be given to fitting qualities’-—this 
applies to all grades—‘thus correcting an extremely unsatis- 
factory situation for the retailer and consumer. Shoe prices 
are higher than ever before and retailers should insist upon 
better fitting merchandise and higher grade workmanship 
on all future orders for Fall, 1919, as well as for Spring, 1920. 

““*We advise caution in placing orders for low effects— 
pumps and operas. .Retailers should avoid extreme long lasts 
in boots as well as in low cuts, because they are hard to fit 
properly and the dealer may easily be left with quantities on 
his shelves. This committee recommends four inches as the 
outside vamp length for safe fitting and good style in pumps, 
operas, and boots.’ ” 


Style Committee with Real Representatives 


The suggestions recently made by the retailers that the 
style committee, which heretofore has been one large com- 
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mittee, be divided into three sections: first, women’s; second, 
men’s and boys’; third, misses and children’s, seem to be the 
most practical way to help the trade co-operation idea 
along. 

This should bring together retailers and manufacturers 
especially interested in each of the three groups to their 
mutual advantage. 


An Opinion on Results 


Personally I am a firm believer in the idea of trade co- 
operation, and I believe that meetings such as this and the 


style group meetings are very essential. If we have it on the 
basis where women’s shoe manufacturers and retailers come 
together and work out the best thoughts and give the retailers 
of the country a trend of style for the coming season so far as 
possible, and future meetings to amend that as it may be 
advisable, I believe we will keep the retail shoe business in 
a healthier condition. I think it will be a credit to the manu- 
facturers and the wholesalers. Working closely together in 
the next one or two years, during the time of high prices, is 
the only way, in my opinion, to solve many of these problems 
that are before us. 


Conditions in Medium Grade Women’s Shoes 


By FRANK R. BRIGGS, of the Thomas G. Plant Co., Boston 


In presenting a brief survey of the women’s medium grade 
shoe business, I am going to drift a little from the usual cus- 
tom of reflecting what we might call the current thought of 
the trade and just give you a survey as I find it. 

Al the present time, and owing to diversified conditions in 
the different communities of the United States, the situation, 
so far as retailers’ stocks are concerned, does not present a 
uniform condition and is what might be termed “spotty.” 
While some communities are fairly well stocked, it is safe to 
say that 75% of retailers’ stocks in medium grade women’s 
shoes in pairs are low, and that this present Spring finds boot 
stocks on the shelves of retailers at an exceptionally low point, 
fortunate for the industry and due to well-planned direction 
and co-operation among the trade. 

The attitude of the retailer seems to be fairly well fixed as 
regards his outlet for medium grade to fine women’s shoes, 
with perfect confidence in their retail price. The purchasing 
power of the consumer is enhanced by the possession of ample 
funds—more than usual—and any marked restraint in their 
expenditure for women’s medium grade footwear should not 
be expected. 

The desire on the part of the public to have pretty, dainty, 
well-fitting and attractive footwear seems as strong as ever, 
and bids fair to offer the opportunity for the production and 
sale of women’s footwear which will be a credit to the manu- 
facturer as well as the distributor, with the resultant pleasure 
and satisfaction to the wearer. 

Women are as much interested as ever in pleasing, satisfy- 
ing footwear of the best selection, for which they are willing to 
pay fair prices, and there is nothing to indicate that this 
situation will change in the near future. Higher prices have 
educated women to appreciate desirable footwear, and while 
price recessions might be welcomed, there is nothing to 
indicate restricted buying because of this. 


A Continuance of Good Style 


The variety of materials selling is well within the limita- 
tions as recommended by the January Conference, special 
lines being confined to the adopted colors, with a reasonable 
amount of fabric effects and in some localities an increased 
tendency towards fabric tops in black shoes and colored 


fabric tops in colored shoes. Soft-toned shades predominate 
and there is plenty of room for tasteful novelties. This 
apparently is realized by the retail trade and a continuance 
of style variety seems a certainty. 

Good grades of black kid are in favor. Louis heel effects 
lead with a reasonable proportion of Cuban heels for street 


x x 





A Healthy Condition Assured 


**There is no reason for the lack of employ- 
ment reported in some parts of the United 
States. There is no reason for any marked 
decline in wages. Such complaints as are 
coming to me are mostly from those who made 
unusual wages during the war and are not con- 
tent to readjust themselves. I believe that the 
demand for peace time products will continue 
to be such as to require all that labor can pro- 
duce. Taxes, heavy though they are, will be 
readily met through the increased income from 
prosperous business. Changes are taking place 
in commercial affairs and business must con- 
form to these changes. Discourage fear and 
panic. Have mutual confidence, be candid and 
optimistic, sacrifice, lend and serve and the 
final triumph of a healthy democracy will be a 
fact.—President Frank C. Rand of the Inter- 
national Shoe Company, in an address before 
the St. Louis Sales Managers’ Bureau, Thurs- 
day, April 24. 

















x x 
wear. The darker shades of colored calf seem to be most in 
favor. ‘ 
There is a reasonable demand for low cuts for early de- 
livery. Style reigns for the coming season and will continue 
at least through the Spring of 1920 with a growing tendency 
towards greater femininity as expressed in dainty, glove- 
fitting, pretty footwear with fairly high heels. 
The continued use of economical-cutting patterns, due to 
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Service 
An Arrangement of a Roomy 
Store 

Shoe buyers from all parts of the United 
States who were in Rochester early in 
April paid particular attention to the new 
and effective type of store front erected 
by the Walk-Over Shoe Store. 

_ The entrance of the new store is abbut 
26 feet wide with windows 10 feet deep on 
each side. Paneled backgrounds of 
Circassian walnut set off the shoes to good 
advantage. At the left and right as one 
enters the store are large findings cases of 
the newest designs. A wide aisle, with a 
row of seats on each side that face in op- 
posite directions, runs the length of the 
store and leads to a stairway in the rear 
of the store. This gives access to the 
store’s balcony. 

The office, delivery and wrapping de- 
partments are at the extreme rear on the 
lower-floor. Five large arc lights furnish 
the illumination. The new display fix- 
tures are very attractive as are also the 
chairs, with seats. 





the upper leather situation, which cannot be clarified for 
some time, continues a genuine necessity. 


Two-Tone Effects Coming 


A strong tendency predominates in the direction of rich 
black effects in both solid color and two-tones. An increasing 
tendency in this direction should in due time put textiles 
more in favor to offset the cost of leather, as the use of fabric 


materials presents the only means of equalizing the high cost 
upper leather situation during the twelve month period which 
we are facing. 

That three types of dress are in evidence is certain; the 
long skirt, the shorter or medium length skirt, and the 
tailor-made gown, all of which find favor in satisfying the 
tastes of a discriminating public, offering possibilities for a 
broad range from high-top boots to low cuts. 


Survey of Misses’, Boys’, Youths’ and Children’s Shoes 


A Clear Cut Analysis by FRANK PAYNE 


One matter that I am interested in our factories is to 
know how many orders we have, and that is the first part of 
the question I will take up. I think that retailers in placing 
their orders for misses’ and children’s lines are buying normally 
what they use. The jobbers seem to be holding back, waiting 
perhaps for lower prices. After this meeting they may be 
willing to come in. But I think the manufacturers of misses’ 
and children’s shoes are fairly busy and are looking forward 
to a good season. They have to deal with the matter of high 
prices of leather. And there is this situation in children’s 
shoes. They say that the woman who used to pay $5 and $6 
and $7 for her shoes now pays $12 and $15 without kicking, 
but when she used to buy a child’s shoe for $2 and now she 
is asked $3 she throws up her hands in horror, “‘How high 
they are.” It is a condition that we have to contend with. 


Collections Are Excellent 


I am pleased to say that collections are better than I ever 
knew them. I have been dealing direct with the retailer for 
over twenty years, and I have never known collections better 
than this season, which indicates to me that not only in our 


line but other lines the retailers cannot be heavily stocked, or 
they could not pay so well, and I feel that they are handling 
the situation in a very intelligent way. 
Economy of Distribution 

There is a question that is coming up to us, the matter of 
economy in distribution. When we see the growth of the 
mail order business, the chain stores, and the manufacturers 
who are selling their products direct, it brings up to us the 
matter of economy in distribution. This is a matter we have 
got to take up and study. I would not be surprised if a good 
many of us did not see in this country a combination of 
tanneries and factoriés selling their own product direct to 
retail trade. 1 believe it is the most economical method, and 
enough saving can be made in that way of distributing your 
product that the economy itself will be all the profit you will 
want. I think that is a serious problem that we have all got 
to look after and contend with. 


Real Information on High Prices 


The matter of high prices carried me back to 1896. We all 
remember distinctly the low prices of everything at that time, 
* 
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PUMPS AND PARASOLS 


On sale by a merchant in Southern California— 
where the whité season is assured. 





how much stuff it took to buy a dollar, and this country had 
one of the greatest -political—or I would say economical— 
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conflicts that I think has ever happened in the country. 
Nominally on the surface it was a question of free silver, 
bi-metallism, or a gold standard. Underneath that surface 
the real combat was for more circulating medium. The 
country did not have enough circulating medium. It took 
too much effort and too much of everything to get a dollar. 
While the combat seemed to have been lost so far as free 
silver was concerned, which was a good thing, that battle 
itself was won, because if it was possible with a few financiers 
to control the supply of the finances of the country they were 
wise and smart enough to start out at once to see that there 
was an increased circulation, and with the increased pro- 
duction of gold it soon took care of itself. Now, we are today 
reaching a period where perhaps our circulating medium has 
gotten too large, when we feel a dollar does not buy enough, 
but we will reach at some time or other a standard, or a place 
of equilibrium. I would say this for my part. I do not want 
to go back to those days of 1896, where it took so much to 
buy a dollar. I believe it will be a long while before our 
prices get down to pre-war times even, and I do not know 
but what it is best for us to stay on a certain high plane. 


Labor to Earn its Worth 


I would like to see labor earn all it possibly can. I would 
like to see it paid high wages, not these abnormal wages of 
$10, $20, or $30 a day, as so many have made during the war, 
but a good big wage, like they are making today. I think 
one of the shrewdest men in handling labor in this country is 
George F. Johnson, of Endicott-Johason Corporation. I 
understand Mr Johnson’s policy has been for several years 
not to see how little he could pay his labor, but how much he 
could pay his labor and market his product. That is a ques- 
tion that we must all take up, see how much we can pay our 
labor and market our product. I think when you give the 
laborers, not only in our lines but in all lines, plenty of money 
to spend, we have a good business in this country. 


A Statistical Survey 


By HOVEY E. SLAYTON, F. M. Hoyt Shoe Co., Manchester, N. H. 


Take the number of shoes produced per capita, men’s 
shoes, in 1914 and 1909. It was practically a pair per 
capita to the population of the United States. We produced 
during 1914 8,169,000 pair a month. In the last six months 
of 1918, from July 1st to January Ist, we produced 7,023,000 
pair, or a shortage of over 1,150,000 pair a month. In work- 
ing out those figures the consumption of men’s shoes per man, 
not on the per capita basis of the whole country, is 2.7 pairs 
per year. If you deduct the number of men in our army and 
call it 3,000,000 as the average in 1918, and then our in- 
creased population from 1914 to 1918, which was 7,000,000, 
we get a total shortage of men’s shoes of 21,000,000 pair. 
If you deduct from that the amount of shoes that would be 
consumed by the men that went into the Army, you would 
have 8,000,000 pair of that, leaving a shortage of 13,000,000 
pair. Those figures don’t take into consideration any ex- 
portation, and everybody knows that we did export more 
number of pairs of men’s shoes during 1918 than we did 
during 1914. 

Stocks Must Be Low 


I think that establishes the fact that stocks of shoes in 
number of pairs are very materially less in this country than 


normally, and that after what the tanners told us this morn- 
° 


ing that sole leather replacement value on hide prices would 
mean materially higher sole leather than exists to-day. I 
think that is a fact. If the calfskin raw material is main- 
tained at fifty or fifty-five cents, calfskins will have to go higher, 
they say, than they are today, and kid skins. Kid is not 
selling on the replacement value. All the information that 
I can get from Europe—we have men over there in practi- 
cally every country that is open now—is that there seems to 
be no limit to the amount of business that they want to 
place. They are producing, as I talked with many manu- 
facturers, cash in advance of shipment of orders, and if the: 
embargo is lifted in England a tremendous quantity of shoes: 
is going there. We can all figure on that. I think every 
manufacturer can cover as he sells. 


We Cannot Cover on Labor 


The dangerous thing to me in the whole situation is that 
we cannot cover on our labor. We cannot buy labor today 
that is going into shoes that we are selling. If this pros- 
perity, this wave comes, that is apparent practically to every 
big thinking man here in this country, and predicted long 
before it came by the biggest bankers in this country, I see 

(Continued on page 56) 
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Washington Retail Shoe Merchants 


Hold April Meeting---“Round Table’? Talks Inaugurated---]¥[emberships 
Received for National Association 


at sea over the application of the jewelry and luxury 
taxes. This was manifested at the gathering of the 
merchants at Cushman’s, 607 Fourteenth Street, where, 
following the banquet of the Washington Shoe Retailers’ 
Association there was inaugurated the ‘round table talks” 
now in vogue at most of the association meetings throughout 
the country. 
It had been expected that Herbert J. Rich, secretary of the 
local association, would be present to explain the taxes, but he 
was unavoidably absent and others among those present 
expressed their individual views on the subject. These 
expressions were somewhat at variance one with the other 
and it was agreed that the best thing to do would be to wait 
until the regulations governing the collection of these taxes 
by the government are issued by the Bureau of Internal 
Revenue. At that time, Secretary Rich will furnish each of 
the members of the Washington association with full informa- 
tion on the subject. 


\ J] ASHINGTON retail shoe merchants are very much 


**Button Boots for Fall’? Discussed 


The other subjects discussed were “‘Button Boots for Fall” 
and ‘“‘Which is most desirable—purchases made by retailers 
at home, from traveling salesmen; or in the market at head- 
quarters?”’ 

Of the dozen speakers on the first-named subject there were 
but two who favored pushing button boots for Fall. Manager 
Richter, of Lansburgh’s shoe department, is “strong for but- 
tons,”’ while Mr. Ehrlich, of Fourteenth Street, recommended 
that ten per cent of the Fall stock of each retail merchant be 
button shoes. Opposing these views were the expressions 
from Joseph Strasburger, Edward L. Burns, Isaac B. Nord- 
linger, Maurice B. Sinshirner, A. E. Felser, and others. 

Mr. Felser alone of the speakers in the latter class offered 
constructive suggestions. He recommended that the manu- 
facturers leave off, say, four of the buttons at the top of the 
boots, enabling the retail merchants to put them on with 
patent fasteners when they find out where they belong. This, 
however, would only solve a part of the problem involving 
the disfigurement of the uppers because of thread or staple 
holes due to the moving of buttons. 

The principal opposition voiced by the retail merchants 
was that button boots in the eight and nine-inch heights 
could not be made to fit neatly where the customer has a large 
ankle. It was stated that skirts this Fall would be even 
higher and if button boots wrinkled because of improper fit, 
it would take away the natty effect brought about by a com- 
bination of short skirts and lace shoes. 

Another problem involved is the handling of button-chang- 
ing jobs at a time when the store forces are busy. Mr. Stras- 
burger declared that when button boots formerly. were in 
vogue he was compelled to employ three people on Saturdays 
doing nothing but changing buttons. He said that the chairs 
in his store would be occupied by women waiting for the return 
of their shoes from the button-fastening machines, as well as, 
in many cases, their women friends who accompanied them 
on their purchase trips. 

Mr. Burns supplemented these remarks by saying that the 
cost of labor has gone up greatly since the time of popularity 
of button boots and the same was true of wire. 

Mr. Richter suggested that if the retail merchants 


waited until the, demand for button shoes came to them, they 
would find themselves in a very bad way. He urged that the 
retail merchants start out for themselves and put Washington 
on the map as one of the centers of fashion in shoes, and not 
to wait until New York and other metropolitan cities had 
popularized button boots. 

Milton Brock, of Rich’s women’s department, stated that 
he did not believe New York was pushing buttons, and that 
Rich’s was not putting in buttons for Fall. Mr. Ehrlich said 
that the retailers should confine their purchases of button 
shoes to fancy models. 


Buying at Home or in the Markets 


Some very interesting points were brought out during the 
discussion of the second problem brought before the retailers. 
The talks developed the fact that the number of men con- 
ducting smaller stores who have been going into the market 
to look the lines over before making purchases, is increasing. 
It was agreed that greater satisfaction could be had and a 
better understanding of conditions secured by ‘‘going East” 
at least twice each year. 

Arthur Burt and others speaking on this subject stated that 
it was not necessary that the visitors to the shoe producing 
cities make actual purchases away from home, but they could 
improve their knowledge of merchandise, sales problems, 
conditions, etc., and be better able to buy judiciously and 
wisely when the travelers reach the home town. 


Meeting Well Attended 


There were nearly half a hundred shoe men and guests 


present at this meeting. The annual election of officers took * 


place last month. The program which followed the annual 
dinner was so long (and incidentally the retail merchants 
had such an enjoyable evening) it was decided to take up the 
subjects left over at a future date. Of course, another ban- 
quet was necessary and the entertainment committee was 
instructed to get busy. 


Applications Received for Northern Membership 


Before the meeting was adjourned and following a few 
remarks by Joseph Strasburger on the benefits derived from 
membership in the national association, a number of applica- 
tions were received. Mr. Burt stated that if all of the retail 
merchants who were not members could have visited Washing- 
ton during the war and could have seen what work the 
officers and committees of the national association were called 
upon to do to keep the industry from being turned upside 
down, they would not hesitate signing their names on the 
dotted line and sending their checks to the treasurer. 





From Soldiers’ and Sailors’ Occupa- 
tional Bureau 


Young man discharged from Navy, having eighteen 
months’ foreign service, desires to represent manufacturer of 
medium grade men’s and children’s shoes in France. Reads 
and writes French fluently. Well acquainted with foreign 
trade and knows the shoe business. Address $33, care ‘Boot. 
& Shoe Recorder,”’ 127 Duane Street, New York City. 
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Children’s Shoes on Display—Volk Bros.’ Company, Dallas, Texas 


Advertising Through the Medium of 
Show Windows 


By R. P. SWINSKY of Volk Bros. Company, Dallas, Texas. 


HERE are all kinds of advertising, and adver- 
tising of all kinds, but I know there is no stronger 
medium of advertising available than the Show Win- 

dow. This advertising can be done at a very nominal cost 
in comparison with newspapers and other sheet advertising. 

A well decorated window, in keeping with the season, will 
invariably attract the public and create a desire for the 
merchandise displayed, which in the end means more money 
in the cash register, and increased business. It has always 
been the “‘Volk Policy” to announce the opening of a season, 
or special event, with attractive new show window settings, 
and follow this up with honest advertising through the 
newspapers. 

These two Easter displays for the store front of Volk 
Bros.’ Company were designed and executed by Guy H. 
Malloy. As a background for this display, a special curtain 
of light orange silk was used. In front of this were placed 
novel Easter cut-out designs made from beaver board and 
painted in Easter colors, using the design of the well-known 
Easter rabbit and Easter egg for a front setting, as shown in 
the women’s window, with a boy on one side and a girl on 
the other, ready to catch the Easter rabbit which is about to 
jump from the cracked egg. 

Anticipating a large demand for white shoes and slippers, 
and having a large range of styles and sizes from which to 
select, they were given a very conspicuous place in this trim. 

For a floor covering in this display, dark green velour was 
used, covering the entire floor, making this display stand out 
in prominence. Easter lilies and Easter flowers were used in 


profusion in different parts of the entire display. In the 
next two sections of this window, or on the side next to the 
entrance, were featured black and brown oxfords and pumps, 
with both the dress and walking heels, under which was 
draped a deep orange velour, which made the dark shoes 
stand out. Behind this were placed two cut-out designs 
with a flower box filled with Easter lilies in front of each design. 
Around the entire background at the top were placed Spring 
flowers, which helped to set the whole display off and added 
much to the attractiveness of same. 


Children’s Shoes Featured 


In the next window, the entire space was used to display 
children’s shoes, the result of which (as advised by B. E. 
Trainor, Manager of Children’s and Growing Girls’ Depart- 
ment) has meant a decided increase in the sale of Easter 
footwear. In this window was used Easter grass for a floor 
covering, with little nests of Easter eggs, here and there, 
partly hidden in the grass. Little rabbits and chickens were 
not forgotten, as they have always proved a drawing feature 
for the children. When a child passes a window of this 
description, the mother must surely stop and let the little 
one have a look at the bunnies and chicks, the dainty shoes 
not escaping close observation by any means. The one most 
important feature of this window were the three beaver 
board cut-outs used, as it would be a task for one to pass this 
window without stopping to admire the pleased expression 
of these three children, who were life size. The girl is in the 
center holding a basket of little chickens, with a boy on one 
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Women’s Shoes Displayed at Volk Bros.’ Co., Dallas, Texas 


side about to pull a rabbit out of an Easter egg, while a girl 
on the other side with an Easter lily in her hand stands 
looking on. 

These windows are changed frequently, featuring the 
prevailing styles as shown in the style center. Prices are 
attached to each style with stock number, facilitating the 
selection without any extra time to the salesman. 





Points in Shoemaking—Style and 
Prices 
Factors that Make for Added Expense in Shoe Making 


Last makers have to use blocks two sizes larger. That 
takes more wood. It adds to the expense of lasts. 
They have to use blocks two sizes larger, because of the 
long vamp, high heel style. There is an extension of two 
sizes on most all long toe lasts. Beéause of the spring in the 
last, caused by the high heels, the last blocks frequently slip 
from the grippers in the lathe. So there is more trouble, as 
well as more wood, in the making of stylish lasts. This also 
adds to the expense of shoemaking. 

Furthermore, women’s shoes are running in larger sizes, 
No. 6 to No. 8 is the bulk of the run in many a shop, where 
No. 4 to No. 6 used to be the bulk of the run. The larger 
size lasts take more wood, of course. 


New Styles Require Longer Soles 


Lasts being longer, and heels high, more bottom stock is 
used. It takes an inch more sole leather to make some of the 
long toe shoes than it did to make the short vamp shoes. Shoe 
manufacturers have to pay more for the longer soles. That’s 
another expense in shoe making, due to style. 

Heels being high, there is quite a Spring in the shank of the 
shoe. So manufacturers must use the finer grades of leather. 
Only a fine, flexible piece of sole leather will work up into the 
arch of a high heel shoe, and stay there. A brittle piece of 


leather will crack, when fitted into a high arch. The finer 
leather is the more expensive. That’s another increase the 
buyer pays for style. 


Shanks Must Be Slim 


The shank must be finished slim, if the shoe is to be in 
fine style. Manufacturers have their shanks down as slim as 
1 1-16th of aninch. They are to be seen on fine turn shoes. 
The edges are worked down thin. But these shanks are not 
yet as slim as the ribbon shanks made by the old time hand 
shoemakers. Their shanks were as slim as three-quarters of 
aninch. They were as thin as a ribbon on the edge. A line of 
McKay shoes has a shank 1 1-8 inches wide. Its edge is 
thick, but it is beveled, to give it a thin appearance. 

The reason for slim shanks is this. When women walk in 
their short skirts these days the foot bends freely in the 
flexible sole shoes, and the shank of the shoe comes into full 
view. So, like other things about women’s apparel, the shank 
must be slim, and trim. 


Heels and Counters Must Be Trim 


Another problem in women’s shoes is to get the heel seat 
slim. No woman these days will wear a shoe whose heel and 
counter looks like the stern of a coal barge. So heels must be 
slim, and trim. Now it is quite a task to make a slim heel 
these days, for there must be room enough in the heel seat 
for the foot to fit down securely. This is particularly true of 
pumps. The heel must fit down into the pump, to keep it 
from slipping. The last’makers do part of the trick of com- 
bining fashion and fit. But much depends upon the skill of 
the fellow who lasts the shoe. If he gets the counter down 
securely on the last, he makes a good heel. That is where 
skill in shoemaking comes in. 


Style In Shoe Bottoms is Expensive 


A few other things there are about the bottom of a shoe, the 
importance of which the buyer does not realize. Since shanks 
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A Photograph of the 
Spring Opening Shoe Win- 
dow of the James Black 
Dry Goods Co., at Water- 
loo, Iowa. A Fine Ex- 
ample of Artistic Trim- 


ming. 














must be slim, and soles flexible, only the best threads can be 
used for sewing them. Furthermore, the stitching must be 
fine. And only high class workmen can stitch a fine, strong 
seam. Still more, only the newest and best machines will 
stitch the fine seams. Likewise is it with the finish. It takes 
fine machinery, and fine workmanship, to shave a shank thin 
and finish it fine. 

The same things are true of heels. There’s a difference 
of a nickel, or even a dime, in the cost of a pair of heels, ac- 
cording to quality. Also, it takes finer workmanship to finish 
the nice looking heels. That adds to expense. 

The summary of this story is this—if the buyer expects 
fine materials and fine workmanhsip, he must expect to pay 
the price. Many are so willing. They think it reasonable. 
They are getting more style in the bottoms of their shoes 
than ever before. 


AN APRIL “FORUM” ON TRADE 
(Concluded from page 52) 

nothing but a shortage of labor this Summer and Fall. With 
that condition confronting us I think the most serious con- 
dition that we have as manufacturers is our labor, because 
we cannot buy it now, we don’t know what to figure it in 
our shoes. I hope every man here comes tonight to help 
find out if after the discussion that is going to be had on the 
labor problem there is anything that we can do to anticipate 
that, because I think that what the wise manufacturer has 
got to do is to anticipate an increase in his labor cost. 


War Workers Complimented 

At the evening session the following resolution was adopted 
by unanimous vote: 

The Executive Committee of the National Boot and Shoe 
Manufacturers’ Association hereby records its appreciation 
of the vital service rendered to the footwear industry, in the 
discharge of patriotic duties to the government during the 
progress of the world war, by Henry W. Boyd, Maj. Joseph 
C. Byron, C. J. Chisholm, Thomas Cover, F. W. Cox, 
John W. Craddock, W. B. Kisendrath, Wendell Endicott, 
Philip H. Fraher, C. D. P. Hamilton, Coleman Hands, 
George R. Harsh, Owen Ek. Howe, L. B. Jackson, Stanley 


King, Irwin M. Krohn, Arthur W. Lawrence, Richard Lenni- 
han, H. L. Nunn, H. D. Sheppard, E. C. Shotwell, C. F. C. 
Stout, Fred A. Vogel. 











TIME TO ORDER BATHING SHOES 


The Summer resort trade is shortly in need of 
bathing slippers—the prices this year run from $1 to $10. 


In accomplishing their purposes they presented the prob- 
lems and necessities of the times in ways that evoked co- 
operation in the industry that wrought for its good. 
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Leather” 


Morris Pearlash and Abe Potmutter on the Price of Shoes Make Arguments 


By E. M. W. 


ain’t got nothing on the prices what the Four- 
teenth Street robbers is nowdays charging you for 
shoes,’’ declared Morris Pearlash grimly to his partner, 
Abe Potmutter, as the former entered the office of Pearlash 
& Potmutter’s cloak and suit establishment shortly after 
9.30 o’clock one morning. 
He carried a package of generous size, wrapped in lurid 
striped paper, which he deposited gingerly on top of the 
safe; then he sat down at his desk without removing his 


hat and coat. 


‘B ELIEVE me, Abe, the income tax on excessive profits 


Morris flushed; then, tossing his new purchase noisily to 
the floor in disgust, he returned the other’s glare. 


An Authority on This Here Shoe Proposition ? 


“Well, Abe,” he retorted, ‘‘all I could say is you got to 
excuse me I didn’t know you was a authority in this here 
shoe proposition at all.”” He emitted a raucous laugh. ‘‘Here 
I got it a cloak and suit partner which he has the leather 
market for ten years figgered down to a fine point; so that 
if the office boy of the Star Cut Rate Tanning Company 
of Pilgrim Upper Falls, 
Mass., would maybe 








“Six dollars and fifty 
cents them second-story 
workers tries to take 
away from me!” he con- 
tinued. “At the rate 
shoes is airyplaning to- 
day you wouldn’t——” 

“Say, lookyhere!”’ 
snorted Abe, looking up 
from a thick sheaf of 
monthly statements; “‘is 
this a social call what 
you are making here 
shortly before noon, or 
are you maybe going to 
take off your hat and do 
a few minutes’ work? 
We got enough over-due 
accounts here to choke a 
dawg, and anyway I got 
no time to worry about 
today’s quotations on 
fancy footwear!” 

Morris continued to 
gaze reflectively at his 
ruffled partner. Sud- 
denly, struck by a 
thought, he sat forward, snatched the package from the 
safe and tore off the wrapper. 

“Look, Abel’’ he cried, displaying a large-size pair of 
dark-reddish shoes, ornamented with perforations and 
fancy tips stretching sinuously from the toes back along the 
sides. ‘‘For these I should pay them grafters six-fifty! 
Golt sei dank, I finally make them listen to reason and they 
wish ’em on me for five seventy-five! Ain’t it a shame what 
shoes is coming to?” 

Wheeling around in his chair, Abe surveyed the other 
for a moment in speechless disgust. ‘“‘ ’Snough!’’ he finally 
ejaculated. ‘‘Are we running a shoe jobbing dump here, 
Mawruss, or are we in the cloak and suit business? Do I 
got to let eighteen hundred oder two thousand dollars 
bad news to a lot of retail crooks get stale here, y’under- 
stand, while I listen to a fool partner what can’t see that 
shoes properly got to cost more just the same as garments and 
food and newspapers and schnapps and everything else, 
y’understand?”’ 

Finishing his diatribe, Abe eyed his partner witheringly. 








“Maybe you would be so kind to tell me why I got to cough up 
nine-fifty”’ 


buy hisself a new tour- 
ing car yesterday while 
he is out at lunch, or 
a couple of cows out 
in Iowa drops dead 
from over-feeding on 
corn at three-sixty a 
bushel, understand me, 
why the president of the 
Amalgamated Leather 
Trust right away rings 
up Abe Potmutter on the 
long-distance to tip him 
‘ce i off that leather has posi- 
tively had to gone up 
another two dollars an 
inch, so you should tell 
your partner and the 
rest of the people of the 
United States of Amer- 
ica they should ought to 
cheerfully pay only eight- 
een dollars a pair more 
for their shoes as they 
spent it in, say, Nine- 
teen-Twelve! Am I 
right?” Morris settled back in his chair, grinning 
maliciouslv. 

For a moment, but only a moment, Abe was nonplused 
by the verbal barrage. Then he half rose in his chair and 
shook a long forefinger violently at Morris. 

“You! I am surprised at you you should talk this way, 
Mawruss! Me, I am nothing around here, eh? I should 
not know nothing at all except maybe only a thing or 
two merely about soutache and serge and buttons, what? 
Sure I am a little faintly interested, Mawruss, in somethings 
besides the women’s suit business, which it is a rotten busi- 
ness at that, y’understand, Mawruss; and if I happen to 
find out by accident now and then a trifle about the shoe 
and leather business, which when you come to study it close 
it is a fine, honorable, decent, legitimate occupation which 
for only a very lean profit what they take you could say 


” 





HUN Hit 


is—is—— 
Tangled for a moment in the gush of his own 
verbiage, Abe faltered. Morris seized the opportunity to 


resume. 
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Know Your Own Business First 


“‘Lissen to him rave! He don’t know practically nothing 
about the shoe business! Say, Abe, better you should know 
the cloak dnd suit business a half so good what you are 
trying to make me believe you don’t know about leather 
and shoes.”’ 

“One moment, please, Mawruss! Me, I am not saying—— 

“Yow! The Boot and Shoe Retail Highbinders’ Asso- 
ciation you should be president, Abe, believe me! Maybe 
you would be so kind to tell me why I got to cough up nine- 
fifty for a pair patented leather cloth-toppers to dance my 
breath out with my Reba, when six years ago I am paying 
four bucks for I assure you the exactly same identical——”’ 

“But, Mawruss, they ain’t killing so many cattles nowdays 
what they did six——”’ 

Morris shook with laughter. ‘“‘No, Abe, I wouldn’t be 
surprised the mortality rate at the Tchicaga packing parlors 
has fallen eff a whole eighth of one per cent, and Moe Kirsten, 
that loafer who I got stuck for his lunch yesterday at Wasser- 
stein’s and is in the ottamobeel upholstery business, tells me 
the wholesale leather houses today ain’t filled with stock any 
more as up tight under the ceilings!” 

“Wait, Mawruss! I ain’t speechless in this here gabfest, 
y’understand. Now, the European war has had a bad effect 


” 


oo 


” 


Losin’ Sleep Figurin’ 


“*Y’betcha it has! Moe says it’s had a rotten effect on 
them shoe and leather fellers around our land of the free, 
losin’ sleep figurin’ how they could slip in an extra ten per 
cent on the second-story prices what they tried to tag on the 
exports they shipped out to poor old bankrupted Europeen 
buyers till Uncle Sam told’em they sit up too late nights 
with a pencil and scratch block, and rung the curfew on 
*em!”’ 

Here Morris directed a vicious kick at his new shoes lying 
on the floor nearby. “And furthermore,”’ he added, as Abe 
eyed the shoes and sat buried in angry silence, “‘my Reba 
comes home with a pair grayish kid shoes last week what 
‘you would think she paid off the floating debt on the depart- 
ment store where she bought ’em. If they’d of been hip 
boots the price couldn’t——’”’ 

““You make me sick, Mawruss!”’ Abe exploded. “I know 
how you would run this here leather business. Suppose you 
are owning a cow ranch out in maybe Texas or Oscaloosa 
somewhere, and J. Peerpond Morgan calls up and says: 
‘Mister Pearlash, the shoe prices is going something terrible! 
The leather robbers has left us flat and shoes is up a dollar a 
case more as they was sixteen years ago. Couldn’t you, 
Mister Pearlash, please give us maybe a little more leather?’ 
And you, Mawruss, you would say: ‘Why certainly, Peer- 
pond; please you should hold the phone a moment 
while I step out to my barn and kill couple thousand 
cattle and to hell with the meat if the people should got to 
have leather!’ ” 

As Morris hunched forward and opened his lips to launch a 
hot rejoinder to Abe’s sarcasm, the latter held up his hand and 
grinned venomously. 

“Furthermore, Mawruss,”’ he said, “for a man what his 
personal shoes takes a whole cow’s skin to make ’em, y’under- 
stand, I wouldn’t consider you gotta kick coming at all.” 





Dr. Scholl Returns to United States 


Dr. Wm. M. Scholl returned via S.S. Carmania to New 
York City on Monday, April 21, after a six weeks’ trip 
‘overseas, during which time he studied trade conditions on 


the Continent. 








May 3, 1919 


War Trade Board Withdraws Enemy 
Trading Lists 


Washington, D. C.—Wider latitude will hereafter be 
granted by the War Trade Board to American exporters of 
shoes and other articles of merchandise, the Board having 
today withdrawn its enemy trading lists. The Board an- 
nounces that this action was taken concurrently with the 
competent authorities of the Associated Governments, but 
the right to re-issue the Enemy Trading List and revive the 
barriers to trade and commerce if such action should appear 
to be necessary. 

The barriers against trading and communicating with the 
persons whose names have appeared in the Enemy Trading 
List, the commercial blacklist of the associated governments, 
are withdrawn and our exporters are permitted freedom of 
trade and communication with all persons outside of the 
United States with whom trade and communication were 
prohibited by the provisions of the Trading with the Enemy 
Act. This action on the part of the Government, of course, 
does not modify or affect in any respect the restrictions now 
in effect against trade and communication between the 
United States and Germany, or Hungary, nor does it author- 
ize trading in property reported to the Alien Property Custo- 
dian, or any property which he has seized or has required to 
be conveyed, transferred, assigned, delivered, or paid over to 
him, or which should have been reported to him. 

There was a large number of firms in the Spanish-speaking 
countries to the south of us that were on this commercial 
blacklist of our Government because of enemy affiliations, 
violations of neutrality, or other reasons. This same held 
true with respect to persons in the European neutrals. The 
withdrawal of the enemy trading list now opens the way for 
the resumption of trade with these people. 


.Extension of Time for Filing 
Revenue Returns 


Washington, D.C.—The Commissioner of Internal Revenue 
announces an extension of time until May 31 for filing returns, 
covering the period from February 25 to March 31, for taxes 
imposed by the new revenue law on athletic shoes and 
livery boots. The first returns for this period are due on or 
before April 30, but as the Bureau finds it impossible to have 
ready by this date the necessary blanks for filing these 
returns, an extension of time is granted. On May 31 these 
returns, as well as the returns for April, must be made and 
the taxes paid. The tax imposed on these articles is ten per 
cent of the price for which they are sold at retail. Regulations 
governing the collection of the tax is promised at an early 


date. 





Organization of Western Rubber Co. 


The Western Rubber Company has been organized in 
Tacoma, to, engage in various phases of rubber working, 
especially re-treading auto tires, making shoe soles, etc., 
through the use of new formulas for combining of rubber with 
certain animal products, from fish-waste, etc. Elmer Dover, 
recently receiver for the local gas and electric interests, is 
president of the company, which is soon to erect the first 
unit of a million dollar plant. 

Many incidental products needed in compounding rubber 
such as sulphur and antimony will be readily obtainable 
from the great copper smelters in Tacoma. Experimental 
work has been in progress for several years, and methods 
have been perfected, to a high degree of effectiveness. 
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Clever Trims 


Suggestions for Basement Store Windows 


N attractive group of windows was the result of some 
A good work on the part of window trimmer H. N. Clasen 

of the Rice & Hutchins, Inc., stores. This group displays 
the Summer Street windows of the home of the Educator 
and Mayfair shoes, S. Lewis, manager. A green cloud 
effect in cardboard was used as the background and panels 
for the sides of the 
windows as well as 
the floors of the 
windows. 

There was a 
white trellis effect 
worked out with, 
green and overhang- 
ing sprays of wista- 
ria. On the floors of 
the windows a very 
pretty effect was 
worked out with a 
purple cord defin- 
ing a margin on all 
four sides. There 
was certainly much 
life noted in this 
window. It was as 
if Spring had in- 
fused into the dis- 
play its invigorat- 
ing breath. 

Everything looked attractive and bright. Particularly 
pleasing was the effect from across the street and here the 
possibility of making a really beautiful effect from low win- 
dows at the top of a basement store was evidenced. 


Do Not Overcrowd Windows 


‘‘Many people,” said Decorator Clasen, ‘‘make the mistake 
of overcrowding their windows with merchandise. I was 
out to a place last night in a small town where I noticed this 
tendency, which marred an otherwise very beautiful window 
effect. Instead of attempting to show every style in the 
store at one time, it is much better to take a few styles, 
arrange these cleverly, and another week take out some 
different styles. 

“If every different kind of a shoe is displayed in a window 
for a certain length of time, the passerby gets the whole 





Women’s Shoes in a Basement Store Window 
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Men’s Basement Store Trim 


story all at once. There is nothing for him to query 
about. It is better to use fewer shoes and make frequent 
changes. 

‘These three windows present the idea of featuring strongly 
the merchandise by leaving sufficient space to have 
that merchandise stand forth prominently.” 

- The window cards 
telling the story of 


certainly cleverly 
prepared. 

The stands on 
which the shoes 
rested were very 
attractive. There 
was also a goodly 
display of buckles 
in cut steel and 
rhinestone effects; 
also imitation cut 
steel; many colonial 
buckles were shown. 


Some of the Shoes 
Shown 


A patent "Vamp 
with a mat kid top 
and Louis high boot 
was shown at $7.75 in a woman’s shoe. An oxford and a 
colonial pump which proved big sellers, were also featured. 
There was also an attractive low heel white shoe. 

“‘We are now starting to show up white shoes in good 
shape,” said Mr. Clasen. “This particular style that you 
see with the Louis heel is made of Nubuck. Another attrac- 
tive style on which we are having a good sale is our Havana 
brown kid with French heel. Notice the long vamp 
effects. 

“This brown Russia with the military heel and the faun 
buck top is a good seller in a boot at $5.90. The dark 
brown kid and gray buck top with a full Louis heel at $5.90 
sells well. Also the patent oxford is very popular with 
young ladies. This is sold at $6.25. The dark Havana 
brown calf kid and patent with the long vamp, high wood 
covered heel at $10.06 is a good seller.” 

In the men’s window there were oxfords in cordovan at 








Children’s Shoes Shown in Basement Store Window 
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$6.50 and $9.00 bal effect and blucher. Medium and narrow 
toes were shown; also black patents. 

There were some boys’ shoes noted which were particularly 
good in brown and black. A heavy school shoe for boys 
looked as though it would give much service. 

In the children’s window, oxfords and ankle ties in Russia 
calf and black were marked $4.50, $5.00 and $5.50. There 
were some little shoes with white buck tops at $3.00 and 
$5.00, which made a good showing. There were also tan 
oxfords at $5.50 and $6.00 and black oxfords at about the 
same figure. 

In Regard to Findings 


“In regard to selling findings,’ said Mr. Clasen, “‘it is my 
idea that many more sales could be made by the clever 
salesmen. After a pair of shoes is sold, the salesman should 
show a bottle of dressing and suggest the purchase of same. 
Also an extra pair of 
laces might be sold 
to match the tops of 
the shoes purchased. 

“If a woman comes 
in with a pair of high 
shoes and is purchas- 
ing a pair of low shoes 
at this time of the 
year, she is no doubt 
getting ready to put 
her high shoes away 
so that a clever sales- 
man might suggest 
the purchase of a pair 
of shoe trees to keep 
her old shoes in good 
shape until next Fall. 

“If a clerk notes 
that the woman has a 
tendency to turn on 
her ankle it means 
that he should suggest 
the use of arch sup- 
ports. Turning on 
the ankle is usually a 
very good argument 
as to the advisability 
of wearing arch supports. Almost every store has some 
salesman who is well versed in practipedics, and it is most 
necessary, to my way of thinking, that every establishment 
should have someone who has taken a practipedics course. 





H. N. CLASEN 


Window Trimmer for 
Rice & Hutchins, Inc. 


Interior Decorafions 


After noting the attractive window display a trip through 
the interior of the basement Summer Street Store was made 
and the interior decorations noted. 

“I believe,” said Mr. Clasen, ‘‘in livening up the appearance 
of a store by some attractive inside feature. The customer 
may not at first notice just what it is that gives the store the 
added attractiveness but it will oftentimes be a very slight 
and inexpensive, yet artistic, touch which gives just the right 
atmosphere. 

‘“‘We try to make our homes attractive by artistic furniture 
and decorative arrangement. Why not the store? Make 
your customer feel at home; do not introduce him into a 
study. He is not attending a lecture; he is the guest of the 
retail shoe merchant who is giving his store or ‘home’ as a 
reception place where the customer may be given every 
attention while he is either inspecting the merchandise 
or making a purchase. 





May 3, 1919 


A Homelike Appearance 


““My suggestion to every shoe merchant would be to 
brighten up the store and give to it a homelike atmosphere. 
If the customer comes into a store and simply sees row after 
row of boxes arranged along the wall there is nothing par- 
ticularly pleasing to suggest his remaining any longer than is 
absolutely necessary in that establishment. It makes a 
store rather chilly; there is no warmth or cordiality to the 
surroundings. Where columns are a part of the interior of 
the store a very attractive decorative effect may always be 
obtained.” 

The white columns of the basement store on Summer Street 
were trimmed most attractively with a collection of Spring 
flowers and to make them look more realistic a strip of birch 
bark was cleverly introduced. 


“Thank You, Call Again” 


“‘When a customer has purchased some shoes a salesman 
should always be particular to say, ‘Thank you, call again.’ 
There is really not enough of that done. A little courtesy 
like this helps a store very much. Everyone likes to feel 
that the salesman is pleased with his or her trade and when a 
salesman asks a person to come back again that person is 
quite satisfied in his mind that the salesman has been pleased 
to render him every possible service. 

“Salesmanship is now a science. In the days gone by, 
the salesman put a pair of shoes on his customer and that was 
all there was to it. With the present high prices prevailing, 
everyone has a right to, and naturally expects, better service.’” 





World’s Trade in Footwear 
Summarized 


Washington, D. C.—A summary of the world’s trade in 
footwear other than rubber, written by Edward Whitney, 
has just been published by the Department of Commerce. 
The report gives a summary of the shoe trade and market 
conditions in each of the important fozeign countries, to- 
gether with tables showing imports and exports of boots and 
shoes for the more important nations. 

The statistics used in the publication are for the years 
1908 and 1913, thus affording a comprehensive idea of the 
development of trade during the normal, pre-war years, 
which will be of considerable value to American exporters 
of footwear in planning their campaigns for the post-war 
business. 

The countries treated in the report include allied, neutral 
and enemy nations, some very reliable information being 
obtainable regarding the pre-war trade of the first and last 

° 


classes. 


Imports of Leather and Shoes 


Great Britain’s Ruling Regarding Imports 


The Tanners’ Council has announced that a cablegram was 
received April 24 by the State Department announcing that 
the British Government has decided that the importation of 
sole leather into Great Britain, other than offal, is not to be 
allowed until July, but that offal will continue to be admitted. 

Importation of tanned India Kips are also prohibited 
until July, but will then be admitted freely. 

Importation of boots and shoes to continue to be restricted 
to 25 per cent of 1913 imports. 
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“HOLTERSHOES’ 





CINCINNATI } 





_ Made by 
The Holters Company 


— Cincinnati — 
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The Heel That Cannot Slip 


because pressure exerted each step brings the “*Dia- 
mond Grip” into play (see cross-section below). This 
automatic action makes slipping impossible. 


“DIAMOND GRIP” 


“Don’t Slip” 
QUALITY RUBBER HEELS 


Easiest to sell because absolutely non-slip and made of high 
grade rubber of unusual resiliency. Easiest to attach because 


no cement is required 


—they are simply CROSS SECTION 
Ask your jobber, or 


address 
“EVERY STEP You“DIAMOND GRIP” 


ROBERT E. MILLER, INC., 
11-13 Broadway New York 
Makers of “‘U-Put-On” and “Diamond Grip” Heels 











A “Wingate” Turn 


Black Satin with 
Beaded Buckle 


Our ‘‘Edith” Colonial on No. 52 
Last. Carries 17-8 full Louis 
Heel with Aluminum plate. 


No. 4955 


WINGATE SHOE CORP. 
HAVERHILL, MASS. 
NEW YORK OFFICE: 435 Marbridge Building. 


Dryzer & Barnett, Reps. 
BOSTON OFFICE: ROOM 303, 183 Essex Street 
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The cold wave which struck the coun- 
try late last week, bringing with it more 
or less snow, came late enough to 
justify the annual prediction that the 
peach crop was ruined, but too late to 
do the rubber trade any good. The 
season is well over, and the only retail 
demand which is likely to continue is 
that for light overs for women, and the 
regular all-the-year-round call for boots 
from the farmers, fishermen and men 
working in dampness or water. The 
factories are running to moderate 
ticket, with orders sufficient to keep 
their working forces intact, and present 
orders are likely to be increased when 
the retailers settle on their Fall styles 
of leather footwear. The new-old 
long-drawn-out pointed toe styles will 
require special shapes of rubbers to fit, 
and this may develop a problem for 
manufacturers and distributors later. 


TENNIS LINES 
Summer Will Be a White Season 


Every one in the trade predicts the 
almost universal vogue of white fogt- 
wear during the Summer months, and 
this seems assured by the heavy sales of 
such shoes of canvas, kid and buck 
leather, and also by the unusual call for 
tennis lines, especially those of the 
several new constructions with very 
low foxings, or of the new welt design- 
ing. The preponderance of white, 
both in boots and oxfords shows that 
this cool color is to be the favorite in 
tennis as well as in footwear of the shoe- 
factory construction. Yet besides this 
marked demand, the orders for the 
common styles and colors of tennis 
shoes have been sufficient to keep the 
factories. going until now, and business 
continues. Naturally orders have 
slacked off as early deliveries have been 
made. The jobbers have good stocks, 
and retailers have at least a portion of 
their orders. 


CRUDE RUBBER 


Stocks on Hand Large, and Prices 
Lower 

The crude rubber market is far from 

satisfactory to importers and growers. 


The Rubb 
Weekly 
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Large cargoes, of plantation rubber 
have arrived at Pacific and Atlantic 
ports, and stocks on hand are large. 
In spite of this, or perhaps because of 
this, prices are sagging. For manufac- 
turers, knowing well the state of 
stocks in dealers’ hands here, and 
in growers’ possession in the Far 
East, are refraining from purchasing 
and thus bearing the market. These 
tactics continue, and the result is a 
softening of prices, a slow but certain 
decline in quotations. The tire manu- 
facturers are busy, and as they.consume 
half or more of the entire amount 
imported, it is probable that they must 
soon come into the market. It is 
claimed that the. rubber footwear 
makers are well supplied, and are not 
buying in this market at present. 
Declines were small but steady last 
week, and now there are those who 
predict 40 cent crepe, though others 
declare that prices will resume an 
upward tendency as soon as manufac- 
turers commence buying. 

Para grades, however maintain their 
quotations, though buying of these 


grades is no more active than in plan- | 


tation grades. We quote dealers’ prices: 


Upriver fine para 

Islands fine 

Upriver coarse 

DOMED ODOTEES 6.66056 ks 0 0's 
Caucho ball upper 

Caucho ball lower 


First latex pale crepe 

Smoked sheets 

Brown crepe 

Centrals and Mexicans 

Guayule (20 per cent moisture). . . 
Guayule washed and dried 
African Massai 


SCRAP RUBBER 


Market Still Depressed Because of 
Low Crude Prices 


There is no improvement in the scrap 
rubber market. Dealers’ stocks are 
large, and reclaimers are not buying. 
The latter lay their absence of business 
to the low quotations of crude rubber, 
which naturally lowers the demand for 


r Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 
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reclaim. Until the reclaimed product 
can be reduced in cost to a parity with 
crude rubber prices, demand must 
continue quiet, with a consequent ab- 
sence of demand for scrap boots and 
shoes, from’ which certain grades of 
reclaim are produced. Collectors are 
believed to have large stocks on hand 
which they have held for months in 
hopes of a rising market, and dealers 
also have large amounts in stock, many 
of them to such extent that they refuse 
to purchase. Naturally under such 
conditions, quotations are to a consid- 
erable extent nominal, and these which 
are here given are supposedly prices at 
which collectors can sell in the markets 
mentioned. 

When it is considered that collectors 
must secure their stocks in small 
amounts, must sort out the different 
grades (for their business includes not 
only scrap boots and shoes, but all 
kinds of waste rubber goods) and then 
pack, and forward the stock, to the 
nearest market, it stands to reason that 
a heavy discount from these quotations 
must be made in purchasing such 
amounts of rubber footwear as can be 
collected by the shoe merchant. We 
quote: 

Scrap boots and shoes: $6.60 to 
$6.85 in Boston; $6.50 to $6.75 in New 
York; $6.40 to $6.65 in Philadelphia, 
and $6.00 to $6.50 in Chicago. 

Trimmed Arctics: $4.75 to $5.00 in 
all markets. 

Untrimmed Arctics: $3.75 to $4.25 in 
Boston; $3.75 to $4.00 in other markets. 


Death of Louis J. 
Goldsmith 


Louis J. Goldsmith of the firm of Katz 
& Goldsmith, a well known department 
-store of Braddock, Pa., died on April 5 
last. Mr. Goldsmith had been an active 
member of the firm since its inception, 
thirty-eight years ago. Katz & Gold- 
smith have lost in Louis J. Goldsmith’s 
death not only a tireless co-worker but 
a faithful partner, a near and dear rela- 
tive and beloved friend. He was 
well known to the shoe trade of 
Pennsylvania. 
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A Line of 


Men’s High Grade 
Dress Welts 





MADE BY 
Pre Noyes-Norman Shoe Co. 
Chocolate Calf Bal, Kent Last. ST. JOSEPH, MO. 
6-11, A to D. 
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NAA 


HOTEL 


Continental 


Broadway & 41st St., N. Y. 





Center of New York’s 
Activities 


300 OUTSIDE ROOMS 


Each with Private Bath, 


or 
None 


HOSE 


Duplicate Orders Are P Proof 


Conclusive That 


MEDALIA HOSE — 


GIVE SATISFACTION 


EUROPEAN PLAN 


i shiin sank eed ora. aya $2, $2.50 or $3.00 
I os acts Soci scae $3.50, $4, $4.50 and $5 








5 minutes ~— i." > and N. Y. Ce oe 
Terminals Within e ananen pal 
stores and surrounde od , & Leadi ee ante. 


HENRY S&S. DUNCAN > 


Managing Director 





G. & A. WISE a. | 
130 FIFTH AVE., NEW YORK 
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“TRIMLINE” 
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HE “TRIMLINE”’—a new 
“Standard” Spat—is the most 
“Talked of” and most ‘‘Asked 

for’ model in the market today. 
For utility wear over shoes either 
high or low, it is cut in flowing, grace- 
ful lines which emphasize the trim- 
ness of the foot. 


Made in cloth, silk, satin and linen in white 
and all the fashionable shades: Fawn, Light 
Fawn, Dark Fawn, Drab, Brown, Leather, 





and Fall. 


women. 





NEW “STANDARD” STYLES 
will: be featured in our big 
advertising’campaign for Spring 
Watch for the “Stand- 
ard” announcements as a guide 
to the latest and most advanced 
style ideas in spats for men and 


and Pearl. 











Tan, Champagne, Chamois, Smoked Gray 





worn by well-dressed women— 
a pair to match each costume. 
“Standard” spats, of course, are 
chosen both by dealer and by wearer 
because they are better made, better 
looking, better fitting and better 
known than any other make. 


Giron today, ‘are universally 


In 1918—a difficult year for every- 
one to supply their trade—the 
makers of “Standard” Spats filled 
all of their customers’ orders 100 
per cent. That is one advantage in 
dealing with the world’s largest and 
foremost spat manufacturers. An- 
other lies in our extensive advertis- 
ing—bigger, stronger and better this 
year than ever before. 


BUY_DIRECT FROM THE MANUFACTURER 
—in quantities either small or large. 
Write NOW for “Standard” prices and 
samples for Fall delivery. 


S. RAUH & COMPANY 


The largest and foremost manufacturers of Spats in the World. 


310 SIXTH AVENUE~ - 


NEW YORK CITY 
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GENUINE 
Novelty Slippers 


the kind that 
ATTRACT CUSTOMERS 


The beauty, serviceability and with- 
in-reach price of these dainty slippers 
make them immediate sellers. They 
never stay on your shelves, while the 
feminine custom they attract is a 
most profitable one. 


Note the extremely tempting prices. 


.\Cretonne 
_ Boudoir 


‘An ideal cretonne slipper for women desiring house 
comfort; padded sock lining; fibre matting sole: silk pom- 
pom. Blue, Pink and Lavender. Ladies’ sizes, 3 to 8. 

Price $10.50 Dozen 





Made of serpentine crepe with pretty floral designs to 
match kimonos. . Blue, Copen, Rose and Lavender. 


Ladies’ sizes, 3 to 8 
"Price $8.50 Dozen 





Sanitary bath ye boudoir Strawina Vamp and Sole with 
ratine lining, silk ——p gy i one of Pink, Blue, 


Copen, Rose and Lavender. for, Ladies’ sizes, 3 to 8 
Price $8.50 Dozen 


K. M. Stone Importing Co. 
12-14-16 East 22nd St., N. Y. City 
—[S>S=— 
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* 
> STAUNCH AS A BOOT 
= FLEXIBLE AS A MOCCASIN 


& Here—Mr. Dealer is the boot your true sportsman wants—so light 
and pliable that you can tramp all day in it without getting footsore, 
BB yet built to give years of gruelling service. 


=Russells “Ike 
Walton” 


Made a chocolate chrome, the finest of 
waterproofed cowhides, with flexible, long- 
wearing Maple Pac Soles 


Advertised consistently in leadi - 
Thai 


Write for Dealers’ Prices and Catalog S 
W. C. Russell Moccasin Co. 


Berlin, Wisconsin 


tpi 

















Make Buyers 
Out of Passersby 


The dignity and beauty of 
Hugh Lyons period display 
fixtures attract most favorable 
attention. 





They help merchants to make 
buyers out of passersby. 


Our catalogs showing our 
Adam, Queen Anne, Chippen- 
dale and William. and Mary 
designs will be sent you upon 
request. 


HuGH LYONS & COMPANY 
MAKE BUYERS OUT OF PASSERSBY 
LANSING - MICHICAN 


NEW YORK SALESROOM CHICACO SALESROOM 
35S WwW. 32nd STREET 234 S. FRANKLIN ST. 
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i UNION MADE SHOES 




















for Union Men! 


For Union men the Union made shoe alone is satisfactory, 


Hence for the trade of all the people all the time, you 
MUST carry Union stamp footwear. 


You may KNOW in some measure how many customers 
are developed by handling Union footwear and meeting 
the demands of the Union man. 


You will probably never know just how much business 
you lose by failure to carry Union Stamp shoes. 


Ask the salesman, this season, for Union made footwear, 
and accept no excuse for the absence of the Union stamp! 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 
246 Summer Street, .°. Boston, Mass. 


CHAS. L. BAINE, Gen’l Sec.-Treas. 


ime ee 
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QUALITY SHOES 
Quality is a synonym for Chicago shoes, 
Chicago is known the world over as The great 
Central Shoe Supply Market of America. 
The buyer purchases his shoes in Chicago, 
because he can buy shoes at prices which will 
enable him to make big profits. 


IN STOCK ; 

The manufacturers and wholesalers of Chicago, 
through their In Stock Service, meet every price 
and every trade. For men’s, women’s or chil- 
dren’s lines, Chicago is The Great Central Market 
for Goods in Stock. 

Genuine values—In Stock Service— 
Al Transportation facilities. 
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SMITH-WALLACE SHOE CO. 
NOVELTY SHOE CO. 
GEORGE E. HARRISON SHOE CO. 
HARPER & KIRSCHTEN SHOE CoO. 
SINSHEIMER BROS. & CO. 
J. W. CARTER CHICAGO CO. 
NO-AKE SHOE CO. 
HENRY KLEJNE & CO. 
THE STANWEAR SHOE CO. 
HARRY M. HUSK SHOE CO. 
R. P. SMITH & SONS CO. 
THE A. S. KREIDER CO. 
THE AMERICAN SHOE 

POLISH CO. 
S. "FREEHLING & SON 








Aine 
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Model No. 0138. Colored 
Kangaroo Bal. A dressy 
type of shoe on our 
“Dream” last. 


There’s a Difference 
in Sheepskins —— 


‘*“Monogram ” sheepskins are 
specially tanned and will be 
found most satisfactory for all 
shoemaking uses. Choice of 
Black or Colors 2 


BAKER & KIMBALL, INC. 


38 South Street 
BOSTON . - 


We Have Facilities for 
moOSG b Serving Export Trade 


| <a 
7 sncersnns 4 
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Pr erfection 
Circlettes 


With the Sharp Shoulder and Broad Wear- 
ing Surface 
They don’t scratch floors They do protect 


They don’t wear slippery They do stop uneven wear 
They don’t drop out The do prevent runover heel 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., tice. 
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by) Castle Havana Brown lashion Plate 


EW Castle Leather Company Havana Brown Kid Boot, Cut 
8% Inches High, 3% Inch Vamp, Narrow Drop Toe Last, 
LXV Covered Wood Heel, Blind Eyelets, Heavy Edge Turn Sole, 


Wheeled Edge. 
Made and Exhibited by 


A. GARSIDE & SONS, Long Island City, N. Y. 


Judge [t by [ts H[sers” 
New Castle Leather Company 


NEW YORK 
Boston Montreal,Can..: Chica go 


and the Principal Leather and Shoe Centres Lverywhere 
Factory, Wilmington,Del. 
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IN CHICAGO 


Morrison Hotel 


RIGHT in the heart of 
the loop—close to the 
wholesale and retail centers. 


More than 1,000 rooms, 
with bath, circulating ice 
water, and the most modern 
comforts. There are large, 
well-lighted, dustlesssample 
rooms. 





It;is the Home of the 


f TERRACE GARDEN 
 Chicago’s Wonder Restaurant 


‘Morrison Fotel 


'* Madison and Clark Streets 
CHICAGO 
Pergonal Management Harry C. Moir 





Premier Gaiters 
are high grade-—- 
at a moderate 
cost. | 





WE guarantee them to be the best 
fitting, best made spats procurable 
at the price: $12.00 to $24.00 the dozen. 


In Felt and Kersey. 


Colors: fawn, cas- 
tor, taupe, pearl, 
brown, black, and 
white —All heights 
and styles. 


Place.your Fall 
orders now. Samples 
upon request. 


PREMIER GAITER CO., ing, 


.BROOKLYN,..N. ¥. 














Trade Marks in F eg 
Countries 


Do you Realize the Importance of Protecting your Forvign 
Trade in Cuba, Mexico, the South American Countries and also 
in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark rights 
in a trade name or mark to the first applicant, re of 
prior use by another. This allows the piracy of valuable tendo 
marks in such countries. 

The Boot and Shoe Recorder maintains ‘oa and Trade- 


tries, as well as in the United States. Address all Inquiries to 
Boot and Shoe Recorder Patent and Trade-mark Department, 207 
South St., Boston, Mass. 

















ROGUESRRCRREES 


Shoe Knowledge That You Need: 


You’ll find it all in ‘The 
Shoe and Leather Lexicon” 
“The Shoe and. Leather Lexicon” detines and illustrates 
every trade and technical term used in the shoe and 
leather business,. ffom the raw product of the tanner 
and mill through all_ processes to the finished shoe. It 
contains correct anatomical drawings of the foot, tables 
of foot and last measurements, standard carton sizes, 
classifications of leather. and standard size lengths of last 
measurements. 
It is, in short, a course in 
one handy ithe —— for ‘enly rm) cents a copy. 
8 copies for $1.25. 


Boot and Shoe Recorder Publishing Company 
207 South Street, Boston 
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Buyers’ Easy = sas michael 
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Huane Buoe G. 


143 Duane St., NEW YORK 


Factory, Brooklyn, N. Y. 
Manufacturers of the celebrated 


Duane Shoe De Luxe 


The ultimate in Women’s Turned Footwear 


IN STOCK 


Sample Pairs gladly sent on request 














PTT 
ESTABLISHED 1884 


Everything in 
Wood Heels 


_ Our experience and time at your service 
BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 


HAVERHILL, MASS. 








OPUUUROEROOHGGEROOOQNGQOOORGRRRRORNOEOOED 


Scceseenettenenmeetetetasaielite fenation, NK. Mat 


Its superiority is so 
generally recognized 
that our market is be- 
ing —. > a 
parry ee are 
most Gioctladieating $0 
leather values. Useful =< 
ever on be used. 


i Mh 














CORDO TAN DYE 


kid to a deep, rich cordovan brown, 


today. 


ARISTO PRODUCTS 
602 Myrtle Ave. 


yg dye that ‘rT a faded tan or light colored leather, 
or the popular shade 


CORDO TAN is the result of exhaustive patna aad 


research, and is tely guaranteed to do claim for it. 
Send for trial 50c package with 10c added for post— NOW 
4 Pints as Pints $1.50 
ry % Gallon 5.00 








sor Walker Comp damnes 


__ famous fo ra CLEAN shoes 
seen sees 





Om Trt rrr CITT 








Dressy and Moderate Priced 


IN STOCK 

White Nubuck, 
Goodyear Welt, 
White Ivory Welting, 
White Enamelled 
Heel. A ° D, 2% to 


$4.50 








ee ag 





ve taken over the business of the New York Shoe Dyeing 
ARISTO BLACK DYE will duc cay leather 5 





- NEW YORK 
leather a permanent jet 





PowelleCampbell. 


= 122-124 Duane Street, 
anne sensouannmnennssensensessnsssassqnssnsnsnssstesssessteensnenalt 








New York City. 








es caneaeanees 
Our Motto— 
Children’s Shoes of 
Quality 





In-Stock 
Welt Scuffers 


5-8 8-11. 


Patent or 
Gun Metal 














Prices on request 


MILWAUKEE, WIS. 








Kalt-Zimmers Mfg. Co. 
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Trade-marks in Foreign 
Countries 


* Asia and Africa 
Countries tg the fret Be atte 


aT A at 


fie ett Se Ret anti oP und Trade 
mark Departmen ipped. to your 
i fully equipped eT a F 


Trade-mark Depart- 








to Boot and Shoe Recorder Patent and 
» Boston, Mass. 
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The “Psychology”’’ of Oxfords 


E are experiencing, in our 
In Stock department in Chi- 
cago, what most manufac- 


turers carrying floor goods are—a 
tremendous demand for men’s Oxfords. 


The real reason for it this year is 
more than merely a whim of fashion. 
This is an Oxford season, in every 
sense, and the situation can be called 
“psychological.” 


When a shoe fashion coincides with 
an economic fact in the Industry you 
usually find the popularity of that 
fashion extraordinarily great. 


Thus it is with the Oxford this 
Spring. 

Differentiation in cost and price 
between low shoes and high this sea- 


son was never before taken more into 
account by retail dealers. 


The increased footage cost of good 
shoe leather has reached a point, you 
see, where retail prices for high and 
low shoes can be governed accord- 
ingly. 

Therefore, the dealer is interested— 
and so is the consumer. All of which 
helps to create activity in selling 
Oxfords. 


We are more than satisfied with 
Bates Oxfords. And Bates Dealers 
are satisfied, too. Their sizing-in 
orders show it. 


In our Chicago Distributing Head- 
quarters they are doing a man’s-size 
work filling demands from all direct- 
tions—and filling ’em fast. 


Let our Spring Catalog show and 
tell you-all about our Oxford proposi- 
tion before the selling season is far 
advanced. 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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SPATS THAT §S 
They Embody FASHION, FIT and FINISH 


Our New Fall Line Shows Felt and Kersey Cloth in Castor, 
Fawn, Taupe, Pearl Gray, Brown, Black and White : : : :: 
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|piittemtores 
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QUALITY VARIETY 





Sold in the Market Places of the World 


Travel wherever shoe stores are and 
you'll find Whittemore’s shoe pol- 
ishes are known. Isn’t a line of shoe 
polishes so widely and well known 
worth your time and effort to sell? It’s 
a fact easily proved in practice that it 
takes little time and little effort to sell 
Whittemore’s. 
wish to make it, may surprise you. 


Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write us for complete catalog 


A comparative test, if you 
In the 
Whittemore factory are chemists which do not 
let anything get by them. Constantly alert as 
they are to public requirements, our customers are 
kept well supplied with anything that’s new, or 
with the old standbys improved, if improvement is 
The dealer that is buying Whittemore’s has 
his money well invested. 





DRESSINGS FOR ALL LEATHERS 






dongola kid or patent leather—also 
light and dark gray and any other color 
or shade. 


 o * Nobby Brown Paste, 
» im; Peerless¥Oxblood Paste, 
Albo White Cake, White 
Bag Powder, Oil Paste 
Black Polish, Suededen 
Powder (colors), Cleanall. 





DRESSINGS FOR*ALL WEATHERS 


$1000 IN PRIZES 


y [Yee Nad A ey 2 oy 
FOOT COMFORT WEEK 








$10.00 to $30.00 Per Dozen 


THE SIMON HALPERIN CO. 


121-123-125 WEST 17th ST., NEW YORK CITY 
ALSO MANUFACTURERS OF LADIES’ 2 PLY SHOE TONGUE PADS 


ELL 


Send for Samples 
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KEEN STUDENTS OF SHOE VALUES 
ACKNOWLEDGE OUR LINE GIVES 
ALL THEY SEEK— 
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FOR AT ONCE SHIPMENT 


ERE’S a smart style on an English last that has 
been a seller wherever shown. Steady sales on 
this shoe are reported. Dealer profits are most 

satisfactory. It is a sample of our high class shoe making. 
Only dependable materials used in its construction. 
Every part is carefully selected. We predict that you'll 
be. surprised to see how rapidly these shoes move. 


PLACE AN ORDER TODAY 


NUMBER 900 


LENOX LAST—Men’s Tan Mahogany Calf. 
Single leather sole. Leather counters. Full size 
tongue, fleece lined. Leather top facings. In 
stock, A, B, C, D Widths. 

PRICE $5.95 LESS DISCOUNT 


Also stock No. 906 on New Lieutenant Last. A 


very new extreme English. If interested, write for 
samples. 


AT 











=~ 








J. W.. CARTER CHICAGO COMPANY 
| CHICAGO, ILLINOIS : 
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**The House of Taylor’’ 


HOTEL MARTINIQUE 


Broadway, 32d and 33d Streets 
NEW YORK 





One Block From Penna. Station 
Baggage Transferred Free 


Equally Convenient for Amusements, 
Shopping or Business 


Direct Entrance to B’way Subway 
and Hudson Tubes 
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600 ROOMS 400 BATHS i 
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Rates: From $2 Per Day 





A SPECIALTY 


155 PLEASANT ROOMS 
With Private Bath 


$3 Per Day 


The Martinique Restaurants 
Are Well Known for Good 
Food and Reasonable Prices 
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DIRECTORY 


OF 


Wholesale Shoe Beslecs, 
_ Wholesale Findings, 
Department 


Stores 


Part I— Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. 


Part II— Wholesale Findings 
A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


Part III— Department Stores 
A list of Department Stores selling shoes, including 


the Large General Stores. 
Gives names and addresses of firms and names of Shoe 


Buyers in nearly all cases. 
Three parts bound in flexible red leather to fit vest 


pocket. About 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 
683 Atlantic Avenue, Boston, Mass. 
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207 South Street 


Detailed Information on Foreign Markets. 
Foreign Trade Opportunities. 

Advice on Financing Foreign Accounts. 
Translations from or into any language. 


The Foreign Trade Bureau of the Boot and Shoe Recorder 


For Advertisers 


Boston, Mass. 


An Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 
Its Service Includes 


Registration of Trade Marks in All Lands. 
Financial Reports. 


Means and Methods for Forwarding Shipments. 


Expert Advice for Exporters. 


Mediums for Advertising. 
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A NEW IDEA 
FOOT FASHIONED SPATS 


These spats are based upon an entirely new principle of design. They 
will fit better than any you have ever seen. 

The inside section of UNDERHILL’S FOOT FASHIONED SPATS is 
about a half inch wider than the outside. A shoe is a half inch longer 
from back seam to front seam on the inside than it is on the outside. 



















UNDERHILL’S' FOOT 
FASHIONED SPATS are 
THE ONLY SPATS which 
allow for this difference and 
therefore fit correctly, bringing 
the front and back seams in 
exact centers. 


Patent rights have been ap- 
plied for. Superior fitting quali- 
ties are therefore assured for 
our spats exclusively. In ad- 
dition, they are made of top 
‘grade materials, all colors and 
heights and equal in quality and 
appearance to any on the mar- 
ket. 
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Send for samples OFF SIDE 
that we may demon- S E AM 


strate their superi- 
ority. TH mm Lan, %,\ YC 
List Ll WALLS pare A’ aS 


G. F. UNDERHILL co. PERF ECT 


23 WARREN STREET RIT 
» PHILADELPHIA, PA. : : 
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ILWAUKEE’S market is not the West or East 

or the South—It is the world. Not a week 
passés but that the products of Milwaukee’s tanneries 
and shoe factories go forth to every civilized country 
on the globe. 
Our tanneries which annually ship over $45,200,000 
worth of finished leather employ over 7,000 work- 
men to whom they pay wages of over $5,000,000.00. Our 
shoe factories which annually ship over $30,000,000 worth 
of shoes employ over 7,500 workmen and to whom they 
pay wages of over $5,500,000. 


F. MAYER BOOT AND SHOE CO. 
MENZIES SHOE CO. 
OGDEN SHOE CO. 
PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MFG. CO. 
ALBERT TROSTEL & SONS COMPANY 
BRADLEY & METCALF CO. 
EDMONDS SHOE Co. ; 
HARSH & CHAPLINE SHOE CO. 


P ~ 
8 &y 
S 
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Albert H. Weinbrenner Co. 
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We are selling 50 per 
cent of our Fine Dress 
Welts for Men from 
our IN STOCK Depart- 
ment— 


Twelve of the newest 
styles carried in all 
widths, A to E. 


CUDO CALF 
MAHOGANY VEAL 
BLACK GLAZED KID 
CUDO SIDE 

GUN METAL 
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Write for Our IN STOCK Catalogue 
See Our Salesman 


OGDEN SHOE CO. 






MILWAUKEE 
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TANNED TO STAND 
THE HARDEST WEAR 


Farmuse Grain is given a double tannage to 
make it the strongest, most durable, and softest 
feeling leather possible for Farm and Work 
Shoes. 

Farmuse Grain is chrome-tanned to give it the 
strength, durability, and permanent softness 
characteristic’ of chrome leathers. It is then 
given an extra tannage, in a vegetable tanning 
liquor, to make it resistant to the ammonia and 
acids of the barnyard. 

Farmuse Grain has been extensively used for 
Army shoes, which means that it is well known for 
extraordinary wearing quality. 

When you have Farmuse Grain in your farm 
shoe you can be sure that you have the best 
leather the tanner can turn out for the purpose. 

Send to us for sample of the leather, tags, and 
certificates. 


Pfister & Vogel 
Leather Co. 


Milwaukee, Wis. 
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WEYENBERG 


SHOES FOR SERVICE 
SOUVUHUUUUANONOUAHOOGNORGOUEEAEEOGEOEAGOOGAOEOGOGEOGAOOAEUOAEOOGEEEAGUAEAEEAE UAE 


Ihe 


HERE are so many good things to say about Weyenberg Shoes that many volumes 
would be required to tell all, but—the thing that stands out now is the fact that we 
are making immediate shipments and the shoes are telling their own story. 


Our pre-war ability to produce good, solid, comfortable footwear at right prices and on time 
is again at your service. We are in better shape now than ever before and you cannot afford 
to make your customers wait any longer for shoes we can furnish. 


Fortify yourself to meet the demands which will surely be made upon you for Weyenberg 
Shoes for Service. 


We make anything you want in Men’s and Boys’ Service and Dress Shoes. Welts, McKays, 
Standard Screw, and these in a varied line of lasts. 


M it] : “ Dunh Bros. Co., 
Write for our proposition, and it will not be long before a Age 


you, like thousands of our customers, will concentrate are our New England 
distributors and, 


' upon our line. ; therefore, Eastern 
QUAL'TY, We make all the shoes we sell, and we make more than cae Milw. Pe riot o 
cl rR . Ti any other manufacturer in the Northwest. Seeetiaiiiter 

wiers—2 ; Shoes for Service—at 


the same prices w 


a. Weyenberg Shoe Mfg. Company s74.4.2° 
MILWAUKEE MILWAUKEE WIS CON SI N_ DUNHAM BROS. 
, COMPANY. 
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Is Merchandise Properly SOLD To You? 


OU recognize the direct connection between production methods and the cost and quality 
of the goods; you have a right to know that goods are properly made. Yet the manu- 
facturing, important though it is, is but the first lap on the journey to the consumer. 

Merchandise must be sold; sales cost is just as legitimate as manufacturing cost, and it has just 
as direct a bearing upon the final cost to you. If needless expense is incurred, it means either higher 
prices or a decrease in quality or service. ; 


Obviously it will pay you to recognize efficient selling service. With this simple truth 
clearly in mind, permit us to enunciate an established, proven sales principle— 








LIST OF MEMBERS 


Each has subscribed to and is main- 
taining the porno standards of practice 
in their editorial and advertising service. 
Advertising and Selling 
American Architect 
American Blacksmith 


i xporter 
American Funeral Director 





Printer 
American School Boged Journal 
Architectural Recor 
Automobile Dealer i Repairer 
Automotive Industries 


Boot and Shoe Recorder 
Brick and Clay Record 

Buildings and Building Management 
Bulletin of Pharmacy 


Canadian Grocer 

Canadian Railway and Marine World 
Candy and Ice Cream 

Chemical & Metallurgical Engineering 
Clothier and Furnisher 


Coal Teeie Journal 
mcrete 

Cotton 

Daily Iron Trade & Metal Market 
Report 


Domestic Engineering 
Dry Goods nomist 
Drygoodsman 

Dry Goods Reporter 
Electric Railway Journal 
Electrical + dising 
Electrical R 

Electrical Review 
Electrical World 
Embalmer'’s qomety 





Farm Teette—Tem Power 
Foundry (The) 

Furniture Manufacturer and Artisan 
Furniture Merchants’ Trade Journal 


Gas Age 
Gas Record 
Grand Rapids Furniture Record 








—The seller who advertises in the 
Business Papers reaching only 
the class interested in his mes- 
sage, is using the most direct and 
economical method of helping 
you maintain an intelligent con- 
tact with your sources of supply. 


This kind of advertising bears the 
same relation to the sales depart- 
ment that an improved machine does 
to the production department. And 
if the sales methods are wasteless and 
efficient, you seldom need worry 
about the goods. Each acts as a 
support and stimulus for the other. 


On the other hand, the practice 
of buying circulation by the million 
in the hope of influencing a few 
thousand possible customers, is open 
to question. The best machine is a 
source of waste when improperly 
used, and this is no reflection on the 
machine. Concentration beats scat- 
teration, and costs less. The right 
tool in the right place is a principle of 
as much importance to selling as to 
production. 


There are many other reasons why 
discriminating buyers are giving pre- 
ferred consideration to the concerns 
which tell them their business story 
in the buyer’s own business paper, 
especially if that paper has subscribed 
to the high standards of practice of 
The Associated Business Papers, Inc. 
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Hea oars Ventilating M i 
——<«_-- 
Hotel Monthly 


Illustrated Milliner 
Implement and Tractor Age 
Industrial Arts Magazine 
Inland Printer 


Iron Age 
Iron Trade Review 


Lumber Trade Journal 
Lumber World Review 
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Shoe Retailer _ 


Southern Engineer 
Senthon, Hardware and Implement 
Journal 


Sporting Goods Dealer 
Starchroom Laundry Journal 
Tea and Coffee Trade Journal 
Textile World Journal 
Transfer and Storage» 

fer 
Woodworker ° . 
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THE ASSOCIATED BUSINESS PAPERS, INc. 


JESSE H. NEAL, Executive Secretary 


HEADQUARTERS: 220 West 42nd Street NEW YORK CITY 
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SEA-ISLAND 


OXFORDS AND PUMPS 
IN STOCK 


In sufficient quantity for the prompt 
and complete filling of your order. 
TRY IT 


60 Lines Now in Stock 
—_" See Catalog No. 15 


SEA-ISLAND ) L.B. EVANS’ SON CO., Wakefield, Mass. 


m 


iz 


ELLING one 
ul! yi complete line 

of Quality Shoes that enables you 
to meet every requirement is better 
business than buying from many 
different manufacturers. 























An Active In-Stock Number 


from our line of 


Boys’ and Little Men’s Shoes 












i The wide variety in the Honor- a 
i bilt Line permits you to carry i 

a larger and more complete stock for less 
money than you could if you pur- 
chased fromseveral different sources. 


F. Mayer Boot & Shoe Co. 
Milwaukee, Wis. 








Stock No. 15 














No. 15—Boys’ Tan Bal, Goodyear Welt, 
—- Sole, West Point Toe, Sizes 1 to Pan 
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“HONEST WEAR IN EVERY PAIR” 


: , 4 {| MARSTON & BROOKS ©O. [| 
aH u f si f HALLOWELL, MAINE 
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Style Development in Lynn 


New orders for pumps and oxfords are 
coming in. Shoe merchants, especially 
in big cities, made big sales during 
Easter week. Some reports tell of 100 
per cent increase in sales. Having sold 
many shoes, merchants must stock up 
again. So orders are coming in. 

That this season will be the biggest 
season ever for pumps and oxfords is a 
sure thing. The sales may not be so 
big by the number of pairs. But they 
certainly will be bigger in the value, for 
low cut shoes are worth twice as much, 
and in some instances, thrice as much, 
as they were when low cuts were last 
in vogue. 

Just compare fine pumps at $10 a pair 
with the pumps that formerly sold at 
$2.50 a pair. Or compare the fine white 
shoes that sell at $6.00 or $7.00 with the 
white canvas shoes that used to sell at 
89 cents a pair. 

Patent leather pumps are a rival of 
white shoes for popularity in the Sum- 
mer time. Kid shoes are always good, 
of course. But riots in India are inter- 
rupting the shipment of skins here, and 
supplies of kid leather for Fall are likely 
to be not as large as was expected. 

Additional Fall business is being 
booked by Lynn manufacturers. Most 
all buyers want boots. They want them 
nine inches high. Long vamps, and 
high heels, too, they want. Yet there 
is an occasional inquiry if something 
cannot be saved on the price of the shoe 
by cutting down the height of the top, 
or the length of the vamp. To save 
leather is to save money, of course, 
especially with kid leather at from $5 
to $12 a pound. 

Button boots will sell briskly in the 
Fall in certain cities, according to 
salesmen who have lately been on the 
road. 

Service and Speed 


Quick production and quick delivery 
of shoes: is once more a strong feature of 
the shoe business in Lynn. Shoes are 
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Lynn 


put through the shops in quick time. 
Samples of shoes were made for a for- 
eign buyer, while he waited. One lot of 
shoes was packed, shipped to New 
York, distributed among retail mer- 
chants and fitted to the feet of customers 
within nineteen hours. 


Special Orders 


Now that the shoe business is return- 
ing to something like normal conditions, 
special orders come to the shops in 
increasing volume. Once, these orders 
were filled as a matter of accommoda- 
tion. Now they are filled, and a charge 
is made for the service rendered. If the 
order calls for one pair of shoes from the 
stock, an extra charge of 25 cents is 
made, to cover the cost of packing, 
billing and postage. If the special 
order calls for a pair to be made up on 
regular lasts and patterns, an extra 
charge of $1.00 is made. If special 
lasts or patterns, or materials are used, 
a charge is made according to the 
service. 


Export Shoes Held 19 Months 


A Lynn manufacturer completed a 
lot of shoes for a buyer of northern 
Europe, in August, 1917, and was paid 
for them when finished. The shoes were 
held up by lack of shipping space, and 
embargoes, until last month, when they 
were sent across. They were in storage, 
at the expense of the buyer, for nine- 
teen months. 


Completes Long Trip 


Daniel Lynch, of the Lynch Shoe 
Company, has returned from a six 
months’ trip to California. 


Visitors from Scotland 


Frank and George Abbott, of the 
Saxone Shoe Company, Scotland, are 
guests of Alexander E. Little, of A. E. 
Little & Co., Lynn. They were, by the 
way, pioneers in selling American shoes 
in Europe. They are optimistic over 
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future business. They expect trade 
conditions to come back to normal in 
due course of time, and then there will 
be the greatest international trade in 
history. 

Shoe Firm Expands 


L. & C. Shoe Co., 192 Broad Street, 
Lynn, is increasing its capital and 
equipment, and is getting out welt shoes 
for growing girls, misses and children, in 
addition to stitchdowns. Samuel Gold- 
berg, a Boston diamond merchant, has 
become president of the Company. 
Messrs. Lipman, Cardon and Weinstat 
continue with it, as usual. 


Crimped Vamps 


More vamps are being crimped in 
Lynn. A crimped vamp fits the fore- 
part of a last, the same as a moulded 
counter fits the heel of alast. A crimped 
vamp also fits the foot better. This is 
especially true of a long vamp pump. 
A crimped vamp on such a shoe isn’t 
likely to “bite” into the flesh. It will 
lie smooth, like a silk stocking. 


Change in Corporation 


Victor Shoe Machinery Company, 
Lynn, just incorporated, takes over and 
carries on the Victor Shoe Machinery 
Company, makers of shoe repairing 
machinery. Ellery Wright of Brockton 
continues as president, and Lawrence E. 
Johnson, of Lynn, continues as treasurer 
and manager. 


Black Suede Calf 


Tanners of fine calf leather are selling 
black suede calf at $1 a foot. It is of 
superior quality. It looks as if suede 


-calf shoes would be fashionable the 


coming Fall. 
Buckle Attaching Machine 


Even retail shoe merchants are call- 
ing on Lynn machinery firms for buckle 
attaching machines. They are buying 
buckles and plain pumps, and are 
fastening buckles to them in their stores. 
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The Line of 100 Styles 
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Gered Front Oxfords — 
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Bosten, Mass. 
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P. J. Harney Shoe Co. 


Factory, Lynn. Mass 
Boston Office 
183 Essex Stree! 











Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 
Write for Catalog 
1312 Washington Av., St. Louis, Mo. 








The House of Service 
Novelty Footwear 


IN STOCK 
In Narrow Widths 





1911 Washington Ave., St. Leuis 











1508 WASHINGTON AVE 
8t. Louis.Ma 


Novelties in Stock 
For At Once Shipment 
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Shoe manufacturers also are buying 
buckle fastening machines. There are 
scarcely enough to go around. 


Some Combinations 


A. M. Creighton has in Fall samples 
combinations of patent vamps and gray 
tops, and combinations of mahogany 
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vamps and brown suede tops. Some 
are of button styles. They are among 
the best sellers. 


Twenty-six Car Loads of Sheepskins 


One shipment of twenty-six car loads 
of sheepskins arrived at a Peabody 
tannery the other day. 


Cincinnati 


The members of the retail shoe selling 
group held a special meeting on Wed- 
nesday, April 23, at the Chamber of 
Commerce for the purpose of further 
discussion of the proposed combined 
meeting of the shoe clerks of all the 
down-town stores. Such a meeting is 
in line with the idea suggested by Harry 
McLaughlin of the Potter Shoe Com- 
pany to carry on an educational cam- 
paign for improved efficiency in sales- 
manship and shoe fitting on the part of 
the shoe clerk. The meeting took the 
form of a round table discussion and 
many valuable suggestions were made 
by those managers present. The opin- 
ion of the group tended to shape itself 
more in favor of first emphasizing the 
value of salesmanship, methods of 
approaching and gaining attention of 
the customer, rather than at this time 
of having a lecture on Foot Anatomy. 
No definite date was set for the joint 
meeting but it is expected to be decided 
upon in the near future. 


Paul Jones Visits City 


Paul Jones, son of Charles H. Jones, 
President of the Commonwealth Shoe 
& Leather Co., Boston, Mass., was in 
Cincinnati this week accompanied by 
Harry Meyer of Chicago. Both were 
here in the interest of the new branch of 
the Commonwealth Shoe & Leather Co. 
which is to be established at 514 Vine 
Street, the old stand of the Royal Shoe 
Company. Mr. Jones has closed a deal 
with local real estate brokers for a 
fifteen-year lease of the property. One 
interesting feature of the contract, 
according to reports given to the local 
newspapers, is that the four upper floors 
of the building will remain vacant for 
fifteen years, and a stipulation in the 
contract provides that the lessee is not 
to permit the cutting through of an 
entrance to adjoining property. Ap- 
proximately $130,000.00 in the way of 
rentals and interior alterations is 
involved in the deal. The Company is 
to get possession of the premises on 
May 1, but it will probably be early Fall 
before the branch is actually opened for 
business. G. R. Van Meter, formerly 
Manager of the Gibson Boot Shop, will 


become Manager of the new store. 
The report in this letter on February 22 
that the Commonwealth Shoe & Leather 
Co. had leased a three story building at 
518-520 Vine Street, now occupied by 
Brown’s saloon, was erroneous. 


Convention Committee of N. L. and 
F.A. Meets 

A meeting of the Cincinnati Conven- 
tion committee of the National Leather 
and Findings Association was held on 
Wednesday evening, April 23. Details 
of the methods of conducting the busi- 
ness sessions on the programs were 
worked out. According to F. J. Fischer 
of Rupp & Wittgenfeld Company, 
Secretary of the Convention Committee, 
preparations for the Convention are 
progressing in a gratifying manner. The 
badges for the delegates have been 
selected and are now being made. 
Many other such details are being 
specially cared for. 


Krohn, Fechheimer Company News 


E. K. Woodrow, sales and advertis- 
ing manager of Krohn, Fechheimer 
Company, returned recently from his 
regular trip through Texas. He re- 
ports a prosperous condition through- 
out that part of the country, and that 
the shoe merchants are showing con- 
siderable confidence in the condition of 
affairs by ‘their buying attitude. Mr. 
Woodrow left this week for the East, 
where he will be for the next ten days. 

The office force of the Krohn, Fech- 
heimer Company gave a dance on May 1 
at the offices of the factory. The re- 
moval of the office furniture converted 
the area into a very favorable dance 
hall. The wives, husbands and sweet- 
hearts of the office employees were all 
invited, as well as the officials of the 
company and their wives. The spirit 
that prevailed was like that of one great 
family. Everybody had a good time. 

The Honor Roll of the Krohn, Fech- 
heimer Shoe Company, numbering 
about seventy-five, carries on it two 
names beside which they have had to 
replace the gold star. They are E. 
Childs and Jack Waechter, who made 
the supreme sacrifice for their country 
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Harry McLaughlin’s Educational 
Plans 


Carrying out his belief that mer- 
chants should do all within their power 
to educate the shoe salesman, Harry 
McLaughlin of the Potter Shoe Store 
has recently been arranging trips 
through the local shoe factories for the 
retail store salesmen. Mr. McLaugh- 
lin states that such trips have proven 
very successful. He points out that if 
one or two salesmen are taken from 
each department for each trip, it does 
not hamper in the least the regular 
business, for the remaining clerks can 
very well take care of the customers for 
two or three hours on a day which is 
not usually a busy one. Mr. McLaugh- 
lin says it is essential that shoe salesmen 
know the methods of shoe-making, that 
they understand thoroughly the differ- 
ence between McKays, welts and turns. 
It gives them confidence in talking to 
their customers that they cannot acquire 
otherwise. And confidence which breeds 
poise in salesmanship is a_ valuable 
asset, says Mr. McLaughlin. 


Julian & Kokenge Co. Report Good 
Business 

Milton Adler, vice-president of the 
Julian & Kokenge Company has been in 
Chicago for the past week and is ex- 
pected back at his desk Monday. 

Reports from H. N. Lape, sales and 
advertising manager of the Julian & 
Kokenge Company, now in the North- 
west. are good from standpoint of busi- 
ness bookings for Fall. Mr. Lape is 
expected to complete his trip around 
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the first of May and will be back at the 
factory soon thereafter. 
W. T. Dickerson Returns from Trip 
W. T. Dickerson, sales and advertis- 
ing manager of the P. Sullivan Company, 
has been in Chicago, Detroit and other 
Great Lake cities during the past week. 
He returned the latter part of the week. 


Shoe and Leather Club May Change 
Location 

The question of whether the Shoe and 
Leather Club will have to move to new 
quarters is yet undecided. The Club’s 
lease on its present location automatic- 
ally expires with that of the Admiral 
Cafe directly below on the second floor 
of the Burkhardt Building, 520 Main 
Street. The expiration of the lease of 
the cafe seems to be uncertain and 
partly dependent upon the prohibition 
law soon to go into effect. In the 
meantime the executives of the Club 
are looking around for new quarters, 
though it is their desire to remain where 
they are. 

At a recent meeting of the entertain- 
ment committee of the Shoe and Leather 
Club the tentative date of June 14 was 
selected for the annual picnic and outing 
of the club members. Coty’s Farm 
across the river in Kentucky was de- 
cided upon as the place. According to 
George Mohr, secretary of the Club, the 
date set has reasonable assurance of 
remaining as it now is. The members 
of the entertainment committee are: 
N. I. Auer, chairman; E. Hoinke, J. H. 
LeMontree, E. E. Furstenau, C. Riesem- 
berger, C. W. Jacobs, and E. (Manny) 
Peck. 


Philadelphia 


The sharpest expressions of dissatis- 
faction with the Federal tax come from 
the retail salesman, shoe merchants of 
this city declare. Now that it is in 
operation salesmen are bearing a three- 
fold burden. It is they who have the 
objections and remarks of the public 
poured out on their heads. It is they 
who have to spend extra time at the 
end of the day tabulating and classify- 
ing the returns on their sales. It is they 
who have had innumerable mistakes 
thrown back at them in the recording 
of the first day’s business under the new 
system. 

Recording the Tax 


Space would not permit a discussion 
of the many and varied methods of 
recording the tax which are being ap- 
plied in the retail shoe trade in Phila- 
delphia, but there are a few that are 
worthy of note on account of their 


simplicity, and most of these are systems 
which throw the burden on the sales- 
man. 

One merchant has had ‘tax cards” 
printed. These form a complete and 
permanent separate record for govern- 
ment inspection with a cross reference 
to the sales slip for a check-up, if 
desired on any individual item. These 
cards are deep and only three columns 
wide. At the end of the day the clerk 
lists upon them his sales for the day and 
totals the tax. In the first column 


goes the number of the sales slip; in the. 


second, the price of the item and in the 
third the tax. The second and third 
columns, of course, are totaled. This 
leaves to the office only the work of 
getting the store totals of sales and 
taxes by the addition of the totals of 
the several sales clerks. 

As a great many stores total their 


97 














In-Stoek 
Oo Style 
of 
beg 
1400 ‘ ovelty 
SS Shoes 
FOOTWEAR THAT APPEALS 


TO THE FEMININE FANCY 
Peaecte Sa casiee, tise of 
Grade Welts 


IDEAL VOGUE SHOE CO. 
HAVERHILL, MASS. 
Boston Office, 207 Essex St., Room 218 








ale ae 
Biuestatn SCM] 
WOMEN'S FINE SHOES IN A 


173 SUMMER STREET 
BOSTON, MASS. 








BOUDOIR SLIPPERS s2, 


Black and All Colors 
Black. $1.25 --- Colors, $1.35 
5% off 10 days 
Goods shipped day 
order is received. 
The Baker Shoe Co. 
280 River St. 















Haverhill, Mass. 





Childrens ris Shoes | 








Tredlite Steppers 
for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulace 
HenryKleine& Ce. 


Chicage 











MONITOR SHOE CO. 
66-68 Reade St. 
New York, - - N. Y.- 














SOFT SOLES 
A Wonderful Line for the Whole- 
sale All leather lines 
ranging in pues 
. from $3.60 errare 
Also aline of Ladies’ 
Pump Straps in Y 

styles and cofbrs, 1 


piece and 2 piece, 
po mage Selle 








ABY SHOE CO., Fast Tvnn. Mansa. 
TOUORANROESOOOEEOESOONCSSOSOEOROREODOOSONSERECOEpeOESEREEREeeEeeeRREpROLETEAeEReW 





pere To Buy 


ens is Shoes o 














Gentlemen’s 
Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 


THE 


"Zeliteton 














TT DELS <> 


IS AT YOUR SERVICE 


THe STETSON SHOE Co.INO 
SoutwH WEYMOUTH,MASS. 











STYLE and SERVICE 
in SHOES for MEN 


room E. S. TORREY 
BOSTON, MASS. 


616-617 10 HIGH ST. eunoine 








JOHN RPHY 


HOE 


Tape 


YORK OFrices 


@rrice ano Factory new 
wiwann 4. ee BUILOINe@ 
33-39 w azo ot. 














HOMPSON BROS. I 
= sans ry SHOEMAKERS 
© ¢ BETO Ro 



































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 
BROCKTON, 
MASS. 


TRADE MARA 











BOOT AND SHOE RECORDER 


sales daily in this fashion anyway it 
means only an addition of a tax column 
to this end-of-the-day summary by 
each clerk. 

It appears that only a few merchants 
have added a tax column, or made any 
change in the regular sales slips. The 
usual system is to list the sale in the 
regular way, then add the tax on the 
line below each item. The merchant 
whose system is explained in the fore- 
going has his salesmen make rings 
around the store figures in distinction 
from the tax figures, to avoid confusion. 

Another merchant, who does not 
require the sales clerks to summarize 
their sales at the end of the day, but 
has this work done in the office, now 
has the clerk make a dash following the 
tax figure; and a “tick” opposite the 
store figure. The office work is doubled, 
of course, because the tax totals, as 
well as the sales totals, have to be run 
off on the adding machine. 


Public Does Not Like Tax 
The very first day of tax collection 
made it clear that the public does not 
like it. A number of merchants inter- 
viewed reported that comparatively 
few of their customers remembered that 
the tax was on until their attention 
was specifically called to it. In a great 
many cases this resulted in the upset- 
ting of a sale victually closed and the 

selection of another pair of shoes. 


N.S.R.A. Accounting System 

With the attention of the retail shoe 
trade centered on accounting methods 
in connection with the recording of the 
Federal Tax, comes the news that the 
National Shoe Retailers’ Association is 
developing the best accounting thought 
of the country as applied to the retail 
shoe business. According to Secretary- 
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Commissioner Mirkil a pamphlet will 
be published before long for association 
members on the subject. 

It is understood that a number of 
simple systems, combining maximum 
efficiency with minimum effort, will be 
explained in detail, adaptable to various 
types of businesses in the retail shoe 
trade. 

Headquarters also has been making a 
survey of the repair field, which under 
changing conditions and high prices is 
becoming move and more of a profit 
opportunity for the merchant. The 
results of this research work, embody- 
ing suggestions for the opening and 
maintenance of repair departments, on 
a basis of successful competition with 
the chains of shoe repairing shops which 
are springing up all over the country, 
will be presented in the form ad a 
pamphlet. 


Demand Appears for Sport Shoes 


With the advance of the season the 
demand for various types of sport shoes 
1s developing to the satisfaction of the 
retail trade here. This demand never 
does develop very early in Philadelphia, 
and while today it is still comparatively 
small, it is nevertheless taken as an 
indication of a very good season. White 
shoes will not appear in public until 
white trousers and white skirts do. 
The sight of either on the streets would 
cause a sensation here today, and they 
are also conspicuous by their absence 
at the resorts of the Middle Atlantic 
states. 

But apparently more people are 
going to the Southern resorts this 
Spring, and more people are preparing 
early for more elaborate summer 
wardrobes, because sport styles are 
being sold. 


Rochester 


Luxury Tax Deemed Burden 


The customer who grudgingly pays 
20 cents luxury tax on his $12 footwear 
after May 1 will find companionship in 
his misery if he carries his tale of woe to 
the store manager. The heads of various 
stores affected by the tax characterize 
the levy as a nuisance. They do not 
expect the tax to have any adverse in- 
fluence on sales, for a person willing to 
pay $11 for a pair of shoes will not hesi- 
tate over an additional 10 cents tax 
payment. 

What is causing the merchants worry 
is the fact that extra salespeople must 
be employed, extra office work must be 
done and extra expenditures must be 


made—all for short time, as they be- 
lieve, because they are confident that 
the tax will be repealed by the next 
Congress. 


Opinion of Sales Manager 


‘*Most of the people who will purchase 
goods subject to the ‘Luxury Tax’ will 
be well able to pay the tax,” said R. M. 
McCabe, sales manager of the Duffy 
Powers Company. “The average man 
or woman will not approach the price 
at which garments, shoes and wearing 
apparel become taxable. Men’s silk 
hose, for instance, are taxable only if 
more than $1 a pair, while 75 cents will 
prove nearer the average price. We sell 
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many women’s silk stockings at $2 a 
pair, the price at which the article be- 
comes taxable, but most women can 
find what they want without paying 
more.” 


Retail Merchants Do Not Favor 
Button Boots 


At the weekly meeting of the Roch- 
ester Retail Shoe Dealers’ Association, 
plans were laid for a general newspaper 
advertising campaign featuring Satur- 
day, May 3, as “Oxford Day” and all 
of the retail merchants who use news- 
paper advertising will feature low cuts 
and oxfords exclusively during the com- 
ing week. 


Button boots for Fall wear were op- 


posed because of the trouble and time 
necessary to fit them properly, but it is 
the opinion of the retail merchants that 
this Fall button shoes will be big sellers. 


Shoe Manufacturers Big 
Subscribers to Loan 


The first week of the Liberty Loan 
Campaign finds Rochester making sat- 
isfactory headway towards its quota of 
$23,440,300. Committees are working 
among the various trades and organiza- 
tions and each unit is being canvassed 
by an individual unit of solicitors. There 
is a separate committee to look after 
manufacturers generally, another for the 
building trades, another for the shoe 
manufacturers and the women are mak- 
ing a house to house canvas. 

Large subscriptions reported by the 
shoe manufacturers’ committee up to 
Saturday, April 26, include Sherwood 
Shoe Company, $100,000 and Piehler 
Shoe Company, $15,000. 


Co-operation Builds for Success 


“Every day some dreamer points the 
way, and some doer paves it to suc- 





cess,” said John L. Mench, vice-presi- 
dent and general manager of the Duffy 
Powers Company, speaking before the 
Rochester Business Women’s Club. 

Efficiency, opportunity, vision, con- 
fidence, habits, co-operation and loyalty 
all lead to success, said the speaker. 

Mr. Mench also spoke on the amount 
of work that can be accomplished where 
people are happy and in good working 
conditions. He stated that inefficiency 
is often the fault of the employer 
rather than his employe. Where there 
is no co-operation between these two 
important factors in business, there can 
be little success. 

“If you have an idea, and I have an 
idea, and exchange them, then we each 
have two ideas,” was the way he ex- 
plained co-operation. 


Wide Interest in New York State 
Convention 


Plans for the convention of the New 
York State Retail Shoe Dealers’ Asso- 
ciation to be held in Rochester, July 7 
to 9, are being perfected rapidly and 
great interest is being shown, not only 
by the retail trade of the state, but by 
manufacturers and retailers from other 
states, as well. 

Secretary Phelan is sending a letter to 
more than 2,000 shoe dealers of the state 
telling of the coming convention, and 
urging them to join the State Associa- 
tion and obtain the benefits of a life 


' organization working for the best inter- 


est of the retail shoe dealers of the state. 


F. D. Boule, the new representative 
of the Neolin branch of the Goodyear 
Rubber Company, attended the meet- 
ing of the Rochester Shoe Dealers’ Asso- 
ciation and expressed his pleasure at 
finding such a live organization of shoe 
men all working for the best interest of 
the trade. 


Detroit 


In the windows of the down town 
stores there is now but a slight showing 
of high cut shoes. At Fyfe’s several 
windows are shown with not a single 
pair of high cuts. At the Queen Quality 
both windows were given up to the 
showing of low cuts exclusively. In 
other stores a few high shoes are shown 
to round out the assortment. In a few 
of the stores white is prominently dis- 
played. 

A canvas of the situation reveals the 
fact that oxfords are leading pumps in 
women’s lines. At Kline’s oxfords are 
leading 3 to 1, while other stores re- 
ported an overwhelming lead for ox- 


fords. In the windows pumps are 
being shown in a proportion of about 40 
per cent pumps to 60 per cent oxfords. 
Black is the leading color, in kid, patent 
and suede. 

The advancement of the season has 
seen.a falling off in the sale of spats 
which were good until a few weeks ago. 
The unusual warm weather in March 
affected the sale of spats early. 


Big Sales of Buckles 


While sales of spats have lagged sales 
of buckles have been good. Those 
having large stocks of buckles are 
reaping a rich harvest, as many of the 
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stores have found their stocks inade- 
quate to meet the demand. Buckles 
ranging in price from $5 to $12 per pair 
are the best sellers in the larger stores, 
while some are being disposed of at $20 
to $30 the pair. Cut steel and beaded 
buckles are most in demand and hardest 
to procure. 

Men’s oxfords are leading in the 
more pointed toes for younger trade. 
Dark brown is selling best, but those 
stores adding lighter tans in the better 
grades find them going well. -At 
Hickey’s the verdict is that March of 
this year was largely an oxford month, 
the season having opened earlier than 
ever in the history of the department. 


Big Oxford Sales 


At Hudson’s the sale of men’s brown 
oxfords in the narrower toes were said 
to lead by 4 to 1. All stores report a 
large oxford business and some fear a 
shortage of these lines later in the sea- 
son, while some have not received all 
the lines ordered. 

The E & R Shoe Store at 49 Michigan 
have installed a very attractive 
The beauty of the 
scheme. 


Avenue 
pair of windows. 
windows lies in the 
Being Easter windows, the 
lected were lavender and white, with a 
tint of lavender added to the white. 
The back and sides of the windows have 
been covered with a false back of wall 
board, having openings cut out at the 
top through which the leaded windows 
of the permanent background can be 
seen. Cretonne in lavender shades and 
patterns was used to drape these open- 
ings. The floor of the window is laid 
out in squares, lavender and white. 
The oval tops of the fixtures and the 
tops of the plateau are covered with 
lavender paper. A few sprays of 
flowers in lavender shades and several 
gilt ornaments complete the windows. 


color 
colors se- 


Detroit Briefs 

At the Queen Quality store a decided 
boost in the sale of corrective shoes has 
followed the formation of a department 
for these lines. A sign reads, ‘‘Osteo- 
tarsal Dept. Corrective Shoes.” A 
hand points to the department. 

This firm has had a large business in 
satin shoes, but their stocks have been 
depleted. They are preparing for 
bronze as a novelty seller. 

The Emerson Shoe Store has been 
newly decorated. The ceiling has been 
painted cream, and the side walls a very 
dark blue. 

The Leader Shoe Store is selling out 
their stock at 162-166 Gratiot Avenue. 
The building is to be torn down and a 
modern one built on the site. 
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A Proposed Ten-Story Building 

From the large number of projected 
buildings to be occupied by the retail 
stores of the city the general prosperity 
of the place can easily be gauged. The 
latest announcement is that Ernest 
Kern Company will build a ten-story 
building on Woodward Avenue, ad- 
joining their corner store, and that 
when this is completed, the corner 
store will also be torn down and a 
modern building to match the other 
built on that site. 

The building will be of reinforced 
concrete, fireproof construction, with a 
gray terra cotta front. The two build- 
ings when completed will have cost 
more than a million. Contractors will 
start to pull down the old building 
May l. 

The Kern Company has occupied the 
corner store for the past 20 years and 
lately has acquired 135 additional feet 
frontage on Woodward Avenue. The 
Detroit Shoe Market, occupying the 
ground floor, was purchased by the 
Kern Company and the stock is now 
being sold out. The main shoe de- 
partment is located on the fifth floor 
of the main building. 

Frank J. Burman, manager of the 
department, says the location of the 
shoe department in the new building 
has not been decided upon as yet, but 
the importance of the department 
assures its being placed on one of the 
lower floors, probably the second. The 
department will be considerably en- 
larged to take care of the steadily 
growing business. 


Repair Shops Install Shoes 

A ‘considerable number of quick re- 
pair shoe shops in the outlying districts 
are adding small stocks of shoes. 
Whether this will be a desirable addition 
to the shoe business of the city time 
alone will tell. Those who have had 
experience can only sve speedy failure 
among this class as it requires good 
judgment in the selection of styles, as 
well as experience in selling, to make a 
shoe business successful. 

“The brave deserve the fair.” The 
merchant who has the courage to go 
after business generally gets it. 

“The women’s shoe game is now re- 
duced to a millinery basis,’”’ said a mer- 
chant ruefully. But then, he is one of 
the older school. The introduction of 
hosiery into the shoe departments 
“‘jarred”’ him; the addition of buckles 
and other accessories have “‘completely 
bowled him over.” 


Some Unusual Advertising 
The J. L. Hudson Company have 
been doing some unusual advertising 
for some time. One advertisement 
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occupied a quarter of a page. Three- 
fourths of the space was given over to 
sketchy illustrations of the fads in 
vogue in shoedom, especially in mi- 
lady’s realm. 

Much prominence was 
buckles. 


given to 


This method of advertising resembles 
the fashion notes in the women’s large 
magazines,‘and will get more attention 
than if the same cuts had been used and 
prices quoted. For a spring fashion 
announcement the advertisement is to 
be commended. 


Texas 


The Austin shoe market is still good 
in all lines, with stripped pumps lead- 
ing, and whites growing. Stocks are 
not quite as full as might be desired, 
but no great inconvenience is being 
“suffered on account of delays in ship- 
ment. Easter business was very heavy. 

Plans are being made for a new eight 
story hotel to be located at the head of 
Congress Avenue. This hotel is to be 
equipped in the most modern fashion, 
and will fill a much needed want, and 
help general business conditions to im- 
prove constantly. 


A Different Method of Shoe 
Advertising 


E. M. Scarbrough & Sons, the largest 
department store in Austin, has this 
year pursued a different method of shoe 
advertising. Only one style of shoe, 
at one price, is advertised on one day, 
and the style is changed every day. A 
cheap shoe is never advertised on Sun- 


day, and the shoe featured is largely de- © 


termined by the ready to wear style 
advertised on that day. The adver- 
tising manager says that this plan has 
increased the effectiveness of his ad- 
vertising 50 per cent. 

One of the clerks of aan we 
shoe department is a young man who is 
a student of Business Administration 
at the University of Texas. This 
young man has written up for class 
work the salesmanship methods, the 
stock keeping methods, and _ other 
features of management in the depart- 
ment, thus making his work not only a 
means of earning his way through the 
University, but also a practical help 
in his courses. 


Buckles Going Strongly 


Frank DeLashmutt finds buckles 
still strong, as does Burt, who says his 
chief difficulty is in keeping his stock 
up with his demand. DeLashmutt has 
some quarrel with deliveries, also. 

Alf Harvey, who has been with De- 
Lashmutt for ten years, will leave the 
first of June to assume management of 
the White Shoe House of Temple. 
This is one of four stores owned by 
George W. White, and run on the co- 
operative plan. Mr. Harvey is very 


enthusiastic about his new work, and 
feels that the chain of stores which was 
started with one only four years ago is 
to be one of the greatest in the South. 
Temple is now the headquarters of the 
chain, but soon Fort Worth will contain 
the main offices. 


Army Men Want Narrow English 
Lasts 


Smith & Wilcox, the only men’s fur- 
nishing store in Austin which carries a 
shoe department, finds that army men 
are disappointing all expectations in 
demanding narrow lasts, English. Both 
W. W. Wilcox and E. T. Livingston, 
who are at the head of the shoe depart- 
ment, are sure that men are demanding 
fine shoes and making no complaint 
about the price to a greater extent than 
ever before. They have discovered 
that cheapness is never more expen- 
sively unsatisfactory than in a shoe. 
Dark brown and mahogany shades 
almost exclude all other colors except 
in medium priced shoes. 

T. H. Williams’ shoe manager, Max 
Almas, finds that plain stripped pumps 
are the leaders, with whites improving, 
and low heels going strongly. He has 
a new saleswoman who is doing de- 
cidedly successful work. Not very 
many saleswomen work here. 

S. M. Burt says that for a while 
customers were disposed to look around 
before buying, but that now they have 
seen merchandise is short and styles are 
moving fast, and they buy quickly. 
He has had a heavy sale on low hetl 
oxfords, although stripped pumps in 
patent and kid are still leaders. 


Dillingham’s Attractive 
Windows 


Dillingham’s window has presented a 
festive appearance during Easter week, 
with deep green grass in which was seen 
Easter rabbits and their nests of gayly 
colored Easter eggs profusely scattered 
about. The background against which 
the shoes were placed was of Easter 
lilies. 

Dillingham has found the plan they 
pursue of sending a man with samples 
to make displays in the hotels of the 
towns in the Austin trade territory very 
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satisfactory. It has increased their 
sales in every way, and is proving very 
profitable. Shoes are ordered at the 
time, and, naturally, customers are 
securéd for the store who will buy in 
Austin as well as by orders of this sort. 

The hosiery department installed by 
Dillingham has proved to be highly 
satisfactory and convenient for the 
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customers. Women like to buy their 
hosiery when they buy their shoes and 
like to buy hosiery that has been 
bought by the retail merchant when he 
bought his shoes, for it is practically 
impossible to match all the varying 
shades of this year’s shoes in any other 
way. The stock is filled only from the 
best American lines. 


Louisville 


The most serious handicap facing the 
Louisville retail merchants at this time 
is the decided shortage of high grade 
merchandise especially in women’s 
shoes. 


Business Exceptionally Good 


In Louisville, business has been excep- 
tionally good. There has been an 
active demand for men’s, women’s and 
children’s shoes, with Easter business 
pronounced the best ever handled. Due 
to the very early Spring experienced this 
year there has been a good demand 
since January, resulting in rebuying of 
additional footwear for Spring use. 
A number of houses are now showing 
white shoes for women, and expect a 
good demand to devleop about May 15. 
Men’s shoes are good in both tan 
oxfords and high shoes, with the English 
last meeting with a ready demand for 
civilian and ex-military buyers. 


Levy Brothers’ Profit Sharing Plan 


One of the most interesting announce- 
ments made in Louisville for several 
weeks is in connection with a profit- 
sharing plan that has been adopted by 
the house of Levy Brothers, under 
which a certain percentage of each 
month’s profits will be set aside, and a 
bonus paid to all employes following 
the closing of the fiscal year on January 
20. This movement was announced by 
Col. Fred Levy at a banquet for em- 
ployes at the Seelbach Hotel a few days 
ago. Profits set aside for distribution 
will be divided on the basis of salaries 
drawn. 

At this meeting the employes organ- 
ized an association known as ‘““The Co- 
operative Association of Employes of 
Levy Brothers.” Ed Baer of the mail 
order departmerit was named president; 
and George Biggers, advertising mana- 
ger, is secretary. Arnold Levy, a 
member of the firm, is treasurer. 


Local Merchants to Meet May 13 


The members of the Louisville Retail 
Shoe Association will probably turn 
out in force for the May meeting, 
scheduled for Tuesday, May 13, at 


which time a new president will be 
elected to succeed E. M. Cohen, who 
recently resigned to take a position at 
Harrisburg, Pa. The question of uni- 
form repair costs will be taken up at this 
meeting. Retailers are paying more and 
more attention to repairs and many of 
them are now operating their own 
repair departments. 


Spring Races Open May 10. 


Some excellent business is expected 
to develop in connection with the Spring 
races in Louisville, which open on 
Derby Day, May 10. Spring races 
started at Lexington, Ky., a few days 
ago, but will shortly come to Louisville 
and remain for a month. The largest 
gathering in history is expected at 
historic Churchill Downs on Derby day, 
hotels are already swamped with reser- 
vations and unable to take care of the 
demand. Traveling men not interested 
in racing are warned to pass up Louis- 
ville for that week end. 


Luxury Tax Discussed 


Louisville retail merehants at a 
meeting of the Retail Merchants’ 
Association last week discussed the 
luxury tax, especially as affecting 
feminine wearing apparel and have 
started a movement looking to the 
repeal of the law. The matter will be 
carried before the next session of 
Congress. 


Louisville Grows as Trade Center 


The rapid growth of Louisville as a 
retail, jobbing and manufacturing cen- 
ter has been shown within the past few 
days. The Caron Directory company 
reported its last census at 278,000 for 
the city proper. The Louisville Indus- 
trial Foundation reports that it has 
secured new concerns for all available 
plants and is at a standstill. It now has 
a plan under discussion for erection of a 
million dollar factory loft building for 
small manufacturers. There are plans 
under discussion for erection of another 
hotel at Fourth and Broadway, in 
which the Statler people of Cleveland 
are named. The Watterson Hotel has 
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plans for a large addition, and it is 
rumored that the Seelbach Hotel has 
plans for a branch. 


A New Shoe Plant at Paducah 


A recent report from Paducah, Ky., 
was to the effect that the Board of 
Trade through a campaign had raised 
necessary funds to furnish a free site for 
the International Shoe Company of St. 
Louis., which agreed to locate a branch 
plant in Paducah, if certain matters 
relative to current taxation, etc., were 
arranged. It is reported that work will 
start immediately on a new shoe plant. 


“Bluebird Weather’ Windows 


Many comments have been made on 
the very attractive windows of the 
Walk-Over Shoe Company, of Louis- 
ville... Manager Harry Schutz has a 
background suggesting ‘““Bluebird Wea- 
ther,’’ which was hand painted by a 
young lady of New Albany on heavy 
board, matched in sections. This back- 
ground lends a very attractive setting 
for Spring merchandise. 


Regarding Novelties 


Several Louisville shoe men are of the 
opinion that novelties will come back 
very strong within a short period. It is 
claimed that the buyers of high grade 
feminine footwear are tired of staples, 
and are anxious to get back to fancy 
colors. Suedes, velvets, etc., show 
promise. Spats are being shown in 
fancy materials, such as moire. 


Camps Taylor and Knox Permanent 


General March, chief of staff of the 
U. S. Army, a recent visitor to Louis- 
ville where he inspected Camp Taylor, 
announced that the Government had 
decided that Camp Taylor and Camp 
Knox would be permanent, with the 
result that such retail merchants as 
still have large military stocks on hand 
are feeling somewhat cheered. It will 
also result in general improvement in 
retail business. 


Labor Shortage Reported 


The highly prosperous condition of 
Louisville at the present time was shown 
in a statement at Washington by one of 
the labor board a few days ago, when 
it was reported that Louisville was one 
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of six cities reporting a labor shortage. 
Business conditions are good, labor is 
well employed, and the building outlook 
is very promising. Several millions of 
dollars in new construction work are 
projected, and it is believed that labor 
will be kept well employed. Oil opera- 
tions in the state are calling for a large 
number of men and are bringingja 
much wealth to both Eastern and West- 
ern Kentucky. The general outlook in 
Kentucky is better than it has been in 
several years and retail merchants are 
generally optimistic. 


Some News Briefs 
Manager T. R. Brown, of the Travers 
Company, reports an unusually active 
Easter business, and is much pleased 
with results. He completed redecorat- 
ing the entire store just before Easter, 


‘ installing new rugs, and improving the 


windows materially. 

The house of Crutcher & Starks has 
recently leased a store at Fourth and 
Guthrie, in the Speed Building, and 
plans a civilian branch store for the 
South Fourth street business. The 
company also has a branch at Camp 
Taylor, and has secured a location for a 
military branch at Camp Knox. 

Hambly Brothers have moved their 
store at 2506 Portland Avenue to a new 
store on the corner of Twenty-sixth 
Street and Portland Avenue. Delay 
was met with in getting the new fixtures 
installed, with the result that the open- 
ing was delayed until the Saturday 
following Easter. The new store 
represents one of the most attractive 
suburban stores in the city. 

Albert Vogel, of Vogel Brothers 
Shoe Manufacturing Company, Louis- 
ville, will be one of the members of the 
Louisville Rotary Club to attend the 
annual meeting of the International 
Club at Salt Lake City in June. Mr. 
Vogel is a member of a committee 
named which will spend several hundred 
dollars in attractive souvenirs which 
will be distributed at the national con- 
vention in advertising Louisville. 

Louisville has made an excellent start 
in the Fifth Liberty Loan, and expects 
to raise her allotment easily. The 
Belknap Hardware & Mfg.[Co. started 
the ball rolling with a subscription of 
$500,000 and other concerns are 
making preliminary subscriptions. 


Chicago 


No Reaction After Easter Buying 

Despite the exceptionally good busi- 
ness of the pre-Easter period and the 
large buying of low shoes the week 


following this holiday was not affected 
by a diminishing demand for footwear. 
On the contrary, business held up sub- 
stantially well and is destined to remain 
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SHOES AS "LUXURIES" 
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the GREAT "V" LOAN that is "going over" in such 
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active for many weeks ahead. The con- 
sumer is responding satisfactorily to the 
elaborate display of fancy footwear, 
which evidence of interest is bound to 
expand trade and tend toward stabiliz- 
ing conditions and establishing confid- 
ence in the future. Volume of business 
is considerably ahead of the correspond- 
ing week of last year, and the merchants 
generally feel that if present activity 
be maintained, this season will round out 
as the biggest from the standpoints of 
pairs sold as well as amount done of any 
previous season. 


Women Wish Low Shoes 

Good weather has accelerated the 
demand for pumps to the extent where 
it exceeds the sale of oxfords by a fairly 
good margin. The tendency towards 
styles is largely toward black kid and 
patent Colonials and pumps with fancy 
buckles. Black suede and black kid 
pumps with one or two eyelets and satin 
bows came to the fore in popularity last 
week. Ia oxfords, black suede, satin 
kid and patent with Louis heels have 
been moving satisfactorily: also brown 
Russia and calf oxfords with low heels. 
Summing up the records of a dozen of 
the principal stores, pumps comprise 
60 per cent of the sales of low shoes 
against 40 per cent of oxfords. 


White Season to Commence Early 

It is the opinion of many of the mer- 
chants that white footwear will be shown 
earlier this season than ever before, on 
account of the comparatively premature 
wearing of low shoes this year, the 
merchants maintain that women will 
desire a change from the dark patterns 
that have been in vogue particularly 
early and will be inclined to buy and 
wear whites. A great demand for 
canvas pumps and oxfords is expected, 
while tremendous selling of white kids 
is a foregone conclusion. One merchant 
said that white will outsell over last 
season 3 to 1; others say that a one 
hundred per cent gain will not be an 
exception. 


Wholesalers Busy with Low Shoe 
Orders 

Good business and a steady call for 
low shoes of every description permeate 
the wholesale district. Among the 
wholesalers of women’s shoes can be 
observed an unusual briskness in filling 
orders for immediate delivery for snappy 
pumps and oxfords. Dave Saifer, sales 
manager of the Novelty Shoe Company, 
says: ‘“Out-of-town orders for satin ox- 
fords are exceptionally heavy; in fact, 
merchants are buying every style of low 
shoe, with very little preference con- 
fined to any one style.”” H. B. Lakofka, 
of the Harper & Kirschten Shoe Com- 





BOOT AND SHOE RECORDER 


pany says that shoe merchants every- 
where are eager for seasonable merchan- 
dise and that their desire for low cuts for 
immediate delivery is more pronounced 
than ever before. Children’s shoes are 
moving expeditiously, as well as men’s 
dress shoes. 


Convention Emphasizes Central 
West’s Vast Possibilities 
As the result of the meeting during 
the past week in Chicago of the Federal 
Trade Council, plans are being made to 
develop Chicago and its tributary vicin- 


' ity into a veritable dynamo of industry, 


banking, commerce and transportation. 
The realization of Chicago, in touch 
with South America by wireless and 
cable, linked by stationed agents and the 
vital ties of a great export bank with 
markets throughout the world that have 
scarcely been scratched by American 
business, and sitting at the head of a 
system of inland waterways tapping all 
the avenues of ocean traffic, is only a 
matter of carrying out what already 
has been contemplated. The following 
facts have been accumulated by the 
Central Trust Company, of Chicago: 

“The Mississippi Valley is today the 
greatest potential factor in the world 
trade and world organization through 
trade commerce and industry. It has 
an area of 1,725,000 square miles, which 
includes 70 per cent of the farm acreage 
of the United States and 51 per cent of 
the people. The valley produces 85 
per cent of the corn, 76 per cent of the 
wheat, 74 per cent of the cattle, 81 per 
cent of the hogs, 52 per cent of the sheep, 
55 per cent of the wool, 70 per cent of the 
cotton, 69 per cent of the petroleum, 94 
per cent of the iron ore, 47 per cent of 
the lumber and 60 per cent of the bitu- 
minous coal of the nation.” 

There are wonderful prospects in 
store for the manufacturers, merchants 
and others who live in the Mississippi 
Valley. The Federal Trade Council 
meeting in Chicago has sown a seed 
which is being nurtured with typical 
Central West initiative and speed. 


Rugs for Store Windows 

A novel departure in rug designs is 
being introduced by the Hecht Fixture 
Company, Medinah Building, Chicago. 
These rugs are made up in a varied 
assortment of rich colors in silk velgur 
with fancy border effects and fringe 
and are intended for use on the floors of 
windows. The colors comprise old rose, 
green, brown, silver, red and royal blue, 
and their introduction has met with 
instant response by the shoe trade. 


Victory Loan Committee Rapidly 
Approaching Quota 

The Chicago Organization Trades 

Committee No. 17 for the Victory loan 
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is composed of A. L. Webster, chairman, 
and Milton S. Florsheim, vice-chair- 
man. The following men will represent 
the various divisions and subscriptions 
to the loan should be made through the 
different trade divisions: 

Division A—Tanners—W. N. Eisen- 
drath, Monarch Leather Company. 

Leather—C. W. Stafford, C. W. Staf- 
ford & Co.; E. N. Chase, Kistler, Lesh 
& Co. 

Hides—Wm. C. Smith, W. D. Smith 
Company; Frances A. Groves. 

Tanning Materials—Arthur C. Trask, 
Marden, Orth & Hastings Company. 

Division B—Shoe Manufacturers— 
Robert E. Smith, J. P. Smith Shoe Com 
pany. 

Shoe Wholesalers—Geo. E. Harrison, 
George E. Harrison Shoe Company; 
S. O. Barton, McElwain, Chicago Com- 
pany. 

Shoe _ Retailers—John 
O’Connor & Goldberg. 

Shoe Findings—Geo. W. Kibby, G. 
W. Kibby & Co.; Albert F. Ehlers, 
Thompson, Ehlers Company. 

Division C— Mechanical Rubber— S. 
A. Tucker, Manhattan Rubber Com- 
pany. 

Rubber Shoes—C. A. Eldridge, U. S. 
Rubber Company; R. E. Bain, Dear- 
born Rubber Company. 

Belting—L. G. Stiles, Chicago Belting 
Company. ; 

Trunks and Bags—Wm. Maxwell, 
American Vulcanized Fibre Company. 

The captain of Division A is Emory B. 
Curtis, Curtis & Sanger Co., and the 
captain of Divisions B and C is W. M. 
Pindell, Halsey, Stuart & Co. 
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Indianapolis © 


Thousands of pairs of attractive 
footwear made their debut in Indiana- 
polis on Easter Sunday. 

The day was ideal—with the excep- 
tion of a few threatening clouds which 
passed over late in the afternoon—and 
most every one who had bought any- 
thing new at all was out on parade. 
Oxfords in the popular colors, with 
browns and tans leading, and black 
pumps, many of them decorated with 
dazzling buckles, played a prominent 
part in the Easter showing. 

Local shoe merchants unanimously 
proclaim that this year’s Easter business 
was greater than any of previous years. 
For two weeks prior to the day, the 
stores were thronged with shoppers 
looking over the attractive displays in 
search of their favorite kind of footwear. 
And one of the startling things about 
it is that the buying has not ceased. 


Optimism the Keynote 


The continued heavy buying follow- 
ing Easter, especially with the Victory 
loan absorbing an enormous amount of 
“loose change’ from the public, is 
taken by local shoe merchants as an 
indication that Indianapolis people are 
prosperous and have.unbounded faith 
in the future. In fact optimism seems 
to be the prevailing spirit among all 
classes of people and the result, mer- 
chants believe, will be a continuation 
of good business throughout the Summer. 

While there were a few white shoes 
sold for Easter and a few since then, 
the cool weather of the last few days 
has caused the trend of the demand for 
shoes to continue along the lines already 
established, that is, oxfords and pumps 
in blacks and tans. However, as soon 
as the weather warms up again the 
demand for white is expected to show a 
decided increase. 

Arthur G. Brown, manager of the 
Marott Shoe Shop, one of the largest 
retail shoe stores in the Central West, 
says the volume of business transacted 
this season has been far ahead of the 
business of former years. 

The gentler sex, Mr. Brown says, 
has been about equally divided as to 
the demand for oxfords and pumps, 
while mere man apparently has had no 
choice between “low cuts’ and shoes 
except in the way of color, the tans 
having a decided preference. 


White Will Prevail for Summer 


Mr. Brown says that although it is a 
little early for white foot-wear to make 
its appearance, the indications are that 


white is going to be the prevailing color 
during the summer. 

“It all depends on the weather,” he 
continued. ‘During the nice warm 
days before Easter we sold several pairs 
of white shoes, but during the cold spell 
of the last few days I do not believe 
we have had a call for them.” 


Regarding Luxury Tax 

In speaking of the luxury tax which 
is to become effective May 1, Mr. Brown 
said he does not believe the small extra 
tax will have any noticeable effect on 
the sale of the higher priced shoes. 
He says he does believe, that more 
publicity should have been given the 
tax in order that the buying public 
would be more thoroughly acquainted 
with the situation. If people under- 
stand that the tax is something that the 
shoe merchants cannot prevent or pay 
themselves, then, naturally, there will 
be no objections to it. 

George J. Marott, proprietor of the 
store, returned to Indianapolis this 
week from Cleveland, O., where he has 
interests'in some valuable real estate. 
Just prior to his business trip to the 
Ohio city, Mr. Marott spent several 
weeks at Hot Springs with a party of 
Indianapolis friends. 


Indiana Retail News Items 
Earl McFarren, proprietor of a shoe 
store at Bluffton, Ind., is going to open 
another store there to be known as 
“The Bluffton Shoe Market.” He says 
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he intends to handle a lower priced line 
of shoes at the new store than he does 
at the original store. 

Rochester is going to have a new kind 
of store—a “‘serve yourself” shoe store — 
where all the stock will be openly dis- 
played and the customers will act as 
their own salesmen. The new store, 
which will be opened soon, will be 
operated by Sylvester Alspach, a 
pioneer in the shoe business in that 
territory. 

Burglars broke into the Goodman 
shoe store at Terre Haute, Ind., a few 
nights ago, and helped themselves to a 
few pairs of size 7 and 7 1-2. Entrance 
to the store was gained by throwing a 
brick through one of the side windows. 

“We have been experiencing the 
greatest business in our history,’’ said 
E. H. Kinnear, of the Boston Store at 
Marion, Ind., in discussing business 
conditions during the last few weeks. 
“Shoes, clothing, dry goods and all 
kinds of ladies’ ready-to-wear have 
been greatly in demand all month.” 


Death of Adolph Hellerman 

Adolph Hellerman, a retail shoe 
merchant, at Hammond, Ind., for the 
last twenty-five years, died last week 
at his home there after an illness of 
only three days. He became ill from 
influenza and later developed pneu- 
monia. Those surviving him are the 
widow and five children, all of whom 
live in Hammond. Mr. Hellerman was 
one of Hammond’s veteran and best- 
liked business men and was widely 
known to shoe merchants in that sec- 
tion of the state. 


Nashville 


Nashville shoe merchants have en- 
joyed an excellent Easter business. 
Wholesalers are active with their road 
salesmen traveling the Cumberland 
river section and adjacent States. Re- 
tail merchants have had many attrac- 
tive Spring displays and with results. 


**The Shoe Store Complete”’ 


Gupton’s at 220 Fifth Avenue’ North, 
Nashville, have one of the largest retail 
stores in the South. -Mayor Wm. 
Gupton and Ray Gupton are at the 
head of the firm, the latter giving it his 
personal attention. They have greatly 
augmented their salesforce and a few 
weeks ago put on an opening of “The 
Shoe Store Complete.”” Departments 
lately added are children’s shoes, 
hosiery complete. They have their 
own repair department and W. H. 
Koch, foot specialist, is in the store. 


A Group of Nashville Notes 


The Maxwell House Shoe Store, on 
Church Street, has very attractive 
window displays, floral pieces with the 
latest patterns in shoes attracting the 
eye of the shopper. ; 

John A. Meadors & Company on 
Union Avenue, one of the pioneer Nash- 
ville firms, are today one of the real 
actives. Allen Meadors heads this 
retail store and is widely known among 
shoe men. 


_. Lebeck Brothers in their department 


store give considerable attention to 
ladies’ and children’s shoes. 


Memphis Shoe News 
B. Lowenstein & Brothers, Inc., are 
erecting at Memphis a handsome 
arcade plate glass entrance to their 
store on Main Street and Court almost 
opposite Court Square. It will be one 
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of the handsomest in the city, a large 
expanse of plate glass with alcoves, 
walks between, and arcade effect in all. 
This store handles ladies’ and children’s 
shoes in a large department. 

Caradine Shoe Company, 63 North 
Main Street, Memphis, reports a good 
Easter trade. R. E. Caradine is sec- 
retary of the Tri-State Shoe Retailers’ 
Association and is one of the veteran 
shoe men of Memphis. 


John M. Shaddrick has succeeded 


Harry Buxbaum as manager of the 
men’s and boys’ shoe department con- 
ducted by the Shop of Culture, Mem- 
phis. They handle the finest shoes and 
are located on one of the leading 
corners in the city just opposite the 
Peabody Hotel. 


E. E. E. Shoe Company Have 
Made Many Improvements 
C. D. McRae, of the E. E. E. Shoe 
Company, reports business very satis- 
factory this Spring on Hanan, E. E. E. 
brands and the mail order department 
also receiving good business. Recently 
this store made many improvements on 
the first floor and they have a fine 
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hosiery department, a bargain base- 
ment feature, a repair department 
and everything very complete and 
modern. 

Caruthers Shoe Company on South 
Second, Memphis, report Spring busi- 
ness in the wholesale trade opening 
nicely. They are featuring as before 
the Figaro shoe and during the past two 
weeks have had to work extra hours at 
night to keep up with = spring 
activities. 

J. H. Lea Shoe Company is another 
wholesale house on S. Second Street, 
Memphis. They handle ladies’, misses’ 
and children’s shoes, tennis and rub- 
bers. They have two traveling men 
and specialize a little on felt slippers. 
Mr. Lea said recently that business 
was opening up well and that the sum- 
mer outlook was first class. 

Goodbar & Company observe half 
holidays Saturday but they are having 
a tremendous business every week. 
Mr. Yerkes and his large staff are active 
as of old. The four-leaf clover and 
special trade mark on their windows 
and shoes is familiar in the Mississippi 
Valley, as in Memphis. 


St Louis 


A Retail 


With Easter out of the way, the retail 
shoe stores and departments are cast- 
ing up what they have done and trying 
to figure out what they are going to do. 
Saturday’s business, it not being a 
hard and fast holiday as it was in Bos- 
ton, is reported as having been,’ in 
most instances, the largest in the 
history of the various shoe stores and 
departments questioned with relation 
to their aggregate. For the most part 
the reports showed extremely large 
business in both the men’s and women’s 
sections; in some cases it was regarded 
as a notable fact that the men’s business 
was proportionately heavier than the 
women’s, although both were very large. 
This, however, was probably peculiar 
to the store’s clientele and perhaps in 
part due to the fact that because of 
the open Winter and early Spring, 
women had begun their buying earlier 
and therefore it did not mass itself 
in the days immediately preceding 
Easter Sunday. 


Business Survey 


Pre-Easter Business Satisfactory 


In some cases also the retail mer- 
chants’ analysis of the situation seemed 
to indicate that there had been some 
buying as a result of a desire to make 
purchases before the luxury tax goes 
into effect, but naturally this was found 


chiefly in the stores handling the 
highest priced shoes. Altogether, the 
pre-Easter business was extremely sat- 
isfactory both as to quality and volume 
and although the public seemed inclined 
to ask when lower prices might be 
expected, there was little disposition 
to curtail or postpone buying because 
of the prices quoted. 

in Tan Russia 


Men’s Footwear 


In men’s footwear the heaviest call 
at the present time is on tan Russia 
oxfords and similar low shoes with the 
darker tones, mahogany for instance, 
running behind the tan, which latter 
is proving difficult to obtain. In fact, 
the general statement in the men’s 
stores and departments is that tan 
Russia would be by far the outside 
volume seller if the shoes could be 
obtained, but the prospects for getting 
sufficient quantities are not especially 
encouraging. © 


Kid Oxford the Favorite for Summer’ 


So far as the Summer trade outlook 
goes, the consensus of opinion seems to 
be that in the higher grade oxford, the 
consumer will call for kid where it can 
be obtained, while in the trade which 
cannot afford to go to the limits of 
kid, the fabric oxford will be sold. 

Manager George Palmer of Hutche- 


109 


son’s reported the pre-Easter trade as 
exceptionally strong and as being well 
maintained during the current week 
following the Easter season. Although 
he had run across some instances in 
which purchases being made 
early in order to avoid the luxury tax, 
he did not regard this as the chief 
incentive for the volume of trade which 
he was having, but rather that men 
who had been limiting themselves in 
footwear during the war period were 
just beginning to let go and purchase 
freely to cover their desires and needs. 


were 


A Big Season Predicted 


The feeling generally throughout the 
retail shoe trade in St. Louis is that the 
current season will be the biggest ever 
known and that the public will buy the 
shoe that it wants without much 
regard to the price, having accepted 
as fact that current prices are as low 
as they can expect within the normal 
wearing period of the shoe now needed 
and that, therefore, there is no occasion 
to wait any longer. In fact, a survey 
of the retail stores and departments 
on the Monday after Easter showed 
decidedly active business, indicating 
that the buying done the week before 
Easter, although it might have been done 
for Easter parade purposes, did not 
exhaust the call for new footwear, nor 
did it exhaust the ability of the public 
to buy and pay for seasonable shoes of 
quality. 


Salesmen Sending in Big Orders 


St. Louis manufacturers report that 
their salesmen-—and so do the jobbing 
houses —are sending in ordersin a way to 
make it a problem whether the ultimate 
total for the season will be easily de- 
livered to the trade. The aggregate of 
the business already booked for the 
‘earlier Fall deliveries, in conjunction 
with the immediate delivery goods and 
the requirements of the in-stock de- 
partments, is putting pressure upon the 
factories which is evidencing that labor 
is not in sufficient supply, in the shoe 
business at least, to meet the needs. In 
consequence none of the factories of the 
St. Louis houses, either those in the 
city or those in the outlying districts, 
are working up to capacity. The situa- 
tion is one indicative of a broadly 
prosperous season, not only the current 


--and Summer period, but also the Fall 


and Winter period, the latter being 
actively improved by the crop prospects 
which are, for the territory tributary 
to St. Louis, the best ever known in 
volume as well as in price. 


White in Demand 
St. Louis retail stores and depart- 
ments continue to report an excellent 





110 








BOOT AND SHOE RECORDER May 3, 1919 





STOCK NO. 126 
Cocoa Calf Bal, Torpedo Last. AA to D. 5 to 11 


Price $6.35 


19 STYLES 
CARRIED IN 
STOCK 


STOCK NO. 136 
Cherry Red Calf Brogan Bal. 
Aristocrat Last. AA to D. 5% to 11. 
Price $7.00 

















Siyest fright 


troe tam SOE 











Send for Spring Catalog of 19 Styles 
Carried In Stock. 


Shoes That 


Express 


Individuality 


It is truly said. Any shoe dealer 
could live out of our In-Stock 
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business following the pre-Easter selling, 
although, naturally, the volume is not 
up to that of the two or three days 
immediately before Easter Sunday. 
The call for footwear is still along the 
lines of the past few weeks with in- 
creasing evidence that everything in a 
white shoe, particularly the low shoes, 
will be sold and the season the best on 
whites that has ever been known. As 
has been previously indicated those 
possessed of the price are running to 
white kid and similar footwear, while 
the fabrics will be taken by those who 
want white but are prohibited by the 
cost of kid from satisfying their inner- 
most longings. Oxfords and pumps 
continue to run about fifty-fifty in the 
demand, the classification pumps in- 
cluding everything from the severest 
type to the most ornamental of buckle 
or colonial pumps. Spats are not being 
taken heavily, this being a climatic 
matter, but the trade is looking for big 
spat business in the Fall. 


Additional Facilities for Turn 
Footwear 

As a result of some phases of the dis- 
cussion at the recent round table section 
of the joint dinner of the manufacturers, 
wholesalers and retailers at the Hotel 
Jefferson the larger St. Louis shoe 
manufacturers are planning to give 
additional facilities to the production of 
turn footwear which has already gained 
considerable proportions in the St. 
Louis plants. President Frank C. 
Rand, of the International Shoe Com- 
pany has already begun inquiry into 
the best plans to follow in his organiza- 
tion to increase the factory output and 
President John A. Bush, who has been 
away one month on a joint business and 
pleasure trip has returned imbued with 
the idea that turn shoe business can be 
materially increased. Hitherto the 
factory capacity in St. Louis for turn 
shoes has been minimized because of the 
short portion of the year in which turn 
manufacture could be maintained. The 
plans for development will be along 
lines which will broaden the period of 
manufacture in order to prevent idle 
plants or workmen and at the same 
time maintain the turn forces intact. 


Herbert M. Morgan Elected Vice- 
President of Trust Company 

Herbert M. Morgan, formerly in the 
St. Louis shoe business in connection 
with the Burrow-Jones & Dyer Shoe 
Co., later the McElroy Sloan Shoe 
Company, has been elected vice-presi- 
dent of the St. Louis Union Trust Com- 
pany and the St. Louis Union Bank. 
Mr. Morgan, during the war, has been 
attached to the staff of the Alien Prop- 
erty Custodian at Washington and was 
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one of a commission of three recently 
visiting Central America on a mission 
having to do with alien activities. 


Heavy Subscriptions to Victory 
Loan 


Heavy subscriptions have been the 
rule in the St. Louis shoe houses to the 
Victory loan, the notes being recognized 
as a valuable investment for surplus 
funds. The International Shoe Com- 
pany took $1,000,000 of the Govern- 
ment notes and large subscriptions were 
taken by the other houses, including the 
Brown Shoe Company, the Hamilton- 
Brown Shoe Company, the McElroy- 
Sloan Shoe Company, and others. The 
companies subscribed heavily on their 
own account; the officers were also 
heavy personal buyers, while the em- 
ployes subscribed liberally, their sub- 
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scriptions being kept separate from 
those of the companies. 


Export Bank Planned 


Merchants and bankers of St. Louis, 
the shoe interests being largely repre- 
sented among them, are preparing for 
the formation of a large discount ban 
for operation in connection with export 
business. The state legislature has 
passed laws permitting freer action on 
the part of Missouri banks in holding 
stocks of other companies and the new 
corporation will be formed with an 
initial capital of not less than $5,000,000 
and probably $10,000,000 to aid in 
financing foreign operations. All the 
larger shoe manufacturers of St. Louis 
are already operating in all parts of the 
world and the new banking facilities will 
enable an increase in their export trade. 


Milwaukee 


Outlook Is Promising 


Due to the unusually heavy demands 
being made for goods for immediate or 
near-date delivery, and the increasing 
number and extent of orders for Fall 
and Winter goods, there is hardly a shoe 
factory in Milwaukee that is not con- 
fronted by the perplexing problem of 
providing greater capacity without 
further delay. In fact, a number of 
industries already are erecting additions, 
although they made material enlarge- 
ments during the period just prior to the 
end of the war. Others have under 
consideration the matter of adding new 
facilities, avoiding, if possible new con- 
struction at present abnormal prices. 
Still others are figuratively taking the 
bull by the horns and building new 
structures and buying new machinery 
and equipment, regardless of price, so 
that their customers may be satisfied. 


Affects Entire Industry 


The general expansion movement 
affects the entire industry, from the 
concern which puts hides through the 
first process, to the retail store itself. 
The tanners are working diligently to 
relieve present congestion in their 
plants and fill the hungry maw of the, 
fast-growing boot and shoe manu- 
facturing industry. At no time in 
recent years, at least, has the activity 
in the industries been so broad or the 
necessity of wide expansion to meet it 
adequately so pressing as now. While 
the movement goes forward with en- 
thusiasm, due regard is being given to 
the possibilities of the coming of a period 
of relative quiet. All are proceeding 


with a view of avoiding over-production 
by reaching out to the extent of only a 
percentage of what might appear to be 
justified by immediate conditions. 


Weather Hurts Trade 


The first week after Easter, during 
which local shoe dealers hoped to make 
a good start in marketing the more 
seasonable Summer goods and novelties, 
was of a nature more conducive to 
selling high shoes than oxfords, pumps 
and white goods. After a wonderful 
Easter day, the weather turned cold 
and dreary and this lasted throughout 
the week, with prospects that more was 
coming. An April frost did~ much 
damage to growing crops in this vicinity. 
Under such conditions the local trade 
did not deem it advisable to make a 
vigorous effort to show white footwear, 
although the window trims of the last 
week contain a Liberal sprinkling of 
white kids, suedes and the less expen- 
sive fabric merchandise. The impres- 
sion prevails here that this is going 
be a good white shoe year, but active 
trade necessarily must await warm 
weather. As the Winter was unusually 
mild, there are some who think hot 
weather will be somewhat late in 
coming. 


To Develop Beloit Factory 

As a result of a general meeting of the 
Chamber of Commerce of Beloit, Wis., 
on Thursday evening, April 24, it be- 
came public that the Juvenile Shoe 
Corporation, St. Louis, which has one 
of its largest factories in Beloit, has 
under consideration plans to develop 
this industry very materially. Con- 
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Welt Pumps In Stock 


EARLY DELIVERY 


I)! |i| 086 Black Kid Pump, Fonda, Baby French, $6.00 


| 686 Black Russ. Pump, Fonda, Baby “ 6.00 
386B Eve Cloth Pump, Fonda, Baby “* 4.75 
886B White Kid Pump, Fonda, Baby ‘ 7.50 


UPHAM BROS. SHOE CO. 


Stough ton, Mass. 








DE LUXE 


(Invisible Buckle) 
Patent Pending 
TITTITTITIM 


BEST 


in fit, appearance and | 
in quality 


A strong statement, but one 
that is backed by the mer- 
chandise. 


American Gaiter Com- 
pany’s DE LUXE spats are 
world leaders in fit, appear- 
ance, material and work- 
manship. 


Featured in all prevailing 
colors: tan, fawn, beaver, 
taupe, pearl, brown, white, 
biscuit, drab and chamois. 


Place your Fall orders now. 
Samples upon. request. 


American Gaiter Co., Inc. 


The Premier Manufacturers of 
High Grade Spats 
Acknowledged the best fitting and finest made 
spats in the world. 


CEDOEEEOOEEOOORODOEEDOREREELS 


FACTORY NEW YORK 
129-133 OFFICE 
. ss Rooms 602-604 
Grand Ave. Marbridge 
Brooklyn Building 
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Patent Pending 
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HE wonderful business enjoyed 

by retailers everywhere suggests 
making ample preparations for Fall 
—everybody knows dependable lines 
will be scarce. 


New high quality levels are the attractive 
feature of— 





Reg VS.Pat. Orfice 


“Onyx 


for Fall. Now is the time to place substantial 
orders on all lines of “Onyx” on which delivery 
can be assured. 





Emery @ Beers Company Ine. 


Sole Owners of ‘“‘Onyzx”’ Hosiery 


BROADWAY AT 24th STREET 


NEW YORK 
Boston Office: Philadelphia Office: Chicago Office: 
$1 Bedford Street 1088 Chestnut Street The Lytton Building 
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A New Organization 
A New Line of Women’s Welts 
A New Opportunity for Merchants 


FTER long association with the 
shoe manufacturing business we 
have united for collective effort in 

the production of a much in demand 


grade of shoes. 


It is our purpose to produce a line of 
women’s welts which will become wide- 
ly popular because of beauty of style, 
excellence of workmanship and quality 


and reasonableness of price. 


Through the economies that go with 
standardization and specialization we 
propose to offer the trade a maximum 
amount of service and quality for a 


minimum price. 


Yours for service. 


Welch, Moss & Feehan Co. 
Haverhill - - - Mass. 


JOHN P. WELCH, President JOSEPH R. FEEHAN, Secretary 
VERNON H. MOSS, Vice-President FRANK M. SEAMANS, Treasurer 
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tingent upon certain conditions, the 
factory is to be enlarged by an addition 
costing in the neighborhood of $85,000. 
This would result in an increase in the 
payroll from $100,000 now to $250,000. 
As a matter of fact, operations here 
already are being extended, a new style 
of turn shoe having been placed in ‘pro- 
duction in addition to the welt shoe 
previously made. The sole cutting 
factory now part of the Carthage (Mo.) 
factory will be moved to Beloit in the 
near future. Purchasing for the Beloit 
factory also is now being done direct, 
instead from a central buying office at 
St. Louis. L. B. Dedrick has come 
from St. Louis to take charge of the 
purchasing. L. A. Bean is manager of 
the Beloit factory, which originally 
was the John Foster Company before it 
was acquired by the Juvenile Shoe 
Corporation. 


Curing Retail Troubles 


“The troubles of the Retail Merchant 
and How to Stop Them” was the sub- 
ject of an ilustrated lecture given by 
S. F. Fannon, an emi:sary of the Na- 
tional Cash Register Company, before 
the Retail Division, Milwaukee Associa- 
tion of Commerce, at the banquet pre- 
ceeding its annual meeting on April 22. 
Mr. Fannon dwelt particularly upon 
the importance of advertising and pub- 
licity as the meat and drink of the retail 
store and said that ten failures are 
caused by too little advertising against 
one from too much advertising. The 
truth of the modern business axiom, 
“Advertising Pays,’ was well illus- 
trated by fact and figure. . The steady, 
continuous advertiser, said Mr. Fannon, 
is the one who profits most. The 
annual election of the division was a 
formality, all candidates having previ- 
ously been nominated without opposi- 
tion. F. H. Stover, head of the Stover 
Walk Over Boot Shop, Plankinton 
Arcade, is a new director for a one-year 
term. 

A Great Bank Founded 


Milwaukee shoe manufacturers, tan- 
ners, shoe merchants and all other 
business men take a great deal of pride 
in the fact that one of the largest 
financial institutions in the Middle 
West has been founded here by the 
consolidation of the two largest Na- 
tional banks, the First and Wisconsin, 
into a single bank to be known as the 
First Wisconsin National. 
binéd resources already exceed. $100,+ 
000,000. The capital and surplus are 
more than $10,000,000. Fred Vogel, Jr., 
for’ fifteen years president of the First 
National, and widely known as a mem- 
ber of the Pfister & Vogel leather 
interests, Will rétire’ but remain &° mem- 


The com- 


ber of the board and executive com- 
mittee. The merger will become 
effective about June 1. ° 


Large Tannery Addition 

The American Hide & Leather Co. 
has awarded contracts for the érection 
of ‘a large four-story addition and other 
improvements at its big plant in 
Sheboygan, Wis., which will relieve the 
congestion caused by the overwhelming 
demand for its product. The Sheboy- 
gan plant is one of the main ones em- 
braced in the American group. Work 
on the addition is‘now under way and it 
will be ready about July 1. 


Davies Shoe Company Buys New 
Home 

The Davies Shoe Manufacturing 
Company, Racine, Wis., which has been 
overcrowded in its present plant at 
Racine Junction for a long time, has 
taken steps to greatly increase its out- 
put. The three-story manufacturing 
plant of the Badger Cloak & Suit Co. 
on Northwestern Avenue has been pur- 
chased outright, with a number of 
smaller buildings nearby and after 
improvements are completed in about 
sixty days will become the home of the 
Davies factory. 


Increase Force To 1200 


The Fred Rueping Leather Company, 
Fond du Lac, Wis., is preparing to in- 
crease its working force to 1200 people 
to handle the enlarged facilities which 
are being provided. It is significant to 
note that on November 11, Armistice 
Day, the Rueping payroll numbered 
750, while on April 1 it was 1,000, and 
now it is going to 1,200. In the past six 
months new buildings have been erected 
and new machinery and equipment in- 
stalled to bring the daily output of the 
plant to take care of 90,000 pounds, or 
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three carloads of.hides and skins. These 
improvements are now in the final 
stages of completion, making it neces- 
sary to increase the payroll. The 
Rueping plant now is the largest single 
industrial enterprise in Fond ‘du -Lac. 


Among Badger Merchants 

Krempien & Dame, ‘who on April 15 
purchased the C. & K. Shoe Store, 837 
College Avenue, Appleton, Wis., re- 
opened the establishment on Saturday, 
April 26, under the name of Novelty 
Boot Shop. In the interim, the store 
has been thoroughly renovated and re- 
equipped and now contains practically 
a new stock. Mr. Krempien recently 
was discharged from the Army, and Mr. 
Dame from the Navy. Prior to their 
enlistment, both were associated with 
Appleton shoe shops. 

The. Fair, Escanaba, Mich., 
nounces the appointment of Eugene 
Poisson as manager and buyer of its 
shoe department. Mr. Poisson for the 
past year was connected with the 
Young & Fillion Co.’s department store 
in Escanaba as expert fitter and 
orthopedic specialist. 

Bruno P. Beck, Main Street, Jef- 
ferson, Wis., on April 21 formally 
opened a new electric repair depart- 
ment, equipped throughout with new 
machinery of the most modern kind. 
The Beck store is considered the leading 
retail shop in Jefferson. 

E. J. Quist opened his new store at 
24 South Brown Street, Rhinelander, 
Wis., with a unique offer. A pair of 
size 15 men’s shoes and No. 1 ladies’ 
shoes were offered to those who could 
wear them comfortably. The former 
sheriff of Oneida county found the big 
shoes a perfect fit, and Mrs. Sam Bur- 
nett of Rhinelander was awarded the 
diminutive boots, which were exactly 
her size. 


an- 


Buffalo 


; Big Easter Trade 


As Buffalo shoe men are still discuss- 
ing with enthusiasm the various phases 
of their heavy trade on the: Saturday 
before Easter a few timely observations 
of this business will not be amiss. ¢ 

It was certainly “Small Store’s Day” 
—the Saturday preceding Easter. 
Everyone visited was engaged up to the 
hilt of its endeavor. It was‘easily seen 


that in the majority of instances, the 
purchases of new footgear was not ab- 
solutely necessary, so far as the cus- 
tomers were concerned. The trim heels 
and the unworn soles of the busy shop- 
‘pers amply proved that their impulse to 


buy was really the outburst of full 
hearts cleared from the irksome restric- 
tions of Mars—the God of war. It was 
also apparent that their minds had been 
favorably influenced by the local mer- 
chants’ slogan, ““Dress Up, Now That 
the War Clouds Have Been Dispersed.” 


-Extra salesmen were pressed into serv- 


ice at the stores, so that the loss of 

trade during the great rush would be 

minimized. 

News from Hengerer Company’s 
Store 


The faith of Charles Nearing, shoe 
buyer,’ in’ the people’s willingness to 
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Goodyear Welt 


BUMPER SHUS 


Men, Boys and Youths 


No. 1508 H 
Color SMOKE 


Made on a broad toe 
nature last, No. 15. 


Upper of No. | selected 
smoke Chrome Horse- 
hide. Scout Bal style, 
width D-E. Sizes from 11 


youth’s to 12 men’s. 


Sole and heel warranted 
Corusco Fibre that will 
outwear leather. 


No. 1507 H 
Color BROWN 


Made on a broad toe 
nature last, No. 15. Up- 
per of No. | selected 
Brown-Chrome __ Horse- 
hide. Scout Bal style, 
widths D-E; sizes from 


11 youth’s to 12 men’s. 


Sole and heels warranted. 
Corusco Fibre that will 
outwear leather. 





A Bumper Shu for Every Boy 


HE Bumper Shu line not only presents style and service in an all-’round 
shoe, just such a shoe as man, boy or youth just “hankers” to put on, 

but the price means a big saving in the family budget. 
The construction is Goodyear Welt throughout. “Made for service—with 
plenty of class and smart looks.” 
“Bumper” Time is coming and so are “Bumper” Users—if you stock the line 
and give it good display. 
There is more real value and wearing quality at the price in a Bumper Shu than 
in any shoe of its kind yet made. 


Made Only By 


Converse Rubber Shoe Co. 
Malden, Mass. 
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spend freely after the war was splen- 
didly demonstrated on November 12 
last, the day after the armistice was 
signed, when he jumped into the market 
and secured for his store—the William 
Hengerer Company—an unusual and full 
assortment of women’s low shoes. Some 
wonderfully bewitching models he lined 
up on a counter for the “Recorder” 
representative. They embraced shades 
in grays and pearls. ‘A big advantage 
to Mr. Nearing was that the supply of 
this kind of merchandise had been 
exhausted in some of the other stores 
just before Easter. A few competitors, 
according to Mr. Nearing, assured 
patrons that another shoe of that 
particular shade wasn’t to be had in 
Buffalo.” Of course, on the Saturday 
before Easter, the Hengerer buyer was 
serene and happy handing out the 
goods. 

Gray spats are popular with Hengerer 
Company’s patrons, Mr. Nearing had 
been fortunate in getting a large lot of 


dainty pearl, gray and rich seal brown. 


shades in women’s low shoes. If the 
strike in the Brooklyn factories hadn’t 
held him up, an additional $50,000 worth 
of Spring footwear would have been 
housed under Hengerer’s roofs. Mr. 
Nearing expects to buy his Fall stock 
within a few days. 

J. H. Anderson, manager of Henger- 
er’s men’s department, reports a much 
better season this Spring over the re- 
turns for last year. He says some 
leathers are hard to get. Kid stock is 
scarce, and some calfskins. Their boys’ 
trade is wonderfully good. Mr. Ander- 
son has found that the returning sol- 
diers are asking for a broader toe last. 
Having anticipated such a demand, he 
is filling many of these orders daily. 


William Eastwood & Son Acquire 
Additional Space 

An important real estate transaction 
was consummated recently when the 
William Eastwood & Son of 567 
Main Street bought not only the two 
adjoining stores in which they have 
been doing business for some years but 
also another fronting in Main Street, 
next to their present location. This will 
give a regal front of fifty-three feet on 
Main Street, just about doubling what 
they had previously. Their new store, 
569 Main Street, has been occupied by 
the Robert L. Loud Music Company. 
Their Washington Street front of twen- 
five feet remains the same, excepting 
that the Eastwood Company has ac- 
quired the property. The sum involved 
runs over the quarter million mark and 
the deal means a marked advance by 
this firm in securing itself as one of 
Buffalo’s very best shoe establishments. 
The clean, noble facade of the big 
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building taken over, when it is recon- 
structed, will be one of the beauty spots 
of this city’s retail centre. 


Flint & Kent’s Customers Want 
**Highest Priced’? Goods 

It would be a peculiar situation to 
find a positively low-priced item in the 
ultra-fashionable department store of 
Flint & Kent. Things there are only 
relatively lower-priced—relative to what 
they hold their best goods at. So the 
statement of David R. Roblin, manager 
of this conipany’s shoe departments, 
that his patrons were “preferring the 
highest-priced goods,” carried with it 
more than the ordinary weight. Prices 
commence at about $10 to $12 for their 
ordinary grades of footwear and end 
considerably higher. 

Mr. Roblin has just returned from a 
vacation trip to the Pacific coast. He is 
chock full of not only the western spirit 
of hospitality but of valuable items of 
information picked up in the various 
cities. 
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Opinion of R. P. Quigley 

“The crazier the buckles the better 
they like them.” 

That’s the experience R. P. Quigley, 
shoe department manager of Oppen- 
heim, Collins & Co. has had lately with 
Buffalo’s damsels and dames. They'll 
go the limit to have an attraction on 
their pedal extremities, different from 
the general quiet assortment of past 
years. The buckle run is on and, ac- 
cording to Mr. Quigley, “Keep your 
eyes and also your ears peeled for the 
latest varieties. You can almost detect 
them with your auditory as well as your 
optic nerves.” 

The buckles are brazen; they’re 
outlandish, both in color, shape and 
style, but they’re terribly fetching for 
all that and will continue to be all the 
rage, according to Mr. Quigley. He 
reports good busines in every line he 
handles? He says shoes, all kinds, are 
selling fast, the low-built, classy models 
predominating. 


New Orleans 


Local Merchants’ Association Will 
Make Big Drive for Members 


With the appointment of Philip 
Schiro Jr., chairman of the Membership 
Committee, by the New Orleans Shoe 
Retailers’ Association a big member- 
ship drive will be launched in the next 
few days by Mr. Schiro. There is no 
doubt that the membership of the 
association should be increased three- 
fold said President Jacobs and the 
appointment of a live-wire like Mr. 
Schiro, practically assures success. 

Working with Mr. Schiro are Sol 
Stern, manager of the Maison Blanche 
shoe department, J. H. Ravain, W. J. 
Oldenberg, A. Bellaque and A. Papa. 
This committee will make a store to 
store canvass in New Orleans, and if 
talking power means anything, this 
committee is certain to bring results. 


War Tax Discussion Postponed 


Because of a small attendance due to 
many merchants being busy with their 
Easter business, the discussion on War 
Tax was postponed until May 21 by 
the New Orleans Shoe Retailers’ Asso- 
ciation. The next meeting promises 
some lively discussion on the subject. 


Committees Appointed 
The New Orleans Shoe Retailers’ 
Association met ‘April 16th at the 
Association of Commerce and ap- 
, pointed the following committees: 
Program—Ralph P. Levy chairman, 


A. J. Willioz, Rene Roberts. Com- 
mittee on Business Ethics—S. M. 
Schumacher chairman, Sam Cohn and 
Thomas Arrow. Advertising — Bob 
Mayer chairman, E. T. Grunner, H. N. 
Gastrock. Membershig—Philip Schiro 
chairman, Sol Stern, J. H. Ravain, W. 
J. Oldenberg, A. Bellaque and A. Papa. 

Because of pressing business, E. H. 
Wild resigned as secretary-treasurer. 
His resignation was accepted w:th deep 
regrets. Mr. Wild has made an able 
official. M. F. Duff was elected to 
succeed Mr. Wild. Mr. Duff is the 
proprietor of a flourishing store in 
Tulane Avenue and popular with the 
members. 

The New Orleans National Bank was 
selected as the depository of the 
Association. 

The committee on program was 
instructed to arrange for the May 21 
meeting when the members will enjoy 
themselves at a banquet. This phase 
of the association’s activity is in the 
hands of the committee headed by Mr. 
Ralph Levy and it goes without saying 
that Messrs Levy, Willoz and Roberts 
are going to extend themselves to make 
this affair long’remembered. 


Buying More Shoes 
That wage earners of New Orleans 
are evidencing their increased earnings 
by buying more shoes than ever is the 
opinion of Ralph P. Levy, manager of 
the Pokorney chain of shoe stores. 
“Shoes are very high, unfortunately 





BOOT AND SHOE RECORDER 








_—————— = a a a a a a 
IIc IC 





————— = a a a a eo a as 





ICICI 


INMNNMNNNNNMnnMooK IIIc Ic 
OOOO OOOO oe oe oes 


a a a oe ae 
oI I 


= a a 
MOOI ICI I Ie Ie 


ICICI IC Ic 


IC 
IOC CIC eee ee 


—— a 
. =| a aes 


—— os 


— = a oes 
| ee la oe a a a a ae ae a 


SaGe ee ee ee oe oe ae oe ee ee 
MOO OOOO Ic 


coc 
























Here’s a wonderful 
profit maker for 
merchants. 


cwatonnue Kamery & Marshall Cow rere. 


Orlando N. Dana 


Haverhill, Mass. 9 wzcm Lett 


Charles L. Marks 


New England Representative 
W. H. Tucker, 183 Essex Street 
Boston 





OCO Calf Welt Boot, 


seamless and perfor- 
ated vamp and imi- 
tation tip. No.18. 
Buck Top. Perforat- 
ed lace row. 14-8 
Cuban leather heel. 
On our No. 75 last. 


Retails $14.00 


May 3, 1919 


1c oe 3c 





INN 
ICI ICICI 


lon oe oe | oe | oe 
aC IC IC IC IL 


1c CIC Ie 4 1 
OOOO IIe ec ic ac 





s Tals IOC 3 3c 























May 3, 1919 


so, said Mr. Levy to the “Recorder” 
correspondent. But people are buying 
more of them, regardless of the price. 
We wish we could promise a reduction 
in price, but we received a telegram this 
morning from our representative in 
Boston saying that leather has again 
advanced in price. People will be 
forced to pay from 50 cents to $1 more 
for their shoes in a month than they 
are paying now.” 

New Orleans shoe stores enjoyed one 
of the biggest Easter trades in history. 
High priced shoes are ia big demand. 


A Group of Interesting Briefs 


Manager Wild of the Crossett store 
reports big demand in dark tans, and 
while the white season is just opening, 
he looks for a big white season. “‘New 
Orleans is a great Linen suit city, said 
Mr. Wild, and naturally white shoes are 
going to be big sellers when they get 
started.” 

M. F. Duff, of Tulane Avenue re- 
ports a big demand for pumps and 
colonials. H , too, looks for a big 
season ir white, though slow in getting 
started. 


Monday, April 28, was a legal holiday 
in New Orleans, all stores closing in 
honor of the boys returning from “‘over 
there.’ The 14Ist Field Artillery, 
made up of the old historic Washington 
Artillery, were given the two over. 
The welcome home committee in charge 
of plans arranged a great event in honor 
of the returning heroes. 


Manager Philip Schiro of the Roth 
Shoe Store reports big sales in colonials 
and plain pumps. Whites are selling 
well, though a little early. Workmen 
are still engaged renovating his store, 
and when finished will be one of the 
most fashionable on Canal Street. 


The Walk-Over reports a big Easter 
business, the best in many years. 
Pumps, oxfords and colonials being in 
demand. The white season is just 
opening and indications point to a big 
demand. 

Manager I. R. Jacobs of the Walk- 
Over store left Friday April 25 on an 
extended business and pleasure trip to 
New York and Boston. 

The Walk-Over baseball team is 
touring Louisiana and Mississippi and 
is meeting success having won most of 
the games played. ; 

The Imperial Shoe Store has one of 
the finest Spring displays seen on 
Canal Street in a long time. Their 
window display is most attractive. All 
of the large Canal Street stores deco- 
rated in honor of the Washington 
Artillery’s, return. 
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More News Items 


Louis Sporl reports big sales in 
white oxfords kid and canvas oxfords. 
Black pumps are selling well, but the 
whites seem to have the call. Mr. 
Sporl looks for a record breaking in 
white. 

Maison Blanche and D. H. Holmes, 
two of the largest department stores on 
Canal Street, are advertising white 
extensively. Holmes reports one of the 
largest sales on record. 


Manager George Hogan of the Marks 
Isaacs Shoe Department reports having 
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Easter trade. 
better he said 


during the 
was never 


sold out 
Business 


- With the raising of the embargo on 


leather, he predicts a big advance. He 
believes that England will grab up all 
the leather possible on this side, thereby 
running up the prices. 

Manager Rene Roberts of Godchaux 
reports that all records were broken in 
the last Easter business. Dark tans 
are selling well while white is beginning 
to take a big jump. Low shoes are of 
course in demand. Mr. Roberts looks 
for a big business this Spring and 
Summer. 


Columbus 


Stocks Depleted 


Owing to the exceptional sale of 
Easter footwear merchants are com- 
pelled to putin hurry calls for additional 
goods to complete their stocks. Never 
in history has business been so good as 
the pre-Easter sale of footwear this 
season. From early in the year to the 
present the merchants have experienced 
an exceptional sale on low footwear and 
have been compelled from time to time 
to send their buyers on hurry trips to 
the shoe markets in order to keep their 
stocks complete with the latest style of 
current footwear, but the after-Easter 
condition of stocks is the barometer 
of local trade and merchants have 
found their stock of footwear practically 
cleaned out in the latest styles, and will 
again find it necessary to replenish 
their stocks. Part of the cause of this 
condition, no doubt, is due to the fact 
of the many visitors to Columbus on 
account of the returning troops, many 
of whom have paraded in this city be- 
fore being demobilized, and many of 
whom visited here after being mustered 
out of service in order to replenish their 
wardrobe. This being the logical point 
of meeting the boys, many of the boys’ 
mothers, wives and sweethearts have 
made their home welcoming a buying 
trip and have purchased on the local 
markets any articles that they needed 
for their Easter display. 

Merchants report that the majority 
of the mustered-out men are buying the 
English last in mahogany calf, both.in 
oxfords and shoes, while the sale of 
women’s lace oxfords has been enormous 
in black and mahogany colored kid, 
with Louis heel, in either wood or 
leather, with Goodyear welted soles, and 
turn soles. 


New Officers of Columbus Shoe Club 


New officers of the Columbus Shoe 
Club, which is composed of merchants 


and buyers among the local shoe trade 
have been elected for the ensuing year 
The following officers will serve: L. J. 
Bergman of The A. E. Pitts Company 
president; Wm. Reichel of The Union 
Company, vice-president; J. M. Ryan 
of The Fashion, secretary; Geo. W. 
Hackenberg of The Boston, treasurer. 


Silver Jubilee 


Marking a quarter of a century of 
honesty and progressive merchandising 
in Columbus, the silver jubilee of the 
Union Company which was held re- 
cently was indeed the most momentus 
event in the history of this store—both 
for the Union Company and for the 
shopping public of this city and vicinity. 
In keeping with the importance of this 
event, the company had been preparing 
for months to make its 25th Anniversary 
Sale one of the greatest selling events 
ever known in its history. Every de- 
partment of this big store had arranged 
tremendous price reductions on stock, 
and coming at a time like this, it is need- 
less to say that this sale was well patron- 
ized. Mr. Reichel, manager of the shoe 
department, was well pleased with the 
results. In the several shoe depart- 
ments reductions had been made on all 
well-known lines. Among others carried 
at this time was a handsome genu- 
ine kid oxford in black and tan in a 
stunning new long vamp last with imi- 
tation tip, leather Louis heel and hand- 
sewed, welted oak sole, at $6.25, which 
proved to be the pick of the crowds. 


Store Redecorated 


The redecorating of the store of the 
A. E. Pitts Company has been com- 
pleted. New floor coverings have been 
laid, new Shakespeare chairs have been 
installed in the ladies’ department on 
the first floor and the store has taken on 
th2 appearance of a debutante in her 


-first coming out dress... The scheme that - 
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THE AMERICAN HIDE & LEATHER COMPANY amanvfactures 
twenty-six kinds of Chrome Calf and Veal Upper Leather; eighteen kinds of 
Chrome Side Upper: nine kinds of Combination and Bark Tanned Side 
Upper; six finishes of Splits; Bag, Case, Fancy, Collar Leather and Welting. 
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SOME AMERICAN HIDE & LEATHER COMPANY ’S TRADE- 
MARK LEATHERS — Calf:—Tan Royal, Royal Kid, Box, 102 Box, 
Ooze, Willow, Titan, Cadet, Empire. Side Upper:— Bronko Patent, Mil- 
waukee Patent, Bison, Boris, Ottawa, Radium, Sheboygan Calf, Trojan, Zulu. 
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ILLIAMS’ 


WORK SHOES . 


UNION - MADE 


EVERY NUMBER “IN-STOCK” 





HEREVER men are employed at 
work which is “hard on shoe leather,” 
there is a market for ARTHUR WIL- 

LIAMS Work Shoes. Comfort and durability 
are combined. This is the type of shoe which 
causes your customers to come back and ask 
for another pair of the same kind. 


Our stock department enables us to give prompt 
service, shipping mail orders the day received, 
thereby avoiding the necessity of tying up an 
unnecessary amount of capital. 

Over twenty years of specializing in the manu- 
facture and sale of Work Shoes has enabled us 
to assist many of our customers to increase the 
volume and profits of their Work Shoe business. 
We can do the same for you. 


WRITE US TODAY 











“INT ” 
No. 696. Price $3.00— IN STOCK 
Black Grain Blucher means 
—Comfort Last — 
Plain Toe—Two Full “READY TO 


Soles—Nail Fastened 
SHIP”’ 


with 
WILLIAMS 











Send for 
Price List 





No. 4455. Price $2.00—Brown Grain Molder—Plain 
Toe—\% Double Sole—Nail Fastened 


ARTHUR A. WILLIAMS SHOE CO. Manufacturers 


HOLLISTON, MASS., U. S. A. 
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was used in the decorating of this store 
was one which made the room lighter. 
With this in view, the wood work and 
chairs were of an enameled putty color. 
The business of this firm has shown a 
very marked increase for the first four 
months of this year over the same 
months of last year which was consid- 


-ered a record breaker at that time. 


At the Store of F. & R. Lazarus 


The F. & R. Lazarus Company are 
showing a very beautiful style of wo- 
men’s black suede three-eyelet oxford 
in a new long vamp last, with Louis heel 
and turned sole that has proven a very 
good seller, while in the men’s depart- 
ment they are displaying their “‘Victory 
Oxfords” in a nut brown’ shade, in 
snappy, up-to-the-minute, English mod- 
els, as well as easy full toe bluchers. 


At the Fashion 


The Fashion is showing a woman’s 
black satin five-eyelet oxford whicb is 
very stunnning, while the Z. L. White 
Company is featuring oxfords in black 
and field mouse with Louis heels. and 
welted soles, and pumps in brown, gray 
and black kid with high and low heels. 
Inthe men’s and boys’ department they 
are showing men’s and boys’ oxfords, in 
all styles, and all leathers. 


At Petot’s 


Petot Shoe Company is displaying a 


fine black satin colonial, with a stunning ~ 


buckle, that was on2 of the best offerings 
that their buyers have found this season. 


At Other Stores 


One of the busiest corners in the Dun- 
lap Shoe Company store is that con- 
taining the finding counters which are 
located just inside the door and pre- 
sided over by a very courteous sales- 
woman. Here you will find all the latest 
styles in hosiery, spats, colonial buckles, 
slipper ornaments, laces, shoe polishes, 
shoe cleaners, shoe trees, and a beauti- 
ful line of ladies’ hand bags. This coun- 
ter is well patronized. 

The business of the Sorosis Shoe Com- 
pany whicn is located in the store of the 
Dunn Taft Company has gzeatly in- 
creased this yea: and according to ‘the 
sales for the four months, this year is 
expected to be a record breaker. 


Around the Corner, out of High 
Rents 

Bates Shoe Store which is opezated 
by E. C. Bates and which is located at 
19 East Gay Street has one of the most 
modern men’s shoe store in the Middle 
West. Mr. Bates claims that he can 
save his customers money by being 
located at this number which is just 
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50 steps off of High Street. This store 
is one of. the very few that has made a 
success in handling men’s shoes only. 
This store handles a very choice line of 
men’s goods and has a regular clientele. 


News Items 


A. E. Pitts, president of the A. E. 
Pitts Shoe Company, with his wife, is 
spending a month at Atlantic City. 

L. J. Bergman, manager of the wo- 
mens’ and junior departments of the 
A. E. Pitts Shoe Company buried his 
mother last week, Mrs. Bergmans was 
stricken with heart disease and died 
very suddenly. 

M. Shapiro & Co. who are now located 
at 251/South Fourth Street have leased 
thé building at 259 South High Street, 
they are making extensive alterations, 
preparatory to moving from the former 
number to the new location where they 
will greatly enlarge their shoe depart- 
ment. 

Reports from the local manufacturers 
regarding orders for Fall are very en- 
couraging, all are of the opinion that 
the sales for next season will greatly 
surpass last Fall’s sales, and are gradu- 
ally increasing their production to their 
former pre-war basis. 

Manufacturers and merchants have 
all bought liberally of the Victory Lib- 
erty Loan bonds, which speaks well of 
the shoe trade in this locality. 


Merchants Have Placed Fall Orders 


The majority of the local merchants 
have placed their orders for Fall delivery 
for both staple and novelty lines. One 


123 


merchant informs us that he has bought 
in the line of novelties—women’s patent 
leather with mat top, Cuban and French 
heels, both in lace and button, patent 
with ooze calf tops in black, dark gray, 
dark field mouse in both lace and, but- 
ton, all black ooze calf, mat kid in lace 
and button in both Louis heel and Cuban 
heel, the proportion of button boots 
being about three out of ten, while he 
has bought heavily on dressy patent 
pumps, to be worn with spats. This 
merchant also informs us that his orders 
have been mostly for the 3 7-8 inch 
vamp, his idea being that this is a bet- 
ter fitting style giving less trouble to the 
wearer. 
Nine Hour Day 

Local shoe factories go on a nine-hour 
day this week; this was done to show 
the appreciation of the employers to- 
wards their employes, and to allow the 
men an extra hour a day with their 
families or to allow them this addi- 
tional hour for pleasure. Employers 
predict that this will not slacken pro- 
duction—in fact they predict an extra 
effort towards increasing production. 
No reduction of wages will be sustained 
by those on a day-work basis. 

Salesmen for all the local shoe fac- 
tories are sending in orders and reports 
show very plainly that they are all 
selling the goods for Fall deliveries in 
about the same quotas as formerly. Dull 
kid and mahogany colored kid and calf, 
patent leather with dull kid top, with 
Louis heels, are selling well for Fall. 
Button boots as predicted, are not meet- 
ing with much enthusiasm according to 
salesmen’s reports. 


Brockton 


48-HOUR WEEK 
Plan Adopted for Local Factories 


As a result of conferences between 
the Brockton Shoe Manufacturers’ 
Association and representatives of the 
Boot and Shoe Workers’ Union in this 
district, a 48-hour week will take the 
place of the former 50-hour week in 
Brockton factories. This plan includes 
a proposal on the part of manufacturers 
for the unions to negotiate for an in- 
crease in prices on the lower paid 
branches of the industry. 


Probably Will Include Accessory 
Lines 


During the next 10 days it is expected 
that the 48-hour week will be in full 
operation in all shoe factories, not only 
in Brockton but in the entire South 
Shore district of Massachusetts. It is 


expected also that it will include in the 
near future the factories in this city and 
vicinity making shoe accessories. The 
same rate of wages will continue for 
the 48-hour week as under the 50-hour 
plan. With the accessory factories in- 
cluded the shorter hour week will bene- 
fit over 30,000 factory employes. The 
W. W. Cross Company, manufacturers 
of tacks and nails for the shoe trade, 
has voluntarily granted its employes a 
48-hour week for the same pay as for 
50 hours. Other tack factories are ex- 
pected to adopt a similar plan. 


NEW CONCERN PRODUCING 
GOODS 


Will Make Shipments Early in May 

Charles E. Lynch Shoe Company, 
formerly of Poughkeepsie, N.Y., is now 
in full swing as regards production at its 
new plant in this city. Charles E. 
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Lynch, Jr., who is in charge of the fac- 
tory, says: ‘For several years we have 
considered a removal to Brockton, real- 
izing that it is the best place in the 
country for the production of a line of 
men’s and women’s high-grade welts 
such as we produce. We shall have an 
output of 50 dozen daily and our plant 
will be operated 52 weeks in the year. 
About 75 per cent of our goods are sold 
in the East side of New York City. We 
consider the Metropolis the finest mar- 
ket in the world for shoes. My father, 
Charles E. Lynch, is in charge at New 
York City and looks after that trade. 
Our business has been for many years 
established and during nearly all that 
time we have subscribed to the “Boot 
and Shoe Recorder.”” We obtain much 
valuable information from its columns. 
The class of help which we have in 
Brockton assures our customers of the 
best goods we have ever produced.” 


MERCHANTS WANT GOODS 


Heavy Demand for Seasonable 
Footwear 


A Brockton manufacturer, who re- 
cently made a short trip through Penn- 
sylvania and adjacent States, says in 
reference to trade conditions: ‘‘Mer- 
chants on whom I called want men’s and 
women’s colored oxfords, particularly 
those of the darker shades. It isn’t a 
question of price but of getting the 
merchandise. We are fully 2,000 pairs 
behind on deliveries of oxfords. I’ve 
no doubt a similar situation exists with 
many other concerns.” 


SHOE FACTORY FOR 
NEIGHBORING TOWN 


Corporation Plans to Build 


The East Bridgewater Factory Cor- 
poration held a meeting last week, at 
which plans and estimates were submit- 
ted for a factory building 45 feet by 100 
feet, three stories, of mill construction, 
to be built in the neighboring town of 
East Bridgewater. Representatives of 
a shoe manufacturing concern were 
present and made an offer for a lease of 
the property. Several men who are 
connected with Brockton shoe activities 
are subscribers to the building fund. 
Skilled shoe workers in East Bridge- 
water were available for shoe produc- 
tion. 


ANTICIPATED LUXURY TAX 

Buying of High-Priced Footwear 

“Is it or is it not possible?’ queried a 
member of a local trade, “that women 
and men, too, have been, during the 
past few weeks, anticipating their 
needs in shoes as a means of avoiding 
the so-called luxury tax on footwear?”’ 
However that may be, it is certain that 
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there has been heavy buying of foot- 
wear retailing at $10 and upward in all 
cities and large towns although the tax 
of 10 per cent on the price of shoes over 
$10 a pair isn’t large when figured on a 
pair of shoes, yet in the aggregate this 
tax will afford a considerable revenue 
to the Government. If a man pays $12 
for a pair of shoes the tax will be only 
twenty cents. Yet it seems to have 
caused many thrifty persons to buy two 
or three pair of shoes where, under nor- 
mal conditions, they would have bought 
but one pair. At any rate, retailers have 
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done a big business in high-priced foot- 
wear. This is reflected in a tremendous 


.demand at Brockton factories for shoes 


for immediate delivery.” 


To Build Factory Addition 
Donnelly Bros., manufacturers of 
special machinery for the shoe trade, 
and engaged in repair work on shoe 
machinery, will build a two-story addi- 
tion to their present brick factory build- 
ing on Montello Street, near the railroad 
station in this city. The approximate 

cost of the addition will be $35,000. 


Boston 


After seeing ten months of more or 
less strenuous service in France, Julian 
W. Rogers of Rogers Bros. & Co. has 
returned to the company branch office 





JULIAN W. ROGERS 


at Boston, Mass., to take up his duties 
as assistant to E. H. Sulkis. 

Mr. Rogers was with the 49th In- 
fantry and brings back many interesting 
accounts of life at the front. 

The rapidly increasing business of the 
Boston branch of the house necessitates 


Mr. Rogers’ giving the greater part of 
his attention to this end of the business. 


New England Shoe and Leather 
Association Booms ‘‘Victory”’ 
Liberty Loan 


The New England Shoe and Leather 
Association is making a big drive on the 
“Victory” Liberty Loan. Every con- 
cern in the allied industries, located in 
the Boston Shoe and Leather District, 
has received a strong appeal to promptly 
subscribe to the limit of their financial 
ability. 

Harry I. Thayer is chairman of the 
General Committee; H. D. Dillenback 
is Boston chairman; these gentlemen, 
with Thos. F. Anderson, secretary of the 
association, are in charge. 

The General Committee is very much 
gratified at reports received from the 
large shoe manufacturing centers like 
Brockton, Lynn, Haverhill and Pea- 
body, all of which indicate that the Vic- 
tory notes are being largely subscribed 
in those cities. 


John A. Sherley Next Speaker at 
Boston Shoe Trades Club 

John A. Sherley, secretary of the 
New England Farm and Food Founda- 
tion, will be the speaker at the weekly 
Boston Shoe Trades’ Club luncheon, 
Wednesday, May 7. His subject will 
be “Better Farming as an Aid to New 
England Industry.” 


Haverhill 


WHITE SHOE SALE 


Now Being Concluded at F. A. 
Stone’s Factories 


The steady demand for white canvas 
shoes from Haverhill concerns, making 
these goods, has brought about a large 
production at local factories. The white 
shoe production for the wholesale trade 


is now being brought to a close, factories 
having finished most of their orders. 
Sales to retail merchants will continue 
for a considerable time, which assures 
a further production of white footwear. 

Most of the white shoes produced in 
Haverhill factories are of canvas. This 
material has seen little advance the 

(Continued on page 131) 
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Changes in Business 


Failures, Suspensions and Changes for 


Failures 


Haverhill, Mass.—S. Lappes, Peoples Shoe Store, 
shoes, reported an’ involuntary petition in 
bankruptcy filed against him 

Lynn, Mass. let por. ot ol Leather Co., re- 
ported after a corporate experience of hardly 
sixty days, it is alleged that a controversy arose 
among the stockholders, and an assignment was 
made to Jerome J. Pastene, a Boston attorney. 
Two meetings of creditors have been held, and 
the direct liabilities quoted at $4,402, and nomi- 
nal assets of about the same amount. After 
considerable discussion at these two meetings, 
the interested parties were prevailed upon to 
make an offer of 75 per cent, and which was 
generally accepted by the creditors. 

Whelen Springs, Ark.—M. D. Wells & Co., shoes, 
repor embarrassed. 

Fort Meade, Florida.—Philip Cohen, shoes, re- 
ported offering a compromise at 40 per cent. 

Elgin, Ill.—O. G. Fischer, shoes, etc., reported 
petitioned into bankruptcy. 

Chicago, Ill.—Stravitz Isaac, shoes (3242% S. 
State St.), reported — into bankruptcy. 
East Chicago, Ind. dolph Szego, shoes, etc., 

reported on into bankruptcy. 

Minot, N. Dak.—Goldberg Bros. (Minot Dept. 
Stogs), shoes, etc., reported petitioned into 
bankruptcy. 

Georgetown, Ga.—J. E. Gibson & Son, shoes, etc., 
reported L. E. Gibson petitioned into bank- 
ruptcy. 

Youngstown, O.—Netzorg Shoe Co., shoes, etc., 
reported petitioned into bankruptcy. 

Passaic, N. J.—Louis Drew (Est.), shoes, reported 
offering he oor at 45 per cent. 

Union Hill, N S. G. Hoffman, shoes, etc. (Oval 
poy Shop), ae liabilities at $1,200, assets 

Madison, N. J.—Geo. F. Weber, shoes, reported 
called meeting of creditors. 

New Windsor, Md.—Max Zaslow, shoes, reported 
has filed a voluntary petiien in bankruptcy 
through his attorney, following a meeting of 
creditors, at which he offered to turn over his 
remaining assets to them in settlement of claims. 
The schedules filed with the petition list liabilities 
of $3,700 and assets, consisting of stock $2,700 
and account $25. 


=> Okla.—Cushman Dry Goods Co., . 


shoes. be sapertes assigned. 
Philadel ina, Union Leather Works, Inc., 
manufacturers glazed kid, reported e' assed. 
New York City.-—Noxal Shoe , wholesale shoes, 
reported Judge A. N. Hand ‘has confirmed a 
composition of Tina Teplitz, doing business ee 
the ‘eM style, with creditors at 25 cents on the 


Charles Gluck, shoes, 87 Ave. C, reported 
tition in ba ptcy filed against him. Lia- 
ilities $12,000, assets $3,000, reported meeting 
of creditors called for April 24 last. 
Isidor Krakower, shoes, reported asking general 
extension 
Brooklyn, New York.—Samuel Lesser, 585 Gates 
Ave., shoes, re ne offering to compromise at 
50 per cent ca 
Bridgeton, N. J.—The levis rae. shoes, reported 
meeting ~ creditors 
Cranford, J. re ag A shoes, repor' 
saouing a creditors called for April 21 last. 
New York.—A. Richards Shoe Co., wholesale shoes, 
reported compromise effected at 334 per cent. 
Barnard Zeiger, 30 Scammel St., shoes, re- 
ported masts of creditors called 
Brooklyn, N. Y.—Alexander Wolf, shoes, reported 
ata a of creditors held in the above estate, 
Attorney Charles Pearle, in behalf of Mrs. Wolf, 
stated that she had — of $12,000 with 
assets consisting of stock ing to her 
inventory of $6, On oma of a small 
representation of creditors at the meeting no 
action was taken. It is expected that a further 
meeting will _ held at an 1 nome Aer 





Philadelphia, Pa.—Mrs. Oberst, shoes, 
reported o = aun a "sattieubent on. basis 
of 40 per cen 


Ellsworth, ‘wove tw. H. Myers, shoes, etc., reported 
assign: 


Changes 


Boston, Mass.—Dover og Co., leather, re- 
cently commenced busi: 
Pilgrim Leather Co. — recently com- 
menced business. 
Columbia Counter Co., counter manufacturers, 
“torr stom increased by $40, 
Elionsky, ‘Ine., wholesale_ shoes, 
to Eliott Shoe Co., of Boston. 
Capital stock increased * $31,500. 
Lawrence, Mass.—Bessie Fineman (ux Henry). 
shoes, etc., filed married woman’s certificate. 


Lynn, Mass.—Fine & Sulkin, misses’ and children’s 
shoe manufacturers, recently commenced busi- 
ness. 

Mollie Schneider (ux Jacob) (702 Washington 
St.), shoe manufacturers, filed married woman's 
certificate. 

New Bedford, Mass.—Olympia Shoe Shop, shoes, 
recently commenced business. 


Haverhill, Mass.—Emery Tucker Co., manu- 
facturers, name chan, to Emery-Dana-Tucker 
0. 


Austin H. Perry Co., x manufacturers, 
— stock increased by $97 
& F. Bros. Shoe Co., _ children’ 's turn shoes, 

a with capital of 
$10,000. 

Lynn, Mass.—Nassau Shoe Co., manufacturers, 
in ated for $5,000. 

North Adams, Mass.—J. John, shoes, discontinued. 

Fall River, Mass.—R. E. Kerwin Co. (118 S. Main 
St.), shoes, reported succeeded by Model Shoe 
Store Co. 

Haverhill, Mass.—Baker Shoe Co. (280 River St.), 
shoe manufacturers, recently commenced busi- 
ness. ; 

W. S. Dolloff, Inc., leather, recently incorpo- 
rated with capital of . 

Lowell, Mass.—Geo. Snow Co., shoe mfrs., 
liquidating, factory a be operated by Emerson 

oe Co. of Rockland as a*branch. 

Lynn, Mass.—Lynn Heel Co., heel manufacturers, 
recently incorporated with capital of $4 000. 

Natick, Mass.—Deitch Shoe Co., Inc., Mfrs., re- 
cently incorporated with capital of $100,000. 

Rockland, Mass.—Emerson Shoe Co., Mfrs., capi- 
tal recently increased by $500,000. 

Stoughton, Mass.—George Monk, shoes, reported 
liquidating. 

Montgomery, Ala.—Levy Wolff Shoe Co., whole- 
sale shoes, succeeded by the Levy Shoe Co. 

Fort Meade, Florida.—Herman Head, shoes, etc., 
D. H. Edwards purchased an interest. 

Savannah, gia.—Maze & Co., shoes, etc., sold 
out to Harris Estroff. 

McLean, Il.—Wagner Dry Goods Co., shoes, etc., 
incorporated with capital of $10,000. 

Gary, i —Acker & Sc 





hmidt. shoes, etc., suc- 
ceeded by Anderson & Drew, Chicago, 

Gilmore City, lowa.—Lynch & Ash, shoes, sold out. 

Chicago, Tll.—-Morris i; 8439 Burley Ave., 
shoes, etc., succeeded by Katz & Markson. 

Brooks, Ind. it, 2 Hasinbiller, shoes, etc., sold 


out. 

Clinton, sad. a Shoe Co., shoes, suc- 
ceed: 5 Soames Shoe Store. 

Benton, 1i_—_w W. Adams, shoes, etc., reported 
sold out to J. J. V. Walker & Sons. 

= Il!.—Samuel Cantor, shoes, reported left 


i Boot Shop (Jacob Cotton, prop.), 
reported out of business. 
A. Levy (4833 S. Ashland Ave.), shoes, etc., 
reported selling out. 
Danville, Ind. “Ss. F. Langton Dry Goods Co.. 
o. etc., reported succeeded by Miles & 
arre 
Gary, Ind. —D. B. Bowles, shoes, reported will dis- 
continue. 
— Iowa.—Elkhart Mercantile Co., shoes, 
, reported sold = to Fisher Mercantile Co. 
Red Oak, Ilowa.—F. J. Reifel, shoes, etc., reported 
succeeded by Reifel & Ellwood. 
Thompson, Iowa.— . Dickerson, shoes, etc., 


Fi 
if 
18: 
baste 
= 


Valley Falls, Kansas. 8 pe ‘Clothing Co., 
shoes, etc., neperted sold ou 

Lake Charles, S. E. Matz, formerly of Mar- 
tins, S. E. Matz, proprietor, has purch: the 


Oress Carlisle Department Store at Farmers- 
ville, a and will carry a complete stock of 


shoes, e 
Tadiana “Harbor, Mich.—Nathan Mirski, shoes, 


r out. 
Brainerd. Minn.—Bye & Peterson Co., shoes, etc., 
report W. E. Erickson has retired. 


_ Montevideo, Minn.—Simon_ Bros., hae etc., 


report that they heave admitted J. F. on. 

Thief —- Falls, Minn.—Giller Cloth Co., 
shoes, succeeded by J. E. Dobner. 

Wells, Ming. —Buscho Bros., p wton 4 etc., reported 
succeeded by Geo. Rentz. 

Centralia, Mo.—C. W. Adams & Co., shoes, etc., 

discontinuing business. 

i Mo.—E. L. Barnes, shoes, etc., reported 
closing ou 

St. Lee Mo. —Brauer Bros. Shoe Co., shoes, re- 

ted A. : capital of ! $2, 000. 


Pisnter ubber Products om reported in- 
cunpessted —_ capital of $15,000 

Sleepy Eye, Minn.—Geo. Foster, shoes, etc., suc- 
ceeded by Bertrand: & Foster. 


the Past Week 


St. Louis, Mo.—Lincoln Co., shoe goads, suc- 
ceeded by Lincoln _— Supplies Co. 
Union, Neb.—R. H. Frans & Son, shoes, etc., sold 


out to the Farmers Union. 
Dover, N. J.—A. Davis, shoes, sold to Rubin 
Lisman. 


Clovis, New Mexico.—A. J. Rhodes, shoes, etc., 

succeeded by Rodes Bradley Co. 

Brooklyn, N. Y.—Continental Shoe Mfg. Co., Inc., 
on manufacturers, incorpora with capita 
o! 

Triangle Shoe Co., Inc., shoe manu- 
facturers, Be venttire | with — of $30,000. 

Helfand Bros., Inc., manufacturers of foot- 
wear, incorporated with authorized capital of 


,000. 
Poughkeepsie, N. Y.—Poughkeepsie Shoe Co., shoe 
manufacturers, oy commenced business. 
Syracuse, pe * —-Philip Cohen, shoes, succeeded 


by —- 
= —Quackenbush & Go. shoes, etc., 
pore ‘by uackenbush Co. 
Newark, N. J.—Henry Abrams (Occalite Shoe Shop). 
sold at patties April 21. 
Aurora, D. A. Johnson Clothing Co., shoes, 
etc., repor ned aes —. V. E. Johnson. 
Cabtaaen, | Neb.—S. Bord n, Ne etc., 
reported succeeded by S. Botiy &C 
Herman, Neb.—F. Van Valin, shoes, a. reported 
succeeded by Owens & Salmon. 
a N. J.—Henry Kaufman, shoes, reported 
so 
Brooklyn, New York.—Gold & Kerner Shoe Co., 
Inc., Mfrs. women’s o—_ re incorpo- 
rated with capital of $2,000 
Moschitta Bros. (205 Knickerbocker Ave.), 
retail shoes, and manufacturers of infants’ shoes, 
reported sold out. 
ialto Shoe Mfg. Co., shoe Mfrs., recently 
started business," 
Simson Shoe Co., rogers’ recently incor- 
porated with capital of $25,000 
Unexcelled Shoe Mfg. Co., reported recently 
incorporated. 
Standard Finding Co., 
capital to $75,000. 
Port Chester, N. Y.—Martin Bros., shoes, etc., 
reported sold out. 
Youngstown, Ohio.—Netzorg Shoe Co., wholesale 
and retail shoes, ey ~ sold out. 
Byesville, Ohio.—J ‘or, shoes, reported suc- 
ceeded by Elias Pofiel. 
Nelsonville, Ohio. Tog J. Davis, shoes, reported 
sold out to J. H. Cox. 
Lindsay, Okla.—Lindsay Mercantile Co., shoes, 
etc., filed petition or dissolution. 
Pawhuska, Okla.—Welsh-Baker Clothing Co., 
shoes, etc., incorporated with capital of $10,000. 
beget Pa.—Mrs. Jenny Haas, shoes, etc., suc- 
y Louis Haas. 
Pc "y D.—S. E. Bergeson & Son, shoes, etc., 
reported discontinued shoe department. 
Brookings, S. D.—Hub Dept. Store, shoes, etc., 
reported sold out to A. F. Grimm. 
isco, Texas.—M. G. Cooper, shoes, etc., reported 
sold out to Patton & Williams. 
Wichita Falls, Texas.—Jones-Kennedy Co., shoes, 
etc., reported succeeded by Freeman Black & Co. 
Blooming Grove, Texas.—Turk-Web Goods 
Co., shoes, etc., succeeded by Huffstu' 
Goods Co. ., Inc. 
Sun — Wis.—Engle Bros., shoes, etc., closing 


Oshkosh, Wis.—M. Cook Grontes Clothing Co.) 
shoes, etc., r out of business. 

Wis.—Austin & Hillier Co., shoes, etc., 

reported succeeded by Paul Austin Clothier, 


une. Bay, Nova Scotia.—A. We am & Co., 
= , reported succeeded by F. W. Bishop & 


Sidney, Nova Scotia.—A. W. Redden & Co., shoes, 

succeeded by F. W. Bishop & Co. 

Clarksburg, Ww. Va. —Nusbaum’s, Inc., yg etc., 
repor Wm. Nusbaum retired. 


recently increased 


ler Dry 





New Shoe Stores 


The Blufton Shoe Market, Blufton, 
Ind.—will open soon. 

National Shoe Stores Company, 125 
Lisbon Street, Lewiston, Me.— 

Sylvester Alspach, Rochester, Ind.— 
a “serve yourself” shoe store. Will open 
soon. 
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Mr. Retailer. 


No one may inquire of us regarding 

your credit standing unless he has 

sold you in the past, or has an ac- 
tual order now. 


Therefore if you file a financial state- 
ment with us it does not fall into 
the wrong hands. 


Curiosity inquiries don’t go with us. 
Write us today. 





The Credit Clearing House 


**Builder of Better Credits” 
Executive Offices: 440 Fourth Ave., New York City 
Branches in all important cities 

















A TRUFIT 


IS THE BEST 


SPAT 


The fit is guaranteed and 
the line is made of supe- 
rior quality materials. 


Felt and Cloth 
all 
Standard Colors 


PROMPT DELIVERY 


Samples and Prices on request 


Laing, Harrar & Chamberlin 


43 N. 3d St. PHILADELPHIA 





May 3, 1919 


as 








we can furnish our Black ‘*Glycerole” 
Oil Dressing, the Best for 50 Years with 


Your Own F irm Name 


on each and every Box. 


Write us for particulars and sample 


RESTORFF & BETTMAN 
I sop STAIN 


79 MERCER STREET NEW YORK 






TRANSLATION 
SERVICE 


In connection with our Foreign 
Service Department we have in- 
augurated a translation service 
for the benefit of our advertisers, 
and are prepared to furnish 
accurate translations of com- 
munications in any language. 


Advertisers are invited to make 
use of this additional feature 
at any time. 


Foreign Trade Bureau 
Boot and Shoe Recorder 


207 South Street Boston, Mass. 
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Steward Slosson, Pacific Coast 
Manager 

Steward Slosson, well known in rub- 
ber circles, has been appointed Pacific 
Coast Manager and takes up his new 
work on the coast for the Rubber 
Products Company of Barberton, Ohio, 
May 1. Mr. Slosson was for several 
years Coast Representative for Fire- 
stone Motorcycle Tires and latterly has 
represented Federal Tires in Connecti- 
cut. 

The Rubber Products Company is 
materially increasing its manufacturing 
and storage space at its Barberton, 
Ohio, factories. 


George J. Loveley a Golf Enthusiast 


Geo. J. Loveley has been playing golf 
in the Southland in addition to selling 
shoes for the Dalton Company, Ine. 


A picture of Mr. Loveley in his golfing. 


togs will be shown in our Pictorial Re- 
view. This snapshot caught George on 
his trip to the South in February of this 
year. Mr. Loveley asks the ‘“‘Recorder”’ 
to see what it thinks of a duffer golfer” 
putting into a rat hole. 

‘‘We are having a wonderful Spring 
business for immediate delivery,” said 
Mr. Loveley. ‘The orders for Fall are 
also the best ever, as the soldiers return- 
ing and the civilians in the cities are buy- 
ing fine footwear very freely. They all 
seem to wish the best ‘that is made. 
Your weekly issue has very optimistic 
views—always—which is cheerful and 
instructive to the men in the market 
buying merchandise for Spring and Fall.” 

By the way, “George” is now plan- 
ning for a day with one of the “‘Recorder”’ 
men at Brae-Burn, so that the latter 
may test the course before the big open 
tournament in June. 


Court of Appeals Reduces 
Judgment 

John P. Rampe, former city salesman 
for P. Sullivan & Co., manufacturers of 
women’s shoes, loses through Court of 
Appeals decision upon his suit for an 
accounting upon his contract. Common 
Pleas Court recently gave him judg- 
ment for $12,252 but Court of Appeals 
holds he was not entitled to commission 


Travelin Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 


{SAAT AAACN 


on a majority of sales claimed, and 
fixes his judgment at $760 ‘plus $146 
admitted to be due him on account. 


O. W. Nottingham Says “Life Is 
One Order after Another” 

O. W. Nottingham, represents the 
H. S. Albright & Co., Orwigsburg, Pa., 
manufacturers of children’s shoes. Mr. 
Nottingham covers Indiana and Illinois 
for the above firm and is having the 





0. W. NOTTINGHAM 
With H. S. Albright & Co., Orwigs- 
burg, Pa., Member of Indiana Shoe 
Travelers’ Association 


most successful business of his career. 
He has a wide acquaintance and a loyal 
clientele in his territory and says that 
life is just one order after another with 
this popular line of shoes. Mr. Notting- 
ham feels that 1919 will show the great- 


est volume of sales of any preceding ° 


year, as he reports that the shoe sales- 
men all seem to be doing splendid 
business. Mr. Nottingham is a member 
of the Indiana Shoe Travelers’ Associa- 
tion and of the National Association, and 
and is known as a salesman of the force- 
ful, aggressive, hard-working type. His 
friends predict for him a_ successful 
career in his present connection. 
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Mexico Salesman for Brown Shoe 
Company Has Exciting Episode 
Julio Dresch-Mojares, a salesman for 

the Brown Shoe Company, has returned 
from a trip in Mexico for his company 
which was decidedly out of the ordinary 
in that a train on which he was traveling 
was wrecked and burned by bandits who 
killed and wounded several soldiers in a 
battle which followed the wreck. The 
passengers on the train lost all their 
belongings and the Brown Company’s 
representative lost all his samples which 
compelled his return to St. Louis for a 
new outfit. The attack made on 
Mojares’ train was the third in a week 
and this commercial angel is therefore 
convinced that Mexico is not yet 
pacified, although he will return to his 
territory, in which he has traveled for 
the last six years, as soon as he is re- 
outfitted. 


The Traveling Salesman an. 
Advocate of Americanism 


The boys on the road can be mission- 
aries to spread the doctrine of content- 
ment in the retail shoe stores of the 
country. The traveling salesman is one 
of the greatest powers for good in this 
direction. In this period of business 
readjustment and reconstruction, there 
is a tendency to some confusion on the 
part of the wage earner as to his equita- 
ble compensation for service rendered. 

If the store salesman is to exercise a 
voice in industry beyond that which he 
now exercises, he will be held to a 
correspondingly higher standard of 
responsibility for the soundness or un- 
soundness of the judgment which he 
puts into operation. More than ever at 
this period are the problems of the retail 
shoe merchant and those of the store 
salesman identical. Co-operation is the 
slogan—to make of a small business a 
big business—to make of a big business 
a bigger business—and all the while 
service to the public in good fitting, and 
good merchandise. 

The Bolshevistic talk. which is un- 
fortunately causing so much social un- 
rest in shoe factories has no place in the 
retail shoe store. 
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] These Stock Styles 


e| “MADE BY ARNOLD” 


& Have beeen sold out twice. A _ third 
2 f ' 

a actory run is now ready for delivery. 
2 Get your supply immediately. Nuff sed! 





eQ MODEL S-485—PRICE $5.85 


2 Trump Toe, Circular Oxford, Coco Calf, 8-8 Custom Heel. Branded 
2 King Quality. Sizes: B, 7 to 11; C,6 to 11; D & E, 5 to 11. 


2 TWO POPULAR STYLES WITH SALES PEP | 





& MODEL S-367—PRICE $6.35 


e2 Biltmore Toe, “Glove Grip” Circular Oxford, Coco Calf, 9-8 
2 Half Flange Hee!. Sizes: A B, 7 to 11; CD E, 5 to ll. 


2 ( Catalogue ) 
S M. N. ARNOLD SHOE CO. 


& NORTH ABINGTON, 
Q 
a MASS. 











PRT RRR RT RTE RRL RET RT RT TRL RT RE RL RR RT RS 





EQ 


PERT RT 


2 


PIV OE 


BOVIS 


IE 


QIVOOSS VUVVSVS SV QVVSVSVOLOVSWSS 














May 3, 1919 


HAVERHILL 
(Concluded from page 125) 


past few months. For that reason there 
has been slight advance in the price of 
white canvas footwear compared with 
leather shoes. Moreover, canvas being 
sold by the yard instead of the foot, as 
in the case of leather, and having all its 
surface available for cutting purposes, 
presents a more economical proposition 
than is possible in leather. Canvas as 
a material for white shoes is assured of 
a continued sale. Factories will soon 
be making up samples of these goods for 
the jobbing trade for the Spring sale 
of 1920. With steady prices on canvas 
shoes, jobbers can buy much further 
ahead than is possible in leather goods 
under present price uncertainties. 


New Concern Producing Goods 


Welch, Moss & Feehan Company, 
one of the most important additions to 
Haverhill shoe manufacturing concerns, 
are now under full headway in the pro- 
duction of the line of women’s high 
grade welts with which they are to be 
identified. Work is being carried on in 
all departments of the plant which they 
occupy on the two upper floors of the 
Essex Associates Building on Essex 
Street. Vernon H. Moss, in charge of 
the selling of the goods, is preparing 
samples and will make his initial trip 
during the present month. Meanwhile 
orders have been received in sufficient 
to assure a volume of production at the 
full capacity of the plant. 


SUPERINTENDENTS’ ANNUAL 
BANQUET 


Former Shoe Manufacturer a 
Speaker 


The Haverhill Association of Super- 
intendents and Foremen held its annual 
banquet in this city last week, about 
300 being in attendance. The speakers 
were: Congressman W. W. Lufkin of 
this district, Mayor Charles H. Croy 
of Haverhill and John E. Maguire of 
this city. Mr. Maguire, who was for 
many years identified with Haverhill 
shoe manufacturing, spoke of the re- 
markable changes which have taken 
place in Haverhill during the past few 
years as regards the increased pro- 
duction in the better grades of foot- 
wear. He said that buyers now come to 
Haverhill for the most up-to-date ideas 
and excellent workmanship in women’s 
shoes and that many of the best last 
manufacturers and pattern makers are 
located in Haverhill. He considered 
the possibilities for continued success in 
the local industry as practically un- 
limited. 


BOOT AND 


John Gamble & Sons’ 
Prize Windows 


John Gamble & Son, of Auburn, New 
York, won first prize in a competition 
for the most cleverly arranged windows 
—a feature of “‘dress-up-week.’”’ The 
artistic work was executed by the deco- 
rator, E. L. Lynch. The windows were 
judged by President Pierce of the Inter- 
national Display Men. 

The prize Easter windows were done 
in oil in full Spring colors, representing 
an old garden wall. The background 
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measured 9 x 8 feet. Looking over this 
old cobblestone wall, which was made 
from Upson board in box shape, 9 x 4x 1, 
painted to represent cobblestones, you 
saw an apple orchard in full bloom. 
The orchard piece measured 9 x 4 feet 
at ends of wa!l and same up through the 
wall. The apple blossom sprays were in 
full bloom with Spring buds in the 
branches. 

In front of the wall on green velvet 
ground were tulip beds and cobbelstones 
tinted to blend in with the rest of the 


setting. 











“First Prize’? Window—Men’s Shoes Posed Artistically 














SHOE RECORDER 


May 3, 1919 


BOOT AND 


























== 






















Boston, Mass., 60 South St. 






*“ DEVONSHIRE 


Is a broadened recede model designed to satisfy the 
needs of the returning soldiers. Plenty of toe room 


—wide shank and heel. 


INjSTOCK 
Branded or Plain 





FOR MEN 










No. 616 
DEVONSHIRE 


Mahogany Russia 
= ish Blu- 


No. 615 
DEVONSHIRE 


Mahogany Russia Calf 
English Blucher: ../ 
A,B, C, D, 6jto 10:24 
$7.00 


Men 


0 
M. A. PACKARD COMPANY 


Brockton, Mass. New York, 127 Duane St. 
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Great Assortment 


=i 1 iL it an 


Attractive Styles 


Colonial Buckles 


FOR AT ONCE DELIVERY 


li 





36 pairs assorted shapes and finishes, carded in 
pairs and filled ready for adjustment. Priced from 
40 to $2.50 a pair. Net cash 30 days, 2% 10 days. 


SPECIAL 
OFFER 


Prompt delivery by parcel post, insured, prepaid. 
No returns, or catalog. 




















Tl Address Dept. R 
u 
] D. T. DUDLEY & CO. 
u 66 WASHINGTON STREET, HAVERHILL, MASS. 
SI I (SS SSS SSS SSS ES EE=1 IC Sa — 
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These shoes are being sold on imme- 
diate orders, subject to the rule of 
“first come—first served’’ 


St. No. 1058— 
Women’s Dull 
Black Regent 
Kid — Chem- 
mie Pumps, 
Imitation 
Turn—Flexible 
Sole, 1.7-8 
Louis Heelwith 
Plate.....: $3.60 





Style 1058 





St. No. 1051— 
Women’s Blk. 
Kid Ox.—Mili- 
tary H os = 8, 
es 

St. No. 1004—Women’s Russia eee $3.35 
Calf Ox.—Military Heels, Good- 

a rr. $4.00 


St. No. 1002— Women’s Havana 
Brown Kid Ox. Mil. Heel, Good- 
i. Soe ee $4.00. 


Widths 


—~eon-- ia 





St. No. 1040— Women’s White Buck 
Ox., Covered Louis Heels, Turns... .$3.00 


St. No. 1042—Women’s Sea Island Ox., 
Covered Louis Heels ................ $2.10 


St. No. 1060—Women’s White Canvas 
Ox., Military Heel, Goodyear Welt. ... $2.25 


St. No. 1061—Women’s White Canvas 
Ox., Military Heel, Flexible McKay. ..$1.75 





St. No. 1070 — Wo- 
men’s Chrome Pat. 
Colonial; Imitation 


Style — 


key Flexible Soles; 1070 


7-8 Louis Heel with 
Picks: GSA es! $3.85 
St. No. 1071—Same as 
above in Dull. Black 
Regent Kid... .$3.85 
St. No. 100—Wos. Gol- 
den Brown Kid Ox., 
Flexible Soles, High 
Aare $3.50 


St. No. X 121—Wos. 
Black Kid Ox. (Top 
Grade), Flexible Soles, 
High Heels...... $3.35 





Sizes 
~—4t08 
3% to 8 
2% to 8 
2% to 8 





St. No. 1041—Women’s Sea Island Ox. Covered 
Half Louis Heel—Turns................... $2.10 
St. No. 1043— Women’s Sea Island Pump, Covered 
Half Louis Heel—Turn..................... $2.00 
St. No. 1000—Women’s Black Kid Ox. Military 
Meek, Goodyear Welt ... 2. 0060s ccccccesess $3.75 
St. No. 1055—Women’s Gun Metal, Military Heel, 
Calf Oxford, Flexible Soles ................. $3 35 


ROGERS BROTHERS SHOE CO. 


“The House of Smart Shoe Novelties”’ 
San Francisco, 135 Bush St. 


Boston, 119 Lincoln St. 
All Goods F. O. B. Boston 








Terms, Net 30 Days 








iii titi titi) 
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Looking as you are for 


Dark Tan Shoes and Oxfords 


We can supply your wants on 
‘“‘Keith’s Konqueror” styles 


No. 956 Low Shoe 
« 750 High Shoe 
« 741 High Shoe 


@ 
Refer to our catalogue for description and prices. If you have none, send for 
| copy. We have a few copies left of the issue for spring and summer 


Th'e Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 





ce 
@) 
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for Immediate Shipment 


White linen Lace 
Oxford Ties that 
look well, wear well 
and afford big profits. 
They’re ready to ship 
atonce. How many 


Style B 437 $3.85 shall we send you? Style B 436 
White Linen, Goodyear Welt, 14-8 Cuban 





White Ivory Sole and Heel, AA, 4% to 8; A, 
4to8; B,3to8; C,2% to8; D, 2% to8. , 8; C, 2% to 8;, D2 to 7. 


CP ford & Co; 


ROCHESTER, N.Y. 
New York Office, 127 Duane St. E. H. Talbot 












7 ~ —_— _—— a 


In Stock Now— White Linen Oxfords 





$4.35 


White Linen, Goodyear Welt, 18-8 Covered 


Heel, 5 Eyelet Lace Oxford Tie, No. 208 Last, Terms: Net 30 Days Wood Louis Heel, 5 Eyelet Lace Oxford Tie, 
No 199 Last, AA, 4% to 8; A, 4 to 8; B, 3 to 
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Uérrect Dodg' ce 
For All Occasions 


IN STOCK 





Style No. 272 — Glazed, black 
Mel. Kid “ADONIS,” 134 full 
Louis heel; 31 last. Jet and steel 


beaded ornament buckle. 
Deliveries now. 
Price 


Prices Not Guaranteed. 


> Nathan LD. Dodge Shoe Co. 
| Newburyport, Mass. — 






Sees. asi MaSbritce Bldg 600 Denckle Bldg. 20W. JackeseBivd. 417 Pacifier’ Bldg 
18 . P q ; 
° Great Northern Bidg. 
Montgom Kansas City, Mo. 
20 Galena i 537 Ridge Bidg. 


All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25c a pair extra. 




















ace. Shoes 


The Beauty 


daintiness and grace of the high-laced shoe are 
founded on and gathered about The Eyelet, 
which is the guide to the worth of the shoe. 


American women are noted for their trim ankles the 
world over. The reason is not hard to find. Lace 
shoes give such perfect fit that natural shapeliness is 
enhanced. Fast Color Eyelets make this possible. 
That is -why women who know, demand to see the 
small Diamond on the eyelet. They know it is. their 
assurance against the eyelets ever becoming brassy. 
They know how strong they are. They keep the 
shoes a snug-fit until entirely worn out. Careful 
dealers should remember as much. 

Be sure to insist with every lace shoe order that Diamond 
Brand Fast Color Eyelets are used. 

If the little Diamond appears on the top 


of each eyelet, then, and only then, are 
you getting what you are asking for. 



































Che 
United Fast Color. 
Eyelet- Compan 
Boston,Hass. 





tie) oT Clee « ‘mig ye irty! 
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‘© A NY merchant who sells a 

pair of Neolin-soled shoes 
to a customer, can count that 
customer as a regular patron,” 
according to Edmond C. Fox, 
manager of the Crossett Shoe 
Store of Kansas City, Mo. 





S hoe clerks everywhere 
find that they increase 
their sales of Neolin-soled 
shoes by acquainting 
customers of the advan- 
tages of Neolin Soles— 
the extra wear and added 
comfort that Neodlin Soles 
give and their water- 
proofness which  pro- 
motes better health. 


Many of the leading shoe 
manufacturers are using 
Neolin Soles on those 
types of shoes that re- 
ceive the hardest wear— 
men’s business shoes, 
women’s walking shoes, 
boys’ shoes, sensible 
shoes for growing girls 
and smaller children. 
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Trade Mark Reg. U. S. Pat. Off. 


Nedlin Soles are made by The Goodyear Tire & Rubber Co., 
Akron, Ohio, makers of Wingfoot Heels—heels so good 
that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather. 
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Exceptional 
Quality 
and 
No. a r No. 422 
White Egyptian “Rei * Flexible Welt, Strictly Paris Kid Blucher Oxford, 240 Last, Stock Tip, 
Leather Heel, White —— No. 168 Last. 7 ‘ Medium Toe, Flexible Welt, 12-8 Heel. 
Price $4.25 in Fashion Price $5.00 
In Stock: AA to E, 2% to 8. In Stock: AA to E, 2% to 8. 





J. J. GROVER’S SONS CO. 
LYNN, MASSACHUSETTS 


Boston, 183 Essex St. New York, 127 Duane St. 

























































GROVER — 

















Established 1865 






































Tn CLM COD CCC 
———— a 
~s Mer, 
Designs for 
Window “*The Welt Stitchdown 
Displays that has made good.’” 


Nothing so at- 
tracts custom- 





ers into the No Nails — No 
store as smart, 
original, har- Tacks — Smooth 
monious win- 
dows. And Tread—Long Serv- 
nothing can ap- 
proach PO- ice — Built on 
LA Y-J E N- X 
NINGS _ Fix- Footform Lasts— 
tures for dis- 
No. 502. William and Mary Solid Wood Oval tinctiveness They bring busi- 
Top Shoe Stand, made in assorted sizes, 6 to and clever de- 
30-inch heights, each..............+. $3.50 sign. ness and profits. 


POLAY-JENNINGS Fixtures now adorn the best known 
stores from coast to coast. Finished in any style; built 
in every period; all sizes and heights. 

New Catalog contains many ideas and suggestions. 


5to8 84toll 114%to2 
Gun Metal...$1.70 $2.00 $2.30 
Tan Lotus....$1.80 $2.10 $2.40 


Every window trimmer and shoe merchant should have Brown ....... $1.80 $2.10 $2.40 

it. WRITE US TODAY. Terms—Net 30 Days, 2 per cent 10 Days. 

POLAY-JENNINGS FIXTURE CO Order a Sample Pair or « Sample Dozen 
; TRUITT BROS., Inc. 


Manufacturers of World’s Finest Window Display Equipment 








Button and Lace — In Stock 





1009 BLUE ISLAND AVENUE CHICAGO Binghamton ° ° ° New York 
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SUMMIT 


The marked advance in many grades 
of leather, recorded last week, have been 
followed by further rises in prices in 
some lines. As was to be expected, this 
phase of the market was brought about 
by the increased demand, and then this 
heavier demand caused higher quota- 
tions. Shoe manufacturers are receiving 
orders, and with the assurance, or as- 
sumption that this demand will con- 
tinue, they have entered the market for 
immediate needs, and for prospective 
needs as well, hoping to forestall the 
necessity of paying higher prices later. 
The demand for export is having its in- 
fluence on the market. Notwithstand- 
ing the fact that large quantities of both 
upper and sole leather have been 
bought and stored until opportunity 
presents for export, this trade is still 
active and much leather is being moved 
which is destined for shipment to Euro- 
pean countries. The high prices of 
hides is another factor to be reckoned 
with in the leather market, and some 
far sighted men in the trade predict that 
leather prices will not recede for several 
months. This may not be the case, 
however with the lower grades, which 
are not in such demand, and are piling 
up in the stores. 


SOLE LEATHER 


Active Market for Domestic Cutting 
and for Export 


While sole leather quotations show 
up about the same as last week, there 
is a manifest hardening of prices, with 
predictions freely offered that the new 
month will see higher prices in several 
grades and tannages. Up to now the 
trade is very largely on higher grades, 
excepting ,of course, the export demand 
for offal. Tanners find that their hide 
purchases prove to turn out less No. 1 
leather, and they are accumulating con- 
siderable quantities of lower grades, for 
which the demand is but small. 

Hemlock sole is in good request and 
is very strong. No. 1 dry hide, heavy, 
is now held at 48c. Other selections 46 
and 43c. Middle and light weights 46, 
44, 40c. Packer slaughter hemlock is 
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being sold for later export, heavy 
weights being quoted 51, 49 and 46c. 
Union cow backs are now held firmly at 
74c for best grade and steer backs 
quoted 74 to 75c. Sole cutters and shoe 
manufacturers are purchasing. Oak 
sole is in such demand that there is a 
scarcity of the higher grades. Best 
bends are selling at 98c, grading down 
to 92. While No. 1 steer backs 80 to 
85c. Belting butts are moving moder- 
ately with No. 1 quoted at 95 to 96c. 
Centres $1.20. The demand for offal 
continues good, with some lines well 
cleaned up. The export call still leads 
in size and number of transactions. 
Double rough shoulders are strong at 
60c. Hemlock shoulders have sold at 
such wide limits as 26 to 35c. Union 
shoulders now strong at 44 to 47c. 
Bellies are quoted at 13 to 15c for dry 
hides and 16 to 20 c for packer hemlock. 
Union bellies scarce and now held at 22c 
for cows and 23 to 24c for steers. Oak 
bellies 32. to 34c for steers, 30 to 32c 
for tannery run. Heads quoted at 11 to 
12c for hemlock; 15 to 17c for union; 
18 to 20c for oak. 


UPPER LEATHER 


Top Grades Getting Scarce, Foreign 
Demand Continues 


The active demand for high grade 
upper leather continues, with prices ad- 
vancing. In the best grades many tan- 
ners are sold ahead, but the lower grades 
are accumulating, though prices are 
held about on a parity with the higher 
selections. With the domestic demand 
heavy, the call for export is still strong 
in certain lines. The general opinion 
is that with hide prices so firm and high, 
there can be no decline in upper leather 
quotations, and that as the market is 
cleared of the best grades, the lower 
qualities will advance to the present 
prices of the former. 

Calf leather is higher, colors in best 
tannages held at 85c though general run 
is around 82, 80 and 78c. Blacks held at 
75, 73, 70, though 80c asked for some 
selections. Ooze calf selling at 90c to 
$1.00 a foot. Side leathers are higher. 
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Colors now quoted 56, 54, 51c. Blacks 
not so strongly demanded, but prices 
ranging 50, 48, 45c. Snuffed side leather 
quoted 42, 40, 38c. Buck finish active. 
Waxed Splits selling for export, and 
domesitc call improving. Flexibles in 
good call. Gusset grades quiet. Patent 
colt and kid scarce and high. Patent 
sides in good demand with export call 
increasing. Top grades are now quoted 
at 70c, but there is more business doing 
in lower grades. Glazed kid firm and 
high, with stocks small, some tanners 
sold months ahead. The receipts of raw 
skins are larger, but demand keeps 
prices up around 75 to 8lc for best 
qualities, with some fancy colors quoted 
as high as $1.15. 


HIDES 


Prices Advanced and Demand 
Active 


The Boston hide market is higher, in 
sympathy with western markets. New 
England and Canadian hides are scarce 
with buffs quoted 19 to 2lc and ex- 
tremes 2314 to 24c. Ohio buffs are now 
quoted 23 to 24c, and extremes 26 to 
30c according to quality. Southern 
hides not plentiful in the market. 
Northern extremes held at 26c, far 
south 23 to 24c. 

The Chicago packer hide market has 
taken on an added activity. Prices have 
advanced on nearly all weights and 
qualities. Heavy native steers are sel- 
ling at 32c for Aprils and 33c for Mays 
Light native extremes, May salting, 
selling at 32c. Heavy native cows, 
back salting, brought 28c, and May salt- 
ing held at 32c. Light native cows 31 
to 32c. Large sales of February and 
March native cows at 27c. Texas 
steers 32c for heavy and 3lc for light. 
Country hides high, in sympathy with 
packer market buffs, current receipt 23c 
and extremes 26c. Heavy steers 26 to 
27c. 

Packers now ask 60c for calfskins. 
Chicago city skins, first salt, now held 
60c. Outside cities 53 to 55c; countries, 
50 to 52c. New York calfskins reported 
large sales at $5.10, $6.25 and $7.25. 











BOOT AND SHOE RECORDER 


Nothing but the Foot in the Shoe 


Tells 


Common Sense 


You This Plain Fact 


When the shoe is fashioned, finished and fitted 
to the foot, nothing but the foot should go 


into the shoe. 


Any sort or kind of so-called arch- 
supporter added to the finished shoe 
after it has been fitted to the foot of 
the wearer will crowd and cramp the 
foot, deform its bony structure, injure 
the foot arches, distort the shape, rip 


the shank and destroy the fabric of the 
shoe. Like the ancient Chinese law, 
such appliances cripple the feet of the 
man or woman who uses them. They 
are foot-destroyers, not arch-sup- 
porters. 


Surgical Science and Shoemaking Sense 


demand that an arch-supporter that helps the foot and supports the arch be 
made an integral part of the shoe when it is being manufactured in the factory 
and not something added to the shoe after it is completed and being worn. 


The Crawford Arch-Supporting Shank 


Is the Only Scientific, Common- 
sense Arch-Supporter on the Market 


SHANK 
SPLIT TRUSS 


RIVET 
LOCKING SHANK TO INSOLE 
Shoe Fitted with Crawford Arch-Supporting Shank 
Shank Locked to Insole—Cannot Wear Through Outsole 





It is part of the shoe, a strong, simple, 
serviceable, scientific shank locked 
rigidly to the insole, which cannot 
work up through the insole nor down 
through the outsole. It is a fixture; 
a prevention to arch troubles, a 
preservative of the shape and fit of 
the shoe. 


Nothing but the Foot 
in the Shoe 





United Shoe Machinery Corporation 


BOSTON, MASS. 


PUN DER 664 sac ncewus 87 Main te City, N. Y....124 Main 
Brockton, Mass.........93 Centre ynn, Mass............306 Broad 
eee 18 South Market Marlboro, Mass....... 11 Florence 
Cincinnati. ........ 708 Broadway Milwaukee............258 Fourth 
Haverhill, Mass.........145 Essex New Orleans.........216 Chartres 





New York.............37 Warren 
Philadelphia. .... 221 North 13th 
Rochester, N. Y..........130 Mill 
SERENA A ee 1423 Olive 
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1919 WILL BE 


a record-breaking year for re- 
unions, receptions and func- 
tions of all kinds —‘* When 
the Boys Come Home.” 


Hazen B. Goodrich & Co. 


BOOT AND 


“BAL TABARIN” 





No. 900— MEN’S PATENT OXFORD 
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In 


Stock 


Men's “Turned” Oxfords 
will be required for all Dress 


Occasions 
Are you prepared to meet 
this demand ? 


A, B, C, D—5 to 11— Price, $5.00 
Haverhill, Mass 
ee MULUMLUOUE UMM OULU IMT LANL LLL 




















MISCELLANEOUS MISCELLANEOUS © MISCELLANEOUS 
: seeaeee tik Grent Chance Get 
Every Shoe Store Needs Noe | i eens 
a pair of = Do you want to get in touch with a snappy : 
“MANCHESTER” PLATES nia 
(Trade Mark Reg. U. 8. Pat. Off.) i eet.” 
CURVED JAW CUTTING - — BABY cmos : 
‘J ‘oster Street eal ly, Msas. = 
NIPPERS 3 sizes for all Shoes 7 ’ 
The only nipper Easy to drive on Milbradt Rolling 
made w Hard wear off. 
Santos re — from drawn Step Ladders 
ee ane soins aa TL 
“Messhater MT. Fe 
the wear en your 


Trade Mark Reg. U.S. 
Pat. Off. 


Be sure and specify 
“MANCHESTER” , 
ourve jaw when order- 
Write us direct if 
your dealer cannot sup- 
| ply you. 
Price, $4.50 


Frank W. Whitcher Co. 
Patentees and Manufacturers 


Boston, Mass. s23-22W hake St. 





tomers’ shoes. If 
your jobber can’t 
supply you, 
WRITE US 
Immediate deliv- 
eries 


NATIONAL SHOE 
PLATE MFG. CO. 
1248 West Third St. 

















Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


Neo Quantity Too Large. Short 
Leases Taken 
GLOBE MDSE. CO. 
Indianapolis, Ind. 


New York Office 
28 Lispenard St., New York City 
Merchandise of Ali Kinds Purchased 





“FISHER” 


by uit 


pe. On 
HEEL and 
COUNTER 
SUPPORT 
4 mM... to 





A = 


Without 


Prevents the becw coy of ane an and 
Shoes from Runnin ap Or er. Easily A; 

lied. No Repair partment sho 
& without them. 








The New Improved 


“E, W.” 
SHOE STRETCHER 


ll 
i 

















WANTED TO PURCHASE 








WANTED FOR EXPORT 
Slow Sellers 
YOUR io Numbers 


Entire Stocks 
FOR CASH 


NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 











will adjust t 
= two the “sb sizes —* 
amagin shoe ange 
sizes: Misses 13 to men’s 12. 
Shoes can be stretched oom 
across the base end or of ti 

ive greater height or wid 

x. $2.00 each. 


F. W. WHITCHER CO. 
Boston 
Chicage 








We ber att ond sen abut cu ete 
and wholesale stoeks of shoes er 
merchandise. 


BROOKLYN yori sen suaponnele 
FRANK WALKER, 























No matter what policy you may pursue 
im selling to the shoe trade, nevertheless, 


yeu need the “BOOT AND SHOE |. 





RECORDER” all the time. 





Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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page per issue: 

1 time 7 ti 
l'inch..... $4.00 $3.00 
Zinch..... 8.00 6.00 
3inch.....12.00 9.00 
4inch..... 15.00 12.00 





18 times 

$2.75 
5.25 
7.75 

10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 


I INS WANTED. Three cents word for each insertion 
"Minianom amount soe = gene — ities 
lor 

26 times 52 times emannt caummtel tne Dale, this will be received 
$2 50 $2 00 up to five o’clock Tuesday P.M. When advertisers answers te 
¥ “ come in care of this twelve words must be allowed in each adver- 
4.75 4.00 pag ope ef ey Ppl A fy 
7.00 6.00 advertisement and paid for accordingly. Answers to ads. must be seat 

9.00 8.00 etter postage. 














SALESMEN WANTED 


SALESMEN WANTED 


FOR SALE 





ALESMAN WANTED—For City of Chicago— 

to sell an up-to-date line of men’s welts retailing 

at from $8.90 to $10.00. Also salesman for State 

of Illinois. Shoes carried in stock. Commission 

only. Address B 288, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


GALESMAN WANTED—For " Kentucky, Ten- 
nessee, West Virginia; salesman for 
po ae Ohio for a line of men’s welts carried in 
tock. Commission only. Address B 289, care 
Boot and Shoe Recorder, 207 South St., Boston, 
ass. 


WANTED SALESM AN ABLE TO EARN $100 
weekly—unusual opportunity for a big man; 
new strong proposition of merit; staple goods to 
eneral stores, drug stores and hardware stores. 

ot an easy line, but one which brings big returns. 








WANTED — Wholesale salesman well acquainted 

with jobbing trade to handle a line = 

misses’, children’s and growing irls’ welts and 

McKays on a commission basis. ay devote full 

time or handle it as side line. Address B287, care 

Boot and Shoe Recorder, 207 South St., Boston, 
ass. 


WORE SHOE SALESMAN—For high-gra: 
“Made in Milwaukee” line of men’s en 





boys’ work and semi-dress shoes. Have open 
northern half Louisiana, Vi and 
Maryland. Business established. ission 
basis only considered. One h per cent gain 
in business _ W.-H new fa ‘ 





P ———g edke Schaefer Shoe .» Sales 
anager, Milwaukee, Wis. 








POSITION WANTED 





Continent Jewelry Co., J, Continental Bldg., 

Cleveland, Ohio. 

WANTED—First-class I for Chi : 
must be familiar with the trade there and a 


man of the ability and personality that will allow 
him to sell the loop as well as in other sections of 
the in Guy men of os experience need 
apply. In —_ ying give references, experience, etc. 

yal , care Boot and Shoe conden, 207 
South ON Fan be Mass. 


WANTED-—Salesmen_ fo for the following terri- 
tories: Eastern Massachusetts and Rhode 
Island; also Connecticut and Eastern New York 
State; also the South. Desire men with experience 
to handle a line of Growing Girl's and Children’s 
shoes on commission, either with or without any 
otber line. Address B290, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ANTED—A “live wire,” covering Ohio, a 
man in touch with the best trade, and ac- 
FOX ine in the territory, to sell the old established 
‘OX line of high gra le Infants’ Soft Sole shoes. 
,— commission, small classy sample outfit, 

to all particular omens ms ~% In applica- 

len ‘ane J. Fox, fgr., 
Rochester, N 





SALESMAN with 12 years’ successful selling 
experience calling on shoe manufacturing trade 
throughout o i. 4 Thorough knowledge 
of this trade. ent at once. 
Address B292, care E ot Pal joe Recorder, 207 
South St., Boston, M ass. 


GHOE s SALESMAN of ability, with many years’ 
experience in retail shoe stores, would now like 
to have line on road or take charge of shoe depart- 
ment or shoe store. At present onpevet. Can 
give reference beyond any doubt. ge 38 years. 
Address B291, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
FIRST-CLASS SHOE MAN seeks position; 12 
years’ all round experience. Foot specialist. 
Capable managing store or di ent. Would 
like to locate in Washington. Address B283, Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 














HELP WANTED 





GALESMEN WANTED 16 carry our Boudoir 
Slippers to the large retail and department 
store trade as a side line. Liberal commission. 
Send us your references and we will send samples at 
—. ae Baker Shoe Co., 280 River St., Haver- 


GALESMEN WANTED—Good experienced s shoe 
salesmen for high grade Western line of men’s 
work shoes in the following territories: Michigan, 
Ohio, New York, fodiens and Illinois, Virginia and 
West Virginia. Only li ive shoe salesmen with an 
established business will be considered. Address 
“Optimo,” care Boot and Shoe Recorder, 189 
West Madison St., Chicago, tll. 


ANTED—A thorou hly “experienced traveling 

saleaman to sell leather, shoe findings and shoe 
store supplies to travel Mississippi. Must be a top- 
notch man in every way. We pay a good drawing 
account, figure a reasonable percentage on sales 
and allow full credit for all orders, including mail 
orders, enabling you to earn a bonus over 
your drawing account, as is now being done by our 
other salesmen. State age, experience, references 
and if possible send your photograph, and if now 
employed state by whom. We can also use a man 
for North Alabama and Tennessee. Address B280, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


GALESMEN WANTED—Side line salesmen 
calling on shoe stores, shoe repair shops and 
department stores—the highest grade product on 
the market. Fast ter—on unusual com- 
missions. Solvol Product Corporation, 1053-5 
Randolph St., Chicago, Ill. 

ALESMEN WANTED—Experienced men with 

established — to carry “Federal Shoes for 


in sy commission only. 
Territories open: "Ohi \ Wisconsin and Illinois 
without Chicago. Address in confidence, givin, 
—_ of experience. Federal Shoe Co., Lowell, 


ELP WANTED-—Salesman, familiar with 
stitch-down shoes and sandals. Capable to 
sell to jobbers. Give full particulars in first letter. 
O. Heimberg & Co., 248 ayette St., New York 
City, N. Y. 
HEEL. SALESMEN—Live, energetic young men 
in different parts of the country to sell rubber 
heels and fibre soles to gee, manufacturing trade. 
Straight commission basis. In reply state territory 
oe and give age, references and lines now 
= O- andled. Cambridge Rubber Company, 
idge, Mass. 





EXPERIENCED man that at has ‘sold higt high grade 

shoes. Full new line of men’s, all up-to-date 
lasts and patterns, a few women’s shoes. 
Several lines carried in stock. New os ent. 
Will make shoes that will sell. F. S. Shoe 
Co., Worcester, Mass. 








LINE WANTED 


HOE STORE FOR yn be a 
Good location, clean stock, splendid 
business. Reason for selli * health. ~ holes 
B282, care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 


eS SALE OF a. Bids 


be opened 10 A.M. May 7 1919— at War 
Devt. Surplus Property , Munitions iy 
Washington, D. for — iy be. F.O.B. 


Jeffersonville, nd: “where it may s 
138,800 sq. ft. clase-A and 11, 488. t. class-B, 
10 to 15 sq. ft. each, OILED LACE ATHER | in 
yor Rani, 700g 09, ft. 62 jai gr 
t. le- t. grade- Qz., 
NUSSET FULL GRAIN BAG “LEATHER is 
ope Me F No 1178 CE. Bids to be on 


— forms which, wi be 
c pamee 9 igo in fll to above ice > ene 
Zone Supply Offices ing Cities: Boston, 
New York. ia, Atlanta, 





Jeffersonville, —_ 

ean, San ‘Antonio, Om: E 

= By authority of Capt. Don H. Foster, 
i 








EXPORT OPPORTUNITIES 








An Unusual Export 
Opportunity 


A reliable Concern established in 
Australia and New Zealand for 
more than 25 years, wishes to 
secure the sole agency of Ameri- 
can manufacturers of high class 
men’s and women’s shoes and 
felt slippers for these two coun- 
tries. 


The business will be handled on 
a commission basis and the trade 
sold in the name of the manu- 
facturers whom are represented. 


A member of the firm will be in 
the States during the first of May 
and appointments can be made 
by addressing M. E. E., care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 














HOE manufacturing concern will buy a line of 
misses’, children’s and growing girls’ welt lasts 
from a manufacturer who has discontinued this 
line. Address B286, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








SHOE FACTORY WANTED 


GHOE FACTORY wanted, with a capacity for 
about 1000 to 1500 pair per day, preferably one 
fitted up to make misses’ and children’s welts and 
McKays. Will also consider floor space enough to 

establish factory of above size. Address Bess, 





‘care Boot and Shoe Recorder, 207 South St.. 


Boston, Mass. 


WANTED TO PURCHASE 


CASH PAID 








Max Kalter Mercantile Co. 
591 a: Spring an” York City 
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‘‘Recorder’’ Occupational Bureau for Returning Soldiers and Sailors 


Have just been discharged from service. Would like a 
line of ladies’ fine shoes for New Jersey, where previous to 
entering army had an established trade. Sold $72,000 a year. 
Address $33, care of ““Boot and Shoe Recorder,” 207 South 
St., Boston, Mass. 





I have just been mustered out of the Army. I would like a 
position with a live concern as buyer or assistant. Have had 
eight years’ experience as assistant. Now open for engage- 
ment. Would consider any large city. Know I can produce 
results. Address, S31, care of “Boot ‘and Shoe Recorder,” 
207 South St., Boston, Mass. 





Position wanted by discharged soldier, six years’ wholesale 
shoe experience as credit man and office manager. Single. 
Will go anywhere. Last position paid $3,000. Address 
$32, care of “Boot and Shoe Recorder,” 207 South Street, 
Boston, Mass. 

Would like position as road salesman to retail trade in 
New England, preferably near Boston or in Rhode Island. 


Previous to entering service, traveled New England for eight 
years. Address $29, care of ‘“‘Boot and Shoe Recorder,” 
207 South Street, Boston. 





Just returned from overseas. Have had ten years’ ex- 
perience in the retail and wholesale shoe business. I was 
just about to make connections to go out on the road with a 
line when the call to servicecame. I would like to travel for 
some reliable shoe manufacturing concern, but if same is not 
available would take a position in a sample room, or inside 
selling line. Address S26, care of ‘““Boot and Shoe Recorder”’ 
Publishing Co., 207 South Street, Boston, Mass. 





Having just been released from the U. S. Army am again 
in a position to resume any line of business as a traveling 
shoe salesman. Have covered New Jersey for seven years 
and have an established trade. Am open for a line of good 
shoes, either men’s, women’s or children’s, manufacturers, 
or jobbers’. Address S27, care Boot & Shoe Recorder 
127 Duane St., New York City. 





EXPORT OPPORTUNITIES 


WANTED TO PURCHASE 


WANTED TO PURCHASE 











Highest Cash Prices Paid 





Retail St 
Opportunity 
e P @ 

We know of a long-established retail 
shoe business in Paris, controlling 
three stores, who are interested to 
sell out. These stores have been 
handling first-class merchandise and 
we feel that here is an unusual op- 
portunity for an individual or manu- 
facturer who is anxious to go into 
the retail shoe business in Paris for 
the purpose of pushing American 


goods. Address Export Opportunity, 
care of Boot and Shoe Recorder, 





We Buy for Cash 


-Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 


NO QUANTITY TOO LARGE 


We also purehase entire stooks 
from retailers or a. 


~~ you a, for sale. 

Ss Term Leases Taken 

We pay Highest Cash Value 
VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
587 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 
ire or Phone us 
Correspondence Confidential 
tablished 1890 


GLAUBERG & CO. 
401 Broadway, New York 


Phone Canal 4119 
We also purchase clothing, 
hats. furnishing goods, ete. 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 











Boston, Mass. 
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Canadian, $5.00. 
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Foreign, $7.50 
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Index to “Where to Buy’’ 


BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass... .. ‘ae ae 
Allied Shoe Co., Newbur t, Mass. oa 98 
Arnold, M. N., Shoe Co., ‘0. Abington, Mass. 130 
Ault-Williamson Shoe Co., yo Me. 19 
Baker Shoe Co., The, Haverhill, Mass. 97 
Bancroft, Walker Co., Haverhill, Mass. 82 
Bates, A. J., Co., Webster, Mass... .. Sedan’ eee 
Berlow, Elias, New York k City Dee aaa 102 
Berry, A. H., Shoe Co., Portland, eee 2 
Bluestein Bros., Boston..................- 97 
Blum Shoe Mfg. Co., Sethe. |. sae 96 
Bradley & Metcalf Co., Milwaukee... .. . 88 
Cambridge Rubber Co. , Cambridge, Mass.. 102 
Carter, J. W., & Co., Nashville, Tenn., and 
OE PELE EEC POE inateee 78-85 
Central Shoe Co., Kansas City, Mo...... 22 
(go. | Edwin, & Son, Inc., 3. Weymouth, 
EE LOE RIA AES | CET Sere 98 
Concord Shoe Co., New York City. ........ 96 
Converse Rubber Shoe Co.. Malden, Mass.. 116 
Dalton Co., Brockton, Mass.............. 15 
Diamond Shoe Co., New York ee 102 
Daa. Nat. D., Shoe Co., Soubansoet, 
Wercrer Te Te eT Te Tee tee 1 
Dolgeville Ay, Slipper Co., — N.Y. 18 
Duane Shoe Co., New York City.......... 82 
Daspeshete, Val, Sons Co., The. Cincinnati, . 
Lande 620 6Gbee hse beset eds chee cees 5 
Eaton, Chas. A., Co., Brockton, Mass...... 108 
Edmonds Shoe Co., Milwaukee... . Front Cover-88 
Edwards & Co., J., Philadelphia Ka cated 4th Cover 
Emery & Marshall Co., Haverhill Mass. 118 
Evans Sons Co., L. B., "Wakefield, Mass 93 
Fiske Shoe & Leather Co., Boston.......... 102 
Ford, C. P., & ~~ Rochester, N. Y... 134 
Freehling & Co., S., Chicago.............. 79 
— _ H, Co., Inc., New York 
9 
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CAPRICE IS FASHION’S ALLY. HARMONY BETWEEN ~ 
FOOTWEAR AND COSTUME IS THE MANDATE FOR 
THIS SPRING AND SUMMER. 


FOX FOOTERY SUPPLIES THAT FINISHING TOUCH OF 
PERFECTION TO A GOWN. THIS SEASON'S PRIZED 
SLIMNESS OF LINE IS FOUND IN OUR MODELS. COL- 
ORS, IN WIDE VARIETY, ARE INDICATIVE OF REVIV- 
ING PEACE-TIME PLEASURES. 


OFFERING FOX SLIPPERS, OXFORDS AND PUMPS 
FLATTERS A WOMAN'S JUDGMENT IN HER ABILITY 
TO PICK BECOMING STYLES. MODERATE PRICES, 
MOREOVER, PLEASE HER PURSE. 


FOX FOOTERY PROFITS ARE SIMPLY THE RETURNS 
DUE MERCHANTS SELLING QUALITY GOODS AT NOM- 
INAL PRICES. FOX FOOTERY IS UNEQUALLED IN ITS 
POWER TO STIMULATE TRADE. 


EMPHASIS ON STYLE WILL SELL SHOES FOR YOU 
THIS SEASON. IF PORTIONS OF YOUR STOCK HAVE 
BEEN ACQUIRED, FILL IN WITH FOX SLIPPERS, 
PUMPS AND OXFORDS FOR STYLE AND POPULARITY. 


CHARLES K. FOX, Ine. 
Haverhill, Mass., - U.S.A. 


CHICAGO: Great Northern Bidg. 
BOSTON: 54 Lincoln Street 
NEW YORK: Marbridge Bidg., Broadway and 
34th St., Room 632 








BOOT AND SHOE RECORDER 








Walh-Croft,” Smiles! 


Have you ever found “that 
ideal shoe’ which combines 
reasonable price, perfect fit, 
satisfactory service and real 


styles? 


Wouldn’t you smile if you did 


find it—and wouldn't you 


simply coin money? 


We might talk and talk about 
the “Walk-Croft” process—but 
our salesmen are out and a line 
to us will bring one to your 
door. We are proving daily 
that we make “‘that ideal shoe.” 


W atch for the next one! 


ncvory BANCROFT WALKER COMPANY 


HAVERHILL, 


_— MAKERS OF SMART SHOES FOR WOMEN 





BOSTON OFFICE 

Rooms 404-5 
RICE BUILDING | 
| 
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“Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired. | 
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CHAS. A. BRADY, ROCHESTER, N. Y. 
I. LOUIS POPPER, CINCINNATI, OHIO. 





Many retail shoe dealers find it help- 
ful to know considerable about the 
leathers their manufacturers put 
into shoes. For those dealers we 
have an interesting message. 


tor Standard Kid. 

Its quality of texture and its uniformity of grades and 
weights are the features for which Standard Kid is best known 
throughout the manufacturing trade. 

Standard Kid is made to meet the tests to which kid leather is 
put—in the shoe factory, in the dealer’s store and on the customer’s 
feet. 

At the present time, our Color 18 “Field Mouse” and Color 8 
“Gray” are in strong demand for Fall shoes. These skins are 
guaranteed to be colored with pure aniline dyes. 

We shall be glad to send you samples of these colors, and also 
samples of Black, Golden Brown, and Havana Brown. 


W. consider Standard Kid itself to be the best spokesman 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 


207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 


AGE NCIES 


F. W. BAILEY & CO., ST. LOUIS, MO. 
GEO. A. McGAW, CHICAGO, ILL. 
PIERRE BLOUIN, QUEBEC, CANADA 


“STANDARD 
Sete 
, . 
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IS THE PROPER WAY TO SELL SHOE LACES. This method saves you the cost of Tip- 
ping, Pairing, Banding, Boxing and a good many yards of braid. 














MAHOGANY 
— 


wrote BLacK 
=— = 





Bronze 


On. Gray MED. Gray + Tony RED 
=— — 








Patent Pending 


**Rite-Away”’ Reel Outfit—Complete Outfit, Braids, Tips and Tipping Tool, $26. 15 


The braid outfit shown here contains seven 
200-yard reels of assorted colors which permits 
you to give the service of a $196.00 stock of 
Shoe Laces. 

The outfit costs $22.75 


Choice of Cotors 


The Braid used upon these Reels is a high 
grade Mercerized. 


Sample order, 200-yard, single reel, round braid 
$3.25 


Flat braid, single reel $3.75 
Colors: White, Black, Fawn, Mahogany, Bronze, 
Pearl Gray, Dark Gray, Medium Gray, 
Castor, Tony Red 


Standard Lace Tipper, $2.50 


AttachesbTip Quickly, Neatly, Securely to any size of 
Lace Braid, Round or Flat. Used exclusively by the 


United States Gov ernment. 


Box of 500 Tips, Any Color 30c. 


Tips made of Finest Grade of Lace Tip Steel. Plain 
and Corrugated Styles, Brown, Black and White. 


The RITE-AWAY REEL OUTFITS are on 
sale at the following concerns: 


ON OS ee er rer Bangor, Me. 
C. A. Browning. . .. Boston, Mass. 
Hamilton, Brown Shoe Co.. .. Boston, Mass. 


Wi, As Tees GEG. oo nc ccc esses Boston, Mass. 
McElwain, Hutchinson & Winch. . Boston, Mass. 
Parker, Holmes & Co.............. Boston, Mass. 
oe ye OO Re ere Burlington, Vt. 
ee OT eee ee Campello, Mass. 
Gite Leather Coe... ....- 6.255553 Columbus, Ohio 


Shulz Leather & Findings Co..... Duluth, Minn. 
Mexico Shoe Machinery Co........El Paso, Texas 
Schwarzenberg & Glasser. ..Grand Rapids, Mich. 
Kansas City Leather Co........ Kansas City, Mo. 
L. H. Packard & Co., Ltd.........Montreal, Can. 
J. H. Rubin & Co............. New Haven, Conn. 
Blog Shoe Findings Co............New York City 
Manasse Block Tan Co.............Oakland, Cal. 
Pennsylvania Leather Co................ Erie, Pa. 
P. P. + "peanut & Co........Philadelphia, Pa. 
Coscia Bros. . 4 ae .. Pittsburg, Pa. 
W. Parke Warner.. ; .. Saginaw, Mich. 
Higgins Leather Company. were St. Louis, Mo. 


Canadian Shoe Findings Novelty Co 
Toronto, Ont., Can. 


Berrow_& Monroe..............Watertown, N. Y. 


143 Federal Street 


H. W.Ramsay & Company poston 


MASS. 
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THE LEADING COLOR 


FOR FALL I9!I9 
LEVOR — N2S 


BEAVER BROWN 











OUR OTHER POPULAR SHADES ARE 
COLOR nN? | LEVOR WHITEST WHITE 
COLOR N°23 LEVOR TRUE GRAY 
COLOR N?63 LEVOR HAVANA BROWN 








PRODUCED IN THEIR USUAL HIGH GRADE UNIFORMITY BY 


G.LEVOR « CO., inc. 


GLOVERSVILLE, N.Y 


NEW YORK-88-90 GOLD ST. 

ST.LOUIS LEATHER EXCHANGE BLDG*BOSTON I45 SOUTH ST. 
ARTHUR S. PATTON LEATHER CO. + + THE G.LEVOR CO, 
MNILWAUKEE -THE A.R/AUVELLER CO. 

258 FOURTH ST. 
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A trade name that means something 


The name “Foot Pals” was chosen after 
careful thought. 





These remarkably good comfort slip- 
pers are indeed Pals to the wearer— 
Satisfying both from a comfort and 
appearance viewpoint. 


Foot Pals are skillfully and thoroughly 
made and are sold to you at a price 
that allows for a generous profit. 


Get them before your comfort 
seeking customers— 





Write us for your nearest Jobber 
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The E-Z WALK MFG. CO., INC. 


ALSO MANUFACTURERS OF THE E-Z WALK ARCH SUPPORTS 


62-70 West 14th Street New York City, N. Y. 
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NUBUCK 














NUBUCK 


REG. U. S. PAT. OFF: 


AN ESTABLISHED LEATHER 


S° secure is the pre-eminence of 

Nubuck—so firmly is it estab- 
lished in the recognition and favor 
of manufacturers and retailers—that 
it represents a standard. 





Onginated and tanned exclusively 


by 


A. C. Lawrence Leather Co. 
161 SOUTH ST., BOSTON, MASS. 


New York Chicago Rochester St. Louis 
Cincinnati Gloversville 











WEILDA BLACK DIAMO 


ORIGINATO 
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DO enenll 


WHITE BUCK AND CANVAS CLEANER. 


A thorough cleaner. Not a whitewash. 

Will renovate equal to new. 

si oz. size (folding box), $12.00 per gross, 
1.05 per doz. 5 oz. size (neck box), $21.00 

po gross, $1.80 per doz. 


GRIFFIN MFG. CO. 
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Get Ready For the Dress- | 


ing Demands to Come 


The two Griffin dressings described here will meet the needs 


of the majority of your customers during the Spring and Sum- 


mer months. 


They are designed particularly for the shoe 


materials that will be most generally worn. 


Of course they are representative of the Griffin quality, and 
that means that they will do the maximum of work and give 


absolute satisfaction. 


If these should not meet with the requirements of YOUR own 
trade, write us, for we have “A Dressing for Every Shoe” and we 
can supply YOUR need no matter what it may be. 


All goods shipped F.O.B. 
New York. On orders of 100 


Ibs. or over (which would take 


in one gross of the small or 
large buck and canvas cleaner, 
or one gross of the Lotion 
Cream 3 oz. size) we make 
an allowance of 75c per 100 
Ibs. If the rate to your 
city is less than this, we 
would pay the entire 
charges. If more, this al- 
lowance would be deducted 
from the actual rate. 


69 MURRAY ST. 
NEW YORK, U.S.A. 











~ fr? 
‘ ' 
. wet 


tinaaan 


LOTION CREAM 
fo. ng black, light 


fey. Coun, sof softens and 


is to the skin. 3 oz. size, $20.00 gross, 
$1.75 per doz. - 
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Onn Kelby ---Rochester 





as usualis showing 

notable creations iru 

women's footwear for 
a the new season. 


Always atouch of > 
distinctiveness that— 
marks as exclusive 


“Those Better Sfioes” 














_ 


BEBLSCENE 


tre, 


ie, 
John Kelby_Inc. 


ROCHESTER, NY. 


. 
New York City: Room 105 Graham Bidg. 
Church & te Sts: Me John. C. Halliwell 
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OT only have Nedlin-soled shoes an 

advantage in selling, but J. Blach & 

Sons, of Birmingham, Ala., have found that 

customers are quick to discriminate between 
NeGlin and other non-leather soles. 


The retail trade finds that 
service shoes, NeOlin-soled, 
are excellent sellers— 
men’s business shoes, 
women’s walking shoes, 
boys’ shoes, sensible shoes 
for growing girls and the 
smaller children. 



























































And clerks have no trou- 
ble closing sales of Nedlin- 
soled shoes when they 
point out to customers the 
extra wear and added com- 
fort they are getting in buy- 
ing shoes with flexible, 
waterproof Nedlin Soles. 


Neolin Soles 


Trade Mark Reg. U.S. Pat. Off. 


Nedlin Soles are made by The Goodyear Tire & Rubber Co., 
Akron, Ohio, makers of Wingfoot Heels — heels so good 
that only 1 pair in 352,000 is returned for adjustment, though 
they are guaranteed to outlast all other heels, rubber or leather, 
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The SECURITY of STYLE 


HEN you feature a line of shoes containing maximum 
style, you are secure. 
This security is permanent, for feminine nature—the 


desire for the beautiful—does not change. 





M-C-McKays—thoroughly and skillfully made shoes for 
women—not only look well, but they give honest, loyal service— 
and at a moderate price. 


We suggest M—C-McKays as a fast selling, and /eading line in 
your woman’s department. 


Write us—we will tell you all about M-C’s. 


MITCHELL- CAUNT CO. 


FACTORIES «LYNN, MASS. BOSTON OFFICE+72 LINCOLN ST. 


Made in lynn 
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DALTON’S ‘ae 


For Delivery Now 

















The reliability of Dalton shoes is 
a matter of record. In selling them 
brown Keagaroo you can point to definite features 
ahs vsieeand Of superiority. You will miss much 
ye AtoD. 512% by delaying to get some or all of 
these styles in your store soon as 
they can be gotten there. Winchester Lest 
eav 


Stock No. 
810 





Stock No. 
520 





a No. 






Gora brad Che! 


See. No. 
Corsai rLast, Cherry 
alf Varsity Bal, 
Heavy Single g Sole: 

Sizes an 


B Stock No. 
eee A to D, 5 to 500 


Stock No. 
690 


Reems Last, Brown 

an Varsity Ox- Sol 
ford, Single 8 Sol a ber Heel. 
Heel id Wide and Widths 


eee De 8 to 








PLAIN CARTONS—SHOES UNBRANDED 











Shed) Me. 
Campus Last, Tyrian 
Red alf, Varsity Bal 
fea ‘Bizes and Widths: Stock No. ian 
AtoE,6to 11. magten bash we > °. 
hogany Cait Bal, Bal, Bingle Oh Boy Last, Black 
safe Broad Gi "xe angaroo 


lazed 
Blucher, Single Sole, 


and’ Wisehe: re ‘o > 

i038 
and Widths: AtoD,51-2 
to 11. 


§ toll. 








CATALOGUE 


The Dalton Company, Inc. 
smo 











Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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BEAVER BROWN KID VAMP 
SILVER GRAY BUCK TOP 


WELTED SOLE—MILITARY HEEL 


‘DONN D. SARGENT. CO. 


FACTORY 
407 BRIDGE STREET 


SALEM, MASSACHUSETTS 


BOSTON OFFICE 


195 ESSEX STREET 























BOOT AND SHOE RECORDER May 10, 1919 


i 





“AUUNNUUIOUESUSOGUNUOUUSUUVRGULLUEULVULUUEUAUEEUGUHUUGUOUUUUUEAECLAEULEUOUOLUOUUG OOOO 


THE KING OF JOBS— 
Just Like Handing You Money 














grade men’s shoes to you at a saving of 
30%. The maker of these fine goods needed 


the money. 


URNING over a large purchase of high | 


HERE THEY ARE $3.00 


Three Live Numbers, at....... 


& 








| 
| | That’s The Story. 
: 


Goodyear Welts ya 


| Fine Dark Mahogany Fine Dark Mahogany, Invisible Fine Dark Mahogany 
Medium Toe Blucher. Eyelet, English Oxfords. Broad Hi-Toe Bluchers 





SIZES: 6-9, 6-10, 6-11; D width. 24 pair case lots only. 


209 ESSEX STREET, ..  .. BOSTON, MASS. 





S. ROSENBERG ™ "tse" 
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ss ** Maintains a Standard Reputation’’ ‘ 
Sy ‘ze 
TD s 
= HIGHEST QUALITY = 
z Our Popular Colors — Smooth and Boarded Pe 
‘3 COLOR 404-NUT BROWN COLOR 505-MAHOGANY COLOR 909-DARK COCOA ze 








Zee 
ON 


wi 


SILKY — MELLOW — RICH 








4S, 

4 {ar 
yD —— 
- SS 
Te 147 
Ae - 












= 


ats 
ria 


J 





S 





ar 
Ke 



















































































PANAMA CALF 2 
SS a 
=) A colored leather for the moderate priced shoe. Continues to give is 
z complete satisfaction to the leading makers in the same shades as > 
& ACE CALF = 
4) ACE SIDES PANAMA SIDES |e 
ASC rH 
Zz In the Popular Shades 3 
& CHARACTER — CARE — VALUE 5 
Ss Foreign buyers are cordially invited to inspect these leathers ‘z 
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J. S. Barnet & Sons, Inc. 


Tanneries at LYNN, MASS., U. S. A. 
Salesrooms, 75 South Street, Boston, Mass., U. S. A. 
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MSElroy-Sloan Shoe Company 
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Billiken 


SHOES 
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Write or Wire for 
Billiken Booklet or Salesman 







sT.LoUS 4 
¢ af Or 










ne? we MEI T.| 










wae 














STA IVATVAATUAOTAAATOAA TAT 








— 


* 

















UR salesmen 
are leaving 
for their respec- 
tive territories 


with complete 
Fall 1919 lines of 


Gordon 


HOSIERY 


It is the usual thing nowadays 
to sell the consumer Gordon 
Hosiery. It has been tried by 
so many shoe merchants with 
such satisfactory results, it is 
quite the proper thing to do. 











The Gordon Hosiery line con- 
sists of cotton, lisle, silk-lisle, 
fibre silk, and pure thread 
silk; for men, women, chil- 
dren and babies. A complete 
Hosiery Department. 








Brown Durrell 3 


3 New York 
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by) (estle Havana Brown lashion Plate 


EW Castle Leather Company Havana Brown Kid, 8% 
Inch Boot, Circular Vamp, Full Quarter, Blind Eyelets, 
Narrow Toe Last, LXV Covered Wood Heel, Heavy Edge Turn 
Sole. 
Made and Exhibited by 


CROXTON WooD & CoO., Philadelphia, Pa. 


Judge It b , Its Users 


New Castle Leather Company 
NEW YORK 
Boston Montreal,Can. Chicago 


and the Principal Leather and Shoe Centres Lverywhere 
Factory, Wilmington.Del. 























































































































































Lace Shoes Permanent Vogue 


- Dame Fashion will never permit a return to button shoes so long as trim ankles 
are desirable. And long experience of millions of wearers has decreed with 
equal insistence for Fast Color Eyelets. Dealers know the advantages of lace 
shoes with the Fast Color Eyelets — easier sales, because no adjustments are 
needed in attaining perfect fit. Shoes retain their shape better and the Fast 
Color Eyelets never become brassy. Be sure to insist with every lace shoe 
order that Diamond Brand Fast Color Eyelets are used. 


If the little Diamond appears on the top of each eyelet, theri, 
and only then, are you getting what you are asking for. 


UNITED FAST COLOR EYELET COMPANY, Boston, Mass. 
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ERE is the strongest testimony of the esteem 
in which “ONYX” Hosiery is held— 


Frederick Loeser & Company, Inc., of Brooklyn, 
N. Y., in a full page advertisement of their Annual 
April Sale of “ONYX” make the following state- 
ment: 
“ONYX” Hosiery needs no descrip- 
tion—no commendation—Everyone 
practically knows all about the ex- 
cellence of 


“Onyx” 


Every statement made by this House is Gospel 
Truth, and’ every item of merchandise they sell 
must be of the Highest Standard. 

The Sale itself broke all previous records and the merchandise 
was available only because preparations had been made long in 
advance. 

There is an object lesson in the above for the Retail Shoe 
Merchant—everywhere. It proves conclusively that the Public 


will respond to an announcement of the sale of a_ product of 
universally known merit and standing. 


Reg V3. Pat. orrice 





Emery @ Beers Company Ine. 
Sole Owners of “Onyx” Hosiery 
BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
$1 Bedford Street 1088 Chestnut Street The Lytton Building 
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WEIMER, 
WRIGHT & 
WATKIN CO. 


PHILADELPHIA MADE OXFORDS 


| (McKAYS) | 

AN ENGLISH LAST FOR GROWING GIRLS 
No. 4740—Brown Kid, Straight Tip, 2% to 7, C to E, 

$3.25 
No. 4748—Brown Smooth Full Grain Side, Wing 
A LOW HEEL STYLE FOR YOUNG WOMEN 
No. 4753—Patent, Wing Tip, 2144 to7, CtoE.... $3.00 
No. 4755—Brown Smooth Grain Side, Wing Tip, 

2% to7, CtoE ; 

No. 4756—Black Kid, Wing Tip, 244 to7, CtoE.. $3.00 








A MISSES’ ENGLISH 


No. 6209—Brown Kid, Wing Tip, D and E, 11% to 2, 
$2.50 


No. 6206—Patent, Wing Tip, D and E, 114% to2.. $2.50 





A FOOTFORM MARY JANE 


Patent... . 5-8, $1.75; 814-11, $2.00; 1114-2, $2.25; D-E 
Brown Kid, 5-8, $1.85; 814-11, $2.15; 1114-2, $2.35; D-E 
Infant’s Patent Turn, 4 to 8, D—E 
Infant’s Patent Turn, 1 to 4, D—E 





3W’s LENOX 


STOCK DEPARTMENT, 35 SOUTH SECOND STREET 
PHILADELPHIA 
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Gould, Lee & Webster, 293 Main St. East, Rochester, N. Y. 


What The “Other 
Fellow” Thinks: 


The opinion of a man who knows from 
actual experience just how good our 
product is must be convincing. 


Gould, Lee & Webster are nationally 
known and we are extremely glad to 
print their commendation on our Shoe 
Store Chairs. 


Note the qualities of these chairs which 
induced them to place their second order, 
namely: 


Modern Appearance—Economy of Seat- 
ing Space — Comfort of their Patrons. 
These same qualities will appeal to you. 
Write us for catalog.and fullest informa- 
tion. 
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1016 Lytton Building 
CHICAGO 


Room 601, 119 W. 40th St. 
NEW YORK CITY 
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Kays ¢¢ Welts 


OTTER customers are 
representative of the 
great department store 
trade of the country—quick 
to appreciate good merchandise 
—equally alert to condemn when 
the product falls below their 
standard. 





An exacting trade to cater to— 


yet Cotter has done it success- 
fully for many years and 


Cotter customers are per- 


manent customers. 
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oe Co. 
Lynn, Mass. 


BOSTON OFFICE 212 ESSEX ST, 
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Stock No. 8095 
READY TO SHIP 


A trim style for general wear. 


Cordo Russia Side; 5-Eyelet Oxford; 7 sq. 
Sole; 12-8’’ Cuban Heel; Invisible Eyelets. 
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Kee AA, 414 to7 B, 3% to7 
ie A,4 to7 C and D, 214 to 7 
oe | It comes also in Black Glazed Kid. Stock No. 
2 6367. 
hel Style Price Telegraph-Order 
= ‘ode Word 
ay 8095 $4.75 WANDA 
5 | 
pe 6367 $4.65 WABAN 





| Prices subject to change without notice. 
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Send for the Regal In-Stock Catalogue. 
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Regal Shoe Company 


BOSTON, MASS. 
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Study It! 


O season’s line has done more to | 
increase Regal popularity than 2 cas 
the Regal line for Fall 1919. 9 
The unquestioned style of every shoe 
insures quick sales. 

The choice leathers of which they 

are made insure long wear. 


=e 





See 


CS 






nS 










Customer-satisfaction and repeat sales 
just naturally follow. 






Our salesmen are on the road. Let 
us send the Regal line to you— and 


you STUDY IT for new sales pos- 


sibilities in your store. 








Sample Displays 





Boston, 268 Summer Street 
New York, 1369 Broadway 






Regal Shoe Company 


BOSTON, MASS. 













UHHH ENA 
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THE ONLY ABSOLUTELY GUARANTEED NEVER SLIP HEEL 
PROTECTOR ON THE MARKET 


THE GILLIAM. NEVERSLIP 
HEEL PROTECTOR 


Will positively prevent all low shoes and pumps slipping at the 
heel. The narrow piece of soft felt attached to the top of the 
NEVERSLIP does all the work, and is guaranteed not to hurt the 
foot and has been tried out and proved right. THE GILLIAM 
NEVERSLIP has a gummed surface to attach it to the shoe, and 
when it is in, it stays there. Unlike other kinds, it will not pull 
away at each end. Packed each pair in waxed envelope, 12 pairs 
to a carton—$1.65 a dozen pairs. $19.80 a gross, pairs, less 5 per 
cent trade on full gross orders. Terms 2 per cent, 10 days. Sells 
for a quarter and practically doubles your money. Patented July 


14, 1913. 
A BIG BUCKLE SEASON 


There has never been a time in which such great interest has been evidenced in shoe 
ornaments. Our line includes all varieties. The one illustrated is the very latest 
creation in metal shoe buckles. They come in colors, steel, jet and dark brown, in 
three different sizes. Prices are from $6.00 to $6.50 a dozer pairs. Other styles up to 
$18.00 dozen pairs. Delivery at once on receipt of order. Sample dozens sent on 














‘THE H. L. HYMES COMPANY 
19 East 17th Street NEW YORK, N. Y.— Pearce «atl 





on the back which allows for quick, 
— attachment to pump at any 
angle 


We carry a complete line of Findings Specialties, including Lambs’ 
or position desired. 


Wool Brushes, Polishing Sets, Tongue Pads, Heel Cushions, etc., etc. 







HOW TO READ A BANK REPORT 





(9) ee D E P O - I = ~ > Report of American Trust Co. to the Bank 
Commissioner, Nov. 1, (918: | 


Hold fast to this fundamental fact. ASSETS 

‘Deposits’ are liabilities—not assets. They are Demand Loans...) *Suseazet 

8 on Bethe 8S xcs =3 . ime | ae 16,847,160. 

liabilities to depositors. Notes Rediscounted. 1,597,811.12 

i P ustomers’ Liabiljty on 

They are put in the bank by checks on other | ro «lpi ,000.00 
Investments............. 2,540,169.28 


banks, money, or can be credited by a loan made =“ P *°*" CNBr eee eee eee 


to a borrower. The bank in turn uses deposits to $31,447,386.29 
loan its customers for the transaction of their LIABILITIES 
business. Of course, “Deposits” indicate a bank’s _ Deposits................. $25,786,343.65 
er Sg i ace 1,000,000.00 
relative S1Ze. Surplus Earnings......... 2,655,231.52 
: F Acceptances.............. 3000.00 
In our next advertisement we shall consider that  Rediscounts.............. 1,597,811.12 
$31,447,386.29 


| intangible asset, “‘Service.” 


AMERICAN TRUST COMPANY 


Federal a 50 State St mp Boston cit eS ... 


} 


‘ The ninth of a series of advertisements 
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KINDER-GARTEN 
WELTS 


The big selling 


children’s shoe line 






Genuine Gun Metal Calfskin, 
Whole Quarter, Flexible Oak Out 
Sole and Inner. Goodyear 
stitched with full extension all the 
way around. Inside Wedge 
Heel. 

B-3488—5 to 8, price...... $2.15 
B-3487—8 4 to 12, price... 2.50 
B-3486—1214 to 2, price... 










values! 









Patent Chrome, Vamp, 
Genuine Calfskin Top, 
Flexible Oak Out Sole 


and Inner Sole, Good-” | SMOOTH INSIDE—STRONG OUTSIDE 











year stitched with full See these shoes and compare them. The best value 
extension all the way children’s shoes on the market! Here is real merchandisé 
around. Inside Wedge for the wide-awake shoe dealer. 

Heel. Order from this announcement. IN STOCK—shipped 


immediately. Send for Catalog B, showing full KINDER- 
GARTEN Line. 





B-3484—5 to 8 


ans os =e Smith-Wallace Shoe Co. 


price. . 2.40 
B-3482—1214 to 2 . Established 1846 


pelea: Adams and Market Sts. - - Chicago 
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“HUBTIP’*Noven tre SHOE LACES 


“HUBTIP” Shoe Laces 
iene iack Never Sii; 





APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 





Women’s or Men’s Men’s Women’s or Men’s 
= in. per gro. Strings . . _ 20 rs in. per gro. Strings.... . $2. = ot in. per gro. Strings .. os 
iii (ii iii ity aed 2.40 ira oe iT) iT ae 3.0 z 
eoare oe > OF Strings. . -4.05) — G ASSORTMENT CABINET |D a CABINET 
: 36 36 i ere eeeeeeee [77 Ss 
F ASSORTMENT CABINET] 34 ma 5 eee {¢3.10 ee eae 
ors}: “+ b $3.00 12 $4 toe eae eae 18 “ 54 ee 
ae ee sa A ASSORTMENT CABINET 

E ASSORTMENT CABINET 36 pair 36 in........... ORDER A TRIAL CABINET 

36 pair 36 in.. + igs 05 ed” ala: {ea.15 with 

36 MP fonts eee — ga ccaiceaes COUNTER DISPLAY EASEL 








FRANK W. WHITCHER CO. --Mfrs.--Boston and Chicago, U.S. A. 


POUCEUCEUCOUSEUGURGOUGUSORCGEQGEREOOOOOGOUGEOGEOUOCCHRCHCGUGGEGGHOGEOULGONDCUOONGCRGGRSGUOGUOSUGUNOGNDOENONDONGOERB- 




















May 10, 1919 





ATT 


TOT 





DIAMOND POINTERS 
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DON’T REGRET 
ACT 


IF YOU NEED SHOES QUICKLY 
OUR STOCK SERVICE WILL DO 
THE REST 





TOOT 








THE BEST EVER 






Stock No. 538% 
—Koko Side Bal, 
Admiral] Last. 
B, C, D, 5% to 10. 
4.50 





IN AN OXFORD 
Stock No. 584 
4.15 


HO 









Just one of 130 styles ready for at- 
once delivery. We: don’t’ hesitate to 
call it a real headliner. 


‘OTHERS FROM $3.70 to $6.65 








Our salesman in your state will be glad 
He'll call if you 


to exhibit our line. 


say so. 
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THE LONDON BRIDGE STORY 


HAS NOTHING ON THIS 
HAPPY TALE OF OURS 





A Guinea for a penny, they say, was once 
offered on London bridge. Though the coins 
were plentiful and legal, not a passerby had 
sufficient courage to make the investment. 
The generous individual had foreseen the 
result of offering what looked too good. 


This skepticism we are told was then the 
general attitude. It seems that inability to 
inspire business confidence led to exaggerated 
promises until it was no longer well to take 
anything for granted. 


But today a manufacturer could ill afford to 
show something that could not be delivered at 
the price. You might fool the customer once, 
but who could succeed on this kind of policy? 


Imagine our surprise when a well known 
retailer, trying our product for the first time, 
expressed his opinion that the inspection pairs 
looked too good for the money. 


So we say to others as we said to him: Should 
there be any reason to feel dissatisfied with 
later shipments there would be no objection to 
a return of the whole purchase. 


We offer a good product which makes good. 
In fact, the secret of our success has been the 
knack of making dependable quality welts 
look like shoes that might cost much more. 


Six years’ consistent selling of our factory out- 
put has put us in a class with the few largest 
makers. We started with 600 pair a day and 
now make 7500. (An unrivalled record.) 
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Stock No. 281 Stock No. 246 Stock No. 276 
_ eae teementonmatemect — TM ~~ dhamlametnndn: MEE | adams 
283—Same in Black Kid............... $3.75 245—Same in Dull Kid............ .. $3.75 275—Same in Havana Brown Kid...... $4.00 
249—Same in White Kid...............$4.75 247—Same in Mahogany Calf......... . .$3.75 277—Same in Mahogany Calf......... .. $4.00 
116—Same in Patent Leather......... . .83.00 248—Same in White Kid............... $4.75 218—Same in Mahogany Side, White Welting, 
117—Same in Black Kid............... $2.85 $8.75 
100—Same in Brown Kid............ $3.25 219—Same in White Buck........ .. . 83.75 


225—Black Kid Oxford Welt, Leather Louis 
Heel $4.25 


227—Same in Patent Welt ............ $4.25 I i id ae ag, Sac aca aelaoka-eone ae 
234—Same in Hav. Brown Kid, Welt... .$4.25 196—Same with Military Heel.......... $2.40 


The Boardman Shoe Company 





Pumps 


Oxfords 
Boots 





Women’s 


Colonials 





$2.40 Heel, Welt 


Send for Illustrated Price List Styles in Stock 


gy a | Calf Oxford, 


THE BEST SELLERS ARE HERE--IN STOCK 





12-8 Military 
id xicctaisiee acehsakininchio eR akeiee 25 


282—Same in Black Kid, Welt, B-E. . 


ATLANTIC AVENUE 
BOSTON, MASS. 
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dealers are not buving low- 

quality merchandise as a 
means of combating the high 
price bogie. Yet some offset to 
price tendencies is becoming in- 
creasingly desirable. 


Smith-Briscoe Shoes this season 
continue to uphold the best 
standards in footwear—and they 
do more. They are interestingly 
priced. The stock from which 
they were made was purchased 
well in advance of the present 
market, and they represent, 
therefore, a saving which the 
dealer can pass on to his cus- 
tomers. 


Sie AIGHT-THINKING 


Snith Briscoe Shoe Go Inc 


Gkhers 0 Good Shoes 
iL Senctbeng 


ws P Mede from 
Gallun’s Nor- 
wegian Grain 


TM TTT | au a 
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E ELWAIN 


TRADE MARK 











Watch the McElwain- 
Barton advertising. It 
contains only styles 
that from our long ex- 
perience we believe will 
be profitable to the 
retail dealer. Our 
announcements appear 
regularly in most of 
the leading trade 
papers. 
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Prices upon application. 
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Style 1017— Women’s White 
Sea Island lace oxford, McKay 
sewed, 5 eyelet, 16-8 inch wood 
covered half-Louis heel. Width 
D. Sizes 24% to 8. 


Style 1025—Women’s white 
duck lace oxford, turn, 5 eyelet, 
16-8 inch wood covered half- 
Louis heel. Widths B, C and D. 
Sizes 21% to 8. 


Style 1054—Women’s Patent 
seamless pump, McKay sewed, 
flexible, 18-8 inch half-Louis 
heel (leather). Widths B, C and 
D. Sizes 24% to 8. Style 1053 
same in dull kid. 


Style 1026—Women’s white 
duck lace oxford, turn, 5 eyelet, 
11-8 inch wood covered military 
heel. Widths B, C and D. 
Sizes 21% to 8. 


Style 304—Men’s vici Blucher 
oxford, Goodyear welt, flexible 
sole, Wizard last, corded tip. 
Widths D and E. Sizes 5 to 11. 


Style 305—Men’s gun metal 
lace oxford, Goodyear welt, 
single sole, Carlton last, tip. 
Widths C, D and E. Sizes 6 to 
Pi. 


salesman or write direct. 


McELWAIN-BARTON 


Ask our 





SHOE COMPANY 





KANSAS CITY, MO. 


29 


Style 481 


Men’s Cordo Vici Bal, 
single sole, Goodyeaitr 
welt, Carlton last. 
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(SALLUN’S 
Quaurry Leatuers 


For Fall and Winter 
1919-1920 





MANDARIN SIDES 


A chrome tanned side leather made in a glazed and boarded finish and 
offered in two colors. Mandarin Sides are strikingly attractive and of 
the highest integrity. They are designed to meet the call for fine shoes 
that can be sold at prices demanded by the great majority. 








VIKING CALF 


A strong grained mellow calf skin that is moisture-repellent. This leather 
does not peal or chip and is especially adapted for a high grade shoe for 
Fall and Winter wear. Viking Calf is favorably known and universally 
used. It takes a brilliant polish and is offered for the coming season in five 


colors and black. 








NORWEGIAN VEALS 


One of Gallun’s specialty leathers—a heavy, rugged, high grade leather 
for storm and street wear. 

The texture of this leather is unusually fine oil it is suitable for both 
men’s and women’s shoes. 

Norwegian Veals will be found in the lines of discriminating shoe manu- 
facturers making a quality shoe. 

This leather is produced in two colors and black. 











A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, INC. 
H. A. ELY, Manager 11 East St., BOSTON 
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A 116 
Gun Metal 
Oxford 








A 114 


White 
Fabric Pump 








IN-STOCK 


FOR IMMEDIATE DELIVERY 


With this quick selling Summer weather you must keep your 
styles fully sized or miss a lot of business. These Harney In- 
Stock shoes are the kind that induce sales and bui!d for your 
store a repytation for quality. 


HARNEY STANDARD THROUGHOUT 








A 100—9 in. Pat. Lace Boot, Satin Twill Top, 18-8 Lea. Louis, B-C—-D. .$5.60 
A 101—$9 in. Pat. Lace Boot, Mat Kid Top, 18-8 Lea. Louis, B-C-D. .. .$5.85 
A 104—White Nubuck Ox., 18-8 Lea. Louis (sprayed), B-C-D...... . .$4.60 
A 105—White Nubuck Ox., 14-8 Mil. (sprayed), B-C-D............. $4.60 
A 107—Pat. Ox., Satin Quarter, 18-8 Lea. Louis (sprayed), B-C-D....$4.85 
A 108—White Fabric Ox., 14-8 Mil. (sprayed), A-D................. $3.75 
A 109—White Fabric Ox., 18-8 Lea. Louis (sprayed), A-D........... .$3.75 
A 112—Mat Kid Pump, 18-8 Lea. Louis, A-D...................... $4.75 
A 113—Pat. Pump, 18-8 Lea. Louis, A-D.......................00 $4.75 
A 114—White Fabric Pump, 18-8 Lea. Louis ied iin | $3.75 
A 115—Mat Kid Ox., 18-8 Lea. Louis, A-D. ae ee. 
A 116—Gun Metal Ox., 18-8 Lea. Louis, A- D. Le 
A 118—Pat. Ox., 18-8 Lea. ES 





In-Stock Terms 2-10 net 30. 


| a P HARNEY SHOE CO. 


Factory:: :: :: Lynn, Massachusetts 
Boston In-Stock Cicnenees :: 78 Lincoln Street 
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Consumer Inquiries 


show increase of 
287% 


Inquiries from consumers about Edu- 
cator Shoes for the last five months 
show an’ increase of 28% over a cor- 
responding period last year. 

This can mean but one thing—more people are 


realizing that foot comfort and Educators mean 
the same thing. 


What has brought about this increase? 
Educator advertising and the experience of 


United States Soldiers with Army shoes is 
responsible for this great increase. 


More than 12,000 shoe retailers who sell Edu- 
cator Shoes and co-operate with our advertising 
are reaping the benefit. 


Are you one of them? 


Distributing houses for Educator Shoes: 


The Rice & Hutchins 


The Rice & Hutchins 
Baltimore Company 


New York Company 


The Rice & Hutchins 
Atlanta Company 

The Rice & Hutchins 
Cleveland Company 

The Rice & Hutchins 
St. Louis Shoe Company 


The Rice & Hutchins 
Chicago Company 

The Rice & Hutchins 
Cincinnati Company 


The Atlas Shoe Company 
Boston, Mass. 


Joseph I. Meany & Co., Inc., Philadelphia, Pa. 


Rice & Hutchins, Inc. 
20 High St., Boston, U.S.A. 














